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Star Blades Save Both 


When you buy hack saw blades to do your eaten jobs, there 
are two important factors involved. 


TIME AND MONEY 


A blade that will cut twice the number of times and twice 
as fast without breaking or losing teeth is saving both time 
and money. 


Star Hack Saw Blades meet these requirements. 























Makers Since 1883 


Ac) STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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A complete table service may 
be had in each of the 1847 
RoGErs Bros. patterns. 
Knives, forks and spoons ex- 
actly matching the patterns of 
five-piece tea sets and the va- 
rious articles that make up the 
dinner service and adorn the 
home. 
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She’s Searching 


for Her Treasure Chest 


Let Her Discover It In Your 
Window — in Your Store 


N ow she’s heard of ‘Pieces of 8.’’ The national adver- 
1 tising has told her of this new silverware treasure— 
eight of each—neither too few nor too many—the just right 
service for the average family needs, not overlooking the 
unexpected guest. 

Hler interest is aroused—desire has been kindled. The next step to- 
ward the sale is your window. Give over a window to “Pieces of 
8.” Use the beautiful Pirate Girl Display Set created for you. Then 
group in the foreground two or three “Pieces of 8” Utility Trays, 
together with one or two of the gorgeous Spanish Treasure Chests. 
Display the various 1847 Rocers Bros. patterns. Also make a dis- 
play of hollowware to match—tea and dinner sets and tableware. 


For Selling Helps write to the Sales Promotion Department, In- 
ternational Silver Company, Meriden, Conn. 


-1847 ROGERS BROS; 


SILVER PLATE 
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All My Customers” \ v 


‘‘ VUST about the easiest 

J thing to sell out of my 

whole tool stock, , be- 
cause it ‘looks-the-money.’ 


“IT explain how Vaughan 
Hatchets are  drop-forged 
from solid bars of high-grade 
tool steel—in one piece—same 
quality of steel throughout. 
To show the difference be- 
tween the unit-forged and the 
built-up construction I ‘ring’ 
both kinds of hatchets by 
striking them with a mallet. 
The bell-like clearness of the 
Vaughan ring contrasts so 
strongly with the dull sound 
from the cheap hatchet that 
the customer never forgets it. 


“Then I tell them that the 
V&B process of heat treating 
gives Vaughan Hatchets a 
temper that insures a cutting 
edge that stays sharp a long 
time; while it also gives the 





blade a toughness and Wi Ay | 


strength that resists 
breaking stresses. 


“On a chunk of stove wood ¥ 


I have my prospect test the 
hatchet, and when he sees the 
clean chips it makes I call his 
attention to the thinness of 
the blade—a construction that 
makes it cut deeper with less 
effort than ordinary hatchets. 


“The Vaughan two-toned 
hickory handle closes many a 
sale for me; especially when I 
call attention to the swell that 
gives so firm a hand-hold. 


“If all tools in my stock 
were as easy to sell as V&B 
Hatchets—and as sure to re- 
peat—lI’d have a lot more 
time to go hunting and fish- 
ing.” 


For complete information 
on V&B Hatchets, and other 
tools, write for catalog. 


IAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 





(HMakers Of F'ime Toots 








2ii4 Carroll Ave.~ 


~ Chicago, Ill. U.S.A. 


‘*It Pays 
to Use 
Good Tools”’ 


Also get posted on V&B 


Vanadium Lathing Hatchets 


Two- 
Toned 
Handle, 
Patent 
Leather 
Finish 


Only Lathing Hatchet on 
the market made from 
Vanadium Steel. Blade 
and corrugated head both 
stay sharp longer. Blade 
very thin—yet resists 
breaking stresses. Large 


. diameter handle—easy on 


the hand—no cramping. 


Send for circular. 





Hammers 
Hatchets 
Axes 
Planes 
Braces 


Are 
All 
Good 
Tools 
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ANew Series: S$ FAVORTI 
of Unusual Beauty and Exclusive Design 


Moderately Priced 
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che New Sories of ull information and prices on 
of Favorite Gas Rang 


Signed 


Seven Big 


Selling Features 


Smooth, flush front, 
rounded corners, con- 
cealed bolts and hinges. 
Greatly improved oven 
interior construction; 
die cut linings and die 
formed rack supports. 
Favorite Oven Heat 
Regulator mounted on 
the cook top side at the 
front of the range-—-with 
all piping concealed. 
(Optional equipment) 
Attractive, convenient 
Utility drawer beneath 
cooking top; standard 
equipment on porcelain 
models. 

Base band is eliminated; 
a neater, more work- 
manlike appearance. 
Unusually large baking 
and broiling ovens (Bak- 
ing oven 20 inches deep 
and 13 inches high). 
Large, commodious 
cooking top, ample for 
all requirements. 
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Favorite Stove & Range Co. 


as Range Division 


” in design. 
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‘ GasRanges 


GAIN Favorite has blazed the trail in improved 
eer Range construction and set another 
nigh standard in the production of this new 
Series of Gas Ranges. 
Distinctive in appearance, super-efficient in opera- 
tion, with every exclusive patented Favorite feature 
incorporated, these new Gas Ranges are miles 
ahead in the Gas Range field. 
The fastest baking oven in America, (500 degrees in 
) minutes), the Favorite cast bottom construction, 
which insures even temperature in all parts of the 
oven, one piece Star Burner (originated by Favorite) 
—the most economical and hottest burner made 
for gas—these and many other exclusive construc- 
tion features, together with the low prices, insure 
volume sales for this new group of Favorite Ranges. 
Stock now for sprin a summer sales. These 
distinctive Ranges choad by complete, tested, 
merchandising plans, which have everywhere 
proved their ability to increase sales, will result in 
the most profitable Gas Range business you have 
ever experienced. 
Clip the coupon—fyou will want complete informa- 
tion and prices of this New Favorite line. 


FAVORITE 


Stoves & Ranges 


Gas - Coal~ Oil~ Combination 
cMade in Piqua, Ohio. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 29 
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Half Surface Butts 
Nos.1600-165 


1. Easily applied — surface leaf applied 
without mortising; 


2. Saves 50% of carpenter's time in hang- 
Tale Mr: me fele) 

3. Reversible for right or left hand doors 
by unscrewing slotted tip; 


4. Made of superior cold-rolled steel, ex- 
pertly plated in any of the standard 
finishes ; 

5. Screw-holes correctly countersunk 
and properly located to securely 
hold both leaves. 








Consider the few simple operations in 
hanging a door with Half Surface Butts: 
1. Chisel out the mortises for the 

jamb leaves only. 
2. Screw the butts to the jamb. 
3. Wedge the door into the opening. 


| 4. Swing the surface leaves into 
place, apply screws and the door 






































. is hung. No.160 No.165 
> } Stanley Half Surface Butts 
l- 4 Half Surface Butts not only save car- | | y | 

penter’s time, but the ease of application paceman «amare cs aomamaamamnanaaiaaas =] 
makes them ideal for the man who is 4 Stanley makes a complete line of il 
i oe ae ° 7 wrought hardware of the highest quality ia 
(\ he iy building his own cottage at the lake or y oats . come Gee wot \ 
seashore. ire r ' ‘a # 
eeaicas f SELL THE LINE f 
py THE STANLEY WORKS, NEW BRITAIN, CONN. f This trade-mark is a means of identification i 
New York Chicago San Francisco Los Angeles Seattle soe =i STAN LEY kz 5 een eal 
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STANLEY HARDWARE 
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po 65 Hardware 


To show these to customers 
is to sell them 


GEM FOOD CHOPPERS for your women customers. Perfection Oil 
Gates for the men. Two fast-selling Sargent specialties which you can 
show to all your customers with assurance that they’ll be interested. 
No kitchen is complete without a good food chopper. But only a sur- 
prisingly few kitchens, when-all are counted, can boast them. Most 
women will buy when they are shown the great convenience and economy 
of the Gem. Perfection Oil Gates are guaranteed leak-proof. Sales of 
these have increased steadily with the use of automobiles. 





























Even gasoline won’t leak 
from this oil gate 





The Perfection Oil Gate is guar- 
anteed not to leak when used with 
either oil or gasoline. There is a big 
demand for it in private and public 
garages and in oil company stations. 


A self-sharpener—and 
it chops everything 











SARGENT HARDWARE 





The Gem Food Chopper chops 


every kind of food. It has self- 
sharpening cutters that cannot 
break. It has so few parts it cannot 
get out of order. It is easy to use, 
easy to take apart, easy to clean. 
All parts are interchangeable. It is 
made in five convenient sizes and is 
priced so as to allow you to put an 
attractive marking on it and at the 
same time take a handsome profit. 


Selling an article like this is mainly 
a matter of letting people know 
that you have it. Part of your win- 
dow space devoted to its display 
will bring splendid returns. Thou- 
sands of oil gates were sold last 
year. You should get a share of this 
really profitable business. The Per- 
fection Oil Gate has a place for a 
padlock—which you can sell with 
additional profit. 


Pamphlets imprinted with your name will be furnished for mailing 


and counter use. 


Write today. 


SARGENT & COMPANY, Hardware Manufacturers 
NEW HAVEN, CONN. 


New York: 92-98 Centre St. 


Chicago: Wacker Drive at Randolph 


IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Indiana Steel & Wire Co. 


Representative Jobber Retailer 


Jobbers in 88 Cities Stock It 





Prompt Sh wpments 


Speedy Deliveries 
Low Sreight Costs 


U. §. Poultry Fence is sold ONLY through the regular wholesale and retail channels--- 


never through catalog or mail order houses. 


Representative jobbers in 83 cities stock it. Their 


strategic location in the principal distributing centers of the country insures prompt service to 
the dealer at all times. These jobbers carry adequate stocks to meet all normal demands. This 


means speedy deliveries and reduced freight costs. 
enormous factory stocks ready for quick shipment. 


The constantly increasing demand for U. S. Poultry 
Fence is not a matter of chance. It is substantially 
founded on the appreciation of consumer and dealer 
for this suverior netting. 


“U. S. Poultry Fence is the best on the market... .my 
customers think the same,” writes a New England dealer. 


“Since we started handling U. S. Poultry Fence, we 
have handled no other,” writes a Marshall, Mo., firm. 


“T have handled nothing but U. S. Poultry Fence since 
I first had a chance to buy it....much easier to sell,” 
says an Ohio merchant. 


Back of these jobbers’ stocks are our own 


Thousands of other dealers from Maine to California 
are selling U. S. Poultry Fence only. They find it 
easier to stock, easier to sell and easier to handle and 
cut. They find too, that it builds permanent trade and 
increases profits--that one sale invariably leads to 
others. 


If you are one of the rapidly diminishing group 
not cashing in with U. S., decide now to investi- 
gate further the remarkable sales possibilities of this 
remarkable netting. Ask the U. S. jobbers’ salesmen 
to tell you more about it or write us for samples and 
detailed information. 


This year specify U. S. Poultry Fence---not just ‘‘poultry netting’’ 


Indiana Steel & Wire Company, Muncie, Indiana 
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BADGER 
Cord Center 
“V"-Type Fan Belts 





BADGER 
Radiator Hose 
3-ply Fabric—Red Cover 
3-ft. Lengths 





BADGER 
Tire and Tube Repair Kit 


TUsSs 
REPAIR KIT. 
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BADGER 
Tube Repair Kit 
Shop Size 


BADGER 
Straight-Line Fabric 
Flat Fan Belts 





BADGER 
Ford Hose Connections 
Red Cover—Fabric 


Fibre—Black 








~~ 


BADGER 
Tube Quick Repair Kit 
Standard and Junior Sizes 


BADGER 
All Cord—Gum Coated 
Tire Plaster—4” 
Counter Display 
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“V”’ Type Fan Belts 
Flat Fan Belts 


Radiator Hose 


Ford Hose Connections 


Tire and Tube 
Repair Kits 


Tube Repair Kits 
Shop Repair Kits 
Tire Plasters 
Blowout Boots 


Patching Cement 


Moulded Flaps 


Flexible Dise 
Couplings 


Generator Tubing 














BADGER 
Fabric Blowout Boot 
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PRESENTING 


BADGER 


Automotive Rubber Accessories 


ts 





ns HE completeness of this line of Automotive Rubber Acces- 
sories will at once be apparent from a study of the 
illustrations shown on these pages. 


Whatever the requirements of the Trade may be, whether 
for Tire and Tube Repair Kits, in various types and sizes, 
Emergency Patches, Tire Plasters, Blowout Boots, Fan Belts, 
of various sizes and types, Radiator Hose and Connections, 
Repair Cements, etc.,_the demand may satisfactorily be met 
with the BADGER Line. 


And in every feature of the line, QUALITY predominates, 
reflecting the high standing of the factory behind it. Further- 
more, in price it is quite consistent, at the same time pro- 
viding a substantial margin of profit to the Trade. 


Factory distribution is effected solely through the Wholesale 
trade, and through which channel the Dealer trade is being 
served. 


Requests for prices, samples, ete., from established Whole- 
sale Distributors will receive most prompt attention. 


THE BADGER RUBBER WORKS 
MILWAUKEE, WISCONSIN 
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BADGER, 


aim DRYING 


I coLVENT CEMENT 


FoR REP 


auto TUBES 
RUBBER GOODS 


AND 
— 





BADGER *” BADGER BADGER 
Air-Drying Tire Flaps Universal—Generator—Magneto 
Solvent Repair Cement Individual Sizes 100-Foot Rolls Flexible Dise Joints 
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x a 
SCREW 
COMPANY 
| 
Wood Screws Machine Screws 
Stove Bolts Tire Bolts 
Providence, Rhode Island 
Western Depot 
225 West Randolph Street, Chicago, Illinois 
got NT 
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Our Bull Dog 
Trade Mark 
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A great pet of ours. You will find him on BULL 
DOG Garden Hose, BULL DOG Friction Tape, 
BULL DOG Belting and on many of our other high 
grade products. He guards our reputation and 
protects the interests of our customers. 


Boston Woven Hose 


& Rubber Co. 


Makers of Quality Rubber 
Goods for Fifty Years 


Works: 
Cambridge, Massachusetts 


Postal Address: 
Box 5077, Boston, Mass. 
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The famous Nesco 
burner produces a 
steady blue flame 
directly under the 
utensil. No smoke 
—no odor—no 
overheating of 
chimney tubes. 
Positive, easy act- 
ing heat control 
handles. No ratch- 
ets and gears. Sim- 
ple—trouble-proof. 


Over one million 
Nesco burners 
im use. 


The Nesco Rock- 
weave Wick is a 
woven fabric made 
from pure asbestos 
fibre wound a- 
round brass wires. 
Non. -burnable. 

big Nesco exclu- 
sive feature. 


Fastest Growing 
Oil Cook Stove on the Marke 























E tremendous increase in demand for 
Nesco Kerosene Cook Stoves has been 
one of the sensations of the stove industry. 


” Nesco sales have increased over 400% in 


five years—a world’s record! 


The reasons are plain enough. The quality 
is there—the prices are right—500 jobbers 
give quick service—and a powerful nation- 
wide advertising campaign stimulates de- 
mand. A combination for the dealer 
that’s unexcelled! 


Before deciding on your 1927 requirements 
get the remarkable facts why Nesco is the 
fastest growing oil stove on the market. 
Tie up with a winner! 

Ask your jobber for full details and write 

us for catalog No. 41. Address Dept. N-11. 


NATIONAL ENAMELING & STAMPING CoO., INC. 


Advertising Department 
425 East Water Street Milwaukee, Wisconsin 


Branches at: Milwaukee, Chicago, Granite City, Ill. ee Louis, New Orleans, 
New York, Philadelphia, Baltimore. Licensed ian Manufacturers: 
Dominion Stove & Foundry Co., Bone soon BS any "Geena, Canada 


NESCO 


ime] Aerosene 


contac 


jim 1 COOK STOVE cooking. White porce- 


lain surfaces make this 


model a beauty. You 





New for 1927 


The greatest oil range 
value on the market! 
Built-in oven, right or 
left, with thermometer. 
Oven burners can be 
used for grate surface 




















will be amazed at the 
low price. 
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HACK SAW FRAMES 





East 


North 





WHEREVER 
YOU GO 





No. 75 


South West 





(Seiya) (HARDWARE COMPANY 


(atalo Buye's 
in| @talo 





Reg. U. SS. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
New York Office 151 Chambers St. 


ESTABLISHED 1854 INCORPORATED 1864 
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PUMP, ANY 
VALVE CAN BE 
REMOVED WITH: 
PINGS 
OVERSIZE VALVES; Self- Oilin a Fact ECCENTRIC PITMAN BEARING; 
RECESSED RING | LARGER OPENING THAN RUNS IN OIL; IS 4 TIMES THE 
PACKING CANT % i OTHER PUMPS. Not a ope SIZE OF THE ORDINARY 
BLOW OUT. » CRANKSHAFT. 
PEERING cant 
- MACHINE CUT 
BLOW OUT. 4 a & cars| 
DIRECT FLOW 
FLOW OF | OF WATER. af ADJUSTABLE 
WATER. WIPING | } as é, . : : 
LEATHER 7 as : t 
ENTERING weyrr 
OILCHAM ae] 
EAR . - 
SET On ance — NOK 
MORE DIRECT FLOW WATER N\A Soi 27 
OF WATER. DRAIN. . py ro AL BOUTS 
THROUGH a See } 
1 SHAFTS WITH SECURELY 
Sines a (eeat| | Re SE 
"” " " | ee J fete hes 
14z2X3to 8&'X 8 BIN; BRASS| | SELF-CLEANING a 
— BUSHED BEARINGS. SELF-OILING. 
00 acities 
500109000 
Gals.per hour To create—to imitate—one is an art, the other is a habit. Myers Self- 


Oiling Power Pumps are pioneers. Originated and patented by Myers— 
developed, manufactured, introduced and distributed by Myers, they created a 
new market for power pumps, a market that could only be met with the Myers 
or by the imitations of some other manufacture. 


Ra oi ae 


As a result, Myers Self-Oiling Power Pumps occupy a position of suprem- 
acy. Those patented features and radical departures in design and construc- 
tion which gave them prestige from the very first have been refined and 
developed, and are now successfully applied to a complete range of styles 
and sizes for any requirement up to ten thousand gallons of water per hour. 






And this is your field for power pump business. The field where small and 
medium capacity power pumps are in greatest demand. And in this field 
Myers Self-Oiling Power Pumps meet practically every requirement and do it 
in a way that is difficult to approach by other types of pumps. 


Why not tie up with a line like the Myers that is known far and wide for 
its unusual sales possibilities, and profit accordingly? One of our representa- 
, tives will see you personally, or we will quote direct. Your wishes are our 
2000 GALS commands. Drop us a line today. 


ees 
THE F.E.MYERS & BRO.¢S2. 


> 
ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR:BILT PUMPS for Every Purpose, 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN,FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS. Etc. 


De 


3000 GALS 
PER HOUR 









1000 GALS. 
PER HOUR 





| 500 GALS. 
| PER HOUR 
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‘Boys-were going to improve our 
turnover by selling Dietz lanterns only 


NY merchant who stocks unadvertised, private brand lanterns 
that he has to SELL— instead of featuring Dietz Lanterns 
that most people prefer and want—often does a better job 
for his competitor’s turnover than his own. 


Lee 
Sie Fe: 


Satisfying widespread customer preference, instead of combating it, 
is the surest road to increased turnover and profits. This is one 
reason why most dealers sell Dietz Lanterns exclusively. 


Back the products of the manufacturer who backs you with adver- 
tising and dependable goods. That’s the tonic for turnover. 


R. E. DIETZ COMPANY, NEw YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 


, 


oz 
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“Turn the thumb- 
piece and the top 
is off” 


Approved é4y Experts 
in the science of 


Home making — 


Dealers—This Blue Streak  Aneasy twist of the wrist lops tops 
Household Can Opening Ma- _ off cans of any shape or size. 
chine is endorsed by Priscilla = 


Proving Plant and Good House- 
keeping Institute. Stock with this 
original 100% can opening de- 


It means profits. 
a 


Cuts cleanly and smoothly—no 


danger of cut or infected fingers. 
od 


A handy bottle opening attach- 
ment makes this kitchen utensil 
doubly useful. 


vice. 
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In separate packages for easy han- 
dling. Attractive display cartons 


of dozen lots. 
me 


Blades of same high quality as on 
$2 and $5 machines. Brass bush- 
ings on revolving parts. 

Ld 
Nationally advertised with Blue 
Whirl Egg Beater and master size 
can opener. 








The master size Blue 
Streak Can Opening Ma 
chine is kept conveniently 
screwed in place. 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 





November 18, 1926 


The most 
amazing 


POLISH 


CVCT 


produced 


- now offers you a Polishing Cream 
on which youcan concentrate profitably. 
You can stand back of it because it is the 
mostamazing polish for autos and furniture 
ever produced. A test will convince you. 


A recent investigation revealed to us an 
enormous demand for a Polishing Cream 
that will remove grey spots (as caused by 
hot dishes, etc.) from highly-polished sur- 
faces; that will clean and polish in a few 
seconds; that will leave no greasy surface 
to attract dust; and that will give a higher 
polish than any similar preparation now 
on the market. 

After intensive research in our labora- 
tories we have perfected Sapolin Polishing 
Cream, which meets these requirements. 


Send for Sample 


WE shall gladly send you a sample of 
Sapolin Polishing Cream. Better still, let 
us send you one of our two assortments 
with display material and samples. 
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Assortment No. 1 


fe a $1.80 
1 doz.size40....... 2.90 
oe 3.60 
PeememeGe. . i. ss 4.30 
Cc acta iiod $12.60 
5 Sls oo Hs 8.40 


FREE: A striking window display, 
2 doz. trial size 10 (Value $2.40), 25 
Leaflets ‘Bottled Brilliance.”’ 





‘Removes 
GREY SPOTS 


‘Removes 
SCRATCHES 


CLEANS MIRRORS 


without sl:chtest smudge 


Gives 
HIGH LUSTRE 


with little effort 


Assortment No. 2 


3 doz.size25....... $5.40 
2 doz. size40....... 5.80 
eS) 3.60 
1 doz.sizeGO....... 4.30 
CS ac et eek $19.10 
I oo lad we aed 12.790 


FREE: A striking window display, 
4 doz. trial size 10 (Value $4.80), 50 
Leaflets ‘‘ Bottled Brilliance.” 


SAPOLIN CO., INC., Dept. E-3, 229 East 42nd St., New York City 





SAPOLIN 


DECORATIVE SPECIALTIES 
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Tell Her How She Can Keep Scissors 
Sharp With a Sharpit. 


The beveled scissors guide on the side of 
the Sharpit wheel makes it easy for any- 
one to quickly put a real cutting edge on 
a pair of scissors. 


And my, how handy to have in the home 
to keep every knife sharp. Because it re- 
quires no skill to use, women will buy it. 





Fe oa 

(3 PUKE a) 
AFx 2, Oe tg =, 
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Here is the way to sell Sharpits 


The one sure way to sell Sharpits back of your counter where you can 
in quantities is to demonstrate quickly demonstrate it. Dealers who 
Sharpit every time you sell knives, are doing this are selling Sharpits by 
scissors, or other tools that will the dozens every month. In many 
need re-sharpening. Mount one cases, by the hundreds. 


DAZEY CHURN & MFG. COMPANY, 4301 Warne Ave., St. Louis, Mo. 
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Order the 


Lamp Co. 





from your jobber or 
direct from the Hygrade 


The} N EW Hygrade Lamps 


Most Hygrade Dealers Sell 
the NEW Lamps This Way 


The stand is put on the counter in the lamp department, where 
it shows the complete line with the price of each lamp. The 
attractive shape and lustrous grey color of these lamps is 

attractive: and once seen, the sale is half made. 





‘cannoal buy a better lamp 


_ ° es | rs 
She NEW Hy¢radeLamps 





An arrangement like this takes 


stand W 16 little space in the window, The cards are a part 
but it tells the story. of our window display 
The better you tell, W I. 


the more you sell. 


HYGRADE LAMP CO 
GmND FACTOR VV savex Mass 

















AND FACTORY 
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New 
consumer’s 


price 





FREE 


Full set of 
$7.50 attach- 
ments for a 
limited time. 
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‘Greatest fall 
in Bee-Vac history! 


3 A (was $52 with 
attachments) 





5 





Recent announcement of a 
radical price reduction en- 
ables Bee-Vac again to lead 
the way with a remarkable 
selling opportunity for the 
dealer. 

How well dealers appreci- 
ate Bee-Vac’s new and unap- 
proached value is emphati- 
cally proved by mounting 
sales records which promise 
to make the fall season the 
greatest in Bee-Vac history. 

Less than a year ago the 
Bee-Vac retailed at $52.00 
with attachments. Now, due to 
a great new factory, rapidly 
expanding sales and volume 
production, the consumer price 
is sensationally ~reduced to 
$34.50 and attachments FREE. 


November 18, 1926 


season 





and 
attachments 
FREE 


Due to this unusual value, 
dealers are reporting Christ- 
mas volume in September! 
For the same reason they are 
selling Bee-Vacs over the 
counter like staples, eliminat- 
ing costly demonstrating. The 
saving means extra profits 
added to an already wide 
profit margin. More than 12,- 
ooo alert dealers confirm Bee- 
Vac’s unusual profit possibil- 
ities. 

Get your fall supply of Bee- 
Vacs now—from a nearby job- 
ber. Join the Bee-Vac national 
window display contest — 
$1700 worth of prizes offered! 
Write for our money making 
proposition to you. 


BIRTMAN ELECTRIC COMPANY 


Dept. D-230 


BEE 


4140 Fullerton Ave. 


-VAC 


Chicago, IIL 


Electric Cleaner 


RAPID ° 


THOROUGH ° 


SAFE 








(1 


~ 


cement 
-~ 
nN 
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(3) 


Double, swing- 
back self cleaning 
brush 
Comfortable new 
handle grip 

Easy to connect 
attachments 


Easy to. detach 
dust bag 
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Improved bag 

opening device 

(6) Easy to empty 
dust bag 

(7) Improved bag 
suspension clamp 

(8) Automatic bag 
valve 

(9) Perfected oiling 
system 
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Now — 


a Greater Market for Haags 

















As Usual 


Haag Bros. Company offers the newest, as soon as 
a way is found to make it most thoroly satisfactory. 


This Time 

Haag Bros. Company offers an independent, gaso- 
line motored washer which can be depended upon 
—and which, at the same time, washes clean and 
fast—as only the submerged agitator or Vortex type 
washer can. 

The 4-cycle Ownpower unit which is manufactured 
and guaranteed by Briggs and Stratton, has at least 
seven outstanding advantages over the two cycle 
unit which has heretofore predominated in gas 
motor washers. Easier starting, cleaner, simpler, and 
more economical operation, are a few of the Own- 
power advantages. 


Hundreds of Families 
in your section are prospects for the Ownpower. 


HARDWARE AGE 














WIiTA AUT /A CAS MOTOR 





Those who lack both electricity and a gasoline 
engine, will welcome the Haag Ownpower—an 
absolutely independent unit which can be operated 
anywhere. 

Now, as a Haag dealer, you will have the most de- 
sirable electric washer on the market to offer those 
who have electricity in their homes; you will also 
have this same washer to offer those who own a 
gas engine at a much lower price in the Beltpower 
model; and—you will have the Ownpower for all 
others. 

Think what it will save you to be able to serve 
every washing machine prospect regardless of ther 
facilities! Think how many sales wil) result from 
being able to offer a gas sserored washer which is 


a 
— 


free from ageravation. 


Let Us Tell You More 


about deliveries, discounts, territory rights, etc. Let 
us describe the Haag line fully. Write us now. 


HAAG BROS. COMPANY : Peoria, Illinois 
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* Here isthe “ 


vacuum cleaner 


‘ roy 4010) 


If you are a jobber, the VULCAN should appeal. 
Rigid territorial protection is maintained and a 
generous profit is provided. 


If you are a dealer, the VULCAN presents a 
real opportunity to offer a quality product at a 
reasonable price. And you, too, receive a sur- 
prising margin of profit. Get the details from 


your jobber—it will pay you. 

Remember, that the VULCAN is a new devel- 
opment of one of the oldest and largest makers 
of electric vacuum cleaners in the world. It 1s 
made exclusively for the hardware trade and con- 
sequently is sturdy, reliable and durable. It re- 
quires little servicing. And with proper care, it 
will last a lifetime. 


The VULCAN cleans—thoroughly—by powerful 
suction and a detachable brush. Its outstanding 
features are given elsewhere on this page. 


=... NEW 
vuLCAN 


VACUUM CLEANER 





















a . 
Mey oe 





Features of the 
VULCAN 


1. Powerful suction 
2. Detachable brush 


3. Strong, durable 
motor 


4. Exceptional clean- 
ing power 

5. Special twill bag 

6. Trigger switch in 





Manufactured and guaranteed by the Electric handle 
Vacuum Cleaner Co., Inc., 1712 Ivanhoe Road, 7. —— attach- 


8. Built _to eliminate 
service troubles 


NERA ERR 


Cleveland, Ohio. 
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Here’s a new field 


for YOU! 





of big profits 


There’s a Need fora Kitchen 
Katch-All in Every Kitchen 


Kitchen refuse out of the way, out of 
sight, odorless! No more stained sinks. 
No unsanitary mess to clean up every 
hour or so. What woman can pass it by 
once she knows its merits? 

The Kitchen Katch-All is a fast sell- 
ing specialty. We have doubled and 
trebled production over and over again 
to meet a constantly growing demand. 

Thousands can be sold for Christmas 
gifts to the homes in your neighborhood. 
Stock-up now. The best way to con- 
vince yourself is to send for a sample 
and display it. Fill in and mail the 
coupon now. 


THE OHIO METAL UTENSIL COMPANY 
Greenwich, Ohio 














Swings 


Under 
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Good Housekeeping 
institute 


“Ge, * ts 
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The Ohio Metal Utensil Company, DE 
Greenwich, Ohio 

Send me at once all charges prepaid one Kitchen 
Katch-All, Complete. Enclosed find check for $2. 
Also quote prices in quantities. 
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KITCHEN KATCH-ALL 


The Sanitary Under-the-Sink Strainer 
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TEEL-ENDING belting with Alligator 
Steel Belt Lacing increases its life and 
eliminates unexpected failure of the joint. 


Each long tooth goes clear through and is 
clinched over in a vise-like grip of steel. These 
tiny vises, united by a cross bar of steel, give a 
joint of maximum resistance and durability, 
smooth on both sides of the 





S 
7 



















belt and with a great reserve Bo: 
of strength. Bere 
Of equal importance with } aa | 

Sag ow 


steel-ending belts is joining 
them with a pin of similar 
resistance. The Alligator 
Sectional Rocker Hinge Pin be 
is of steel (illustrated). Two oval sections Y 
rock on each other in the joint. The lugs | 
engage the loops in the lacing. They holdthe |)» — 
pin in place. To take out the pin, belt ends pe 
are pushed together. 


Soo eee oe 


U. 8. Patent 1,212,258. Jan, 16, 1917 
























Quick, easy application with a hammer as 
the only tool enables anyone to turn out a 
serviceable lacing job. 







Recommend Alligator Steel Lacing confi- 
dently to your trade as the most efficient pro- 
tection of belt ends and joint for belting. 
Carry stock of all usual sizes and call upon 

Ae your jobber for delivery from his stock on 
HAMMER TO jy unusual sizes. 
APPLY IT” a 






















Flexible Steel Lacing Company 


4616 Lexington Street 
Chicago, Illinois 






In England at 135 Finsbury Pavement, London, E.C.2 
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Let j joy be unconfined: 


the floor ts Sst 


ET the holiday spirit 
have full reign 
—if “61” Floor 


Varnish is on the floor. 
Christmas or the Fourth 
of July, Summer or Win- 
ter, “61”’ Floor Varnish 
protects the floor against 
careless youngsters. And 
the heavy heels of grown- 
ups put noimprinton the 
smiling luster of this en- 
during floor varnish. 
“61”? Floor Varnish is 
heelproof, marproof and 
of course, waterproof. Its 
outstanding properties 
are unusual durability 
and wear-resistance, 
which are due tothe hard 
but elastic film it pro- 
duces on the floor or 
other surface. That is 
why wesay, “Test it with 
a hammer! You may 
dent the wood but the 
varnish won’t crack.” 










FLOOR VARNISH 
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FREE SemPt EPANEL§& 
will be sent on request. Try the “ham 
Color Card and names of dealers will also be sent yo 

PRATT & LAMBERT-Inc. 
114 Tonawanda Street, Buffalo, N.Y. 
Canadian Address: 20 Courtwright Street, Bridgeburg, Ontario 


and 


mished with 


Linoleum can easily 
be kept like new by an 
occasional coat of “61” 
Floor Varnish. “Save 
the surface and you save 
all!’ On furniture it 
lasts even longer than on 
floors and linoleum. 

“61’’ Floor Varnish is 
so easy to use and flows 
smoothly off the brush, 
without laps, streaks or 


sh marks. Sold in 


nae Me. attractive 
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lh 
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Lue re #Prod- 

all ‘a hinters, 
era hitects 
“aa sq Mint and 
hardware dealers. 


PRATT & IAMBERT VARNISH PRODUCIS 













G1" LACQUER ENAMEL \\ 
WY Wherever a quick, durable, opaque enamel & 
y finish is desired, use “61” Lacquer Enamel, the %® 


oratories. Itdriesinthirtyminutesorless! Willnot Z 
® crack, chip or peelandis waterproof. Soldina fj 
variety of beautiful colors, in all size cans. ff 











most recent development of the Pratt &9 Lambert lab- > =) GF 






os age 








26 HARDWARE AGE November 18, 1926 


> 


th, , 


+h Mig ATKINS 


SIYER HACK SAW BLADES 


Ph 

Me ae 

a Ae baal ty pt Pa 
2 *. - e SP J : be 


4 € ,. 2 oa 
> fa an - 
7. 

ae te 

» -f 4 rr 

mr * 2 
z iY ° 
3 





“SILVER STEEL” BLADES 
FOR METAL CUTTING 


Announcing a wonderful new ATKINS “Sil- 
ver Steel’ Hack Saw Blade for hand use. 
Tests show it will cut six times as long or 
as much metal and twice as fast as any other 










hack saw blade—bar none. 













ATKINS “Silver Steel” Blades for metal 
cutting are a development you should know 
about and be stocking NOW. If your 
jobber cannot supply them, write us and 
tell us his name, and we will see that you 
are supplied. 










Ask for S. S. folder and How to Make 
,More Money on Hack Saws. 
























E. C. ATKINS & COMPANY 
Established 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES 
Atlanta Memphis New Orleans Portland Seattle 
| Chicago Minneapolis New York San Francisco se gy a B. C. 
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239 West 39th Street, New York City 
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What is it Worth? 


JN supplying its readers with 

reliable advance information re- 
garding current market conditions, 
HARDWARE AGE performs a valu- 
able and much appreciated service. 
What is it worth to you to know 
in advance that prices are going 
to decline or increase, and thus 
enable you to adjust your buying 
accordingly? Such information 
may mean the saving or loss of a 
great deal of money. Every issue 
of HARDWARE AGE contains market 
information that may be translated 
into actual dollars and cents. It’s 
up to you! 


What Readers Say 
About Us 


“There is nothing better.” 
(Signed) 
Cc. T. LAFFERTY & SON. 


“Have read HARDWARE AGp for 
twenty-six years and it is the only 
hardware paper I ever look into. I 
am proud to have such a paper com- 
ing to me as a guide and standard.” 

(Signed) CHARLES V. MABIBE, 

Sickels-Loder Co., 
Poughkeepsie, N. Y. 


“Must have the magazine in our 
business.”’ 
(Signed) L. C. ORDWAY, 
The Richmond Store, 
Northfield, Vt. 
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The amazing story of 


McKINNEY FORGED IRON HARDWARE 
—through fire and water 


without rusting 


URTA APPLETON ComPANy of 
Philadelphia, one of the coun- 
try’s leading builders’ hardware 
concerns, gives evidence of the stay- 
ing qualities of McKinney Forged 
Iron as revealed by the recent fire. 


“.. at the time of our recent fire, 


we had about twenty McKinney 
pieces which were mounted on 
sample boards and which were 
covered by water and allowed to 
remain in the damp atmosphere 
of our destroyed building for a 
period of four weeks. 


“These samples we now have in 
stock and were very glad to find 
that there was no rust on any of 
them. 


“MURTA APPLETON COMPANY” 
A y 7 


The severity of this acctdental 
test shows McKinney Forged Iron 
Hardware to be as enduring as it is 
beautiful. 


The accomplishment of such a 
rust-proof finish on genuine forged 
iron has automatically broadened 
the use of this much-desired period 
hardware. 


This unprecedented demand has 
brought about the usual result of 
having many imitations offered to 
the trade. 


McKinney has made it possible 
for you to enter into the Forged [ron 
Hardware business whole-heartedly 
and with enthusiasm. All the old 





An unretouched photograph of 
the Heart design entrance handle 
set in Relieved Iron finish. . . 


The reproduction shows to some 
degree the exquisite texture of 
this fine hardware. 


standard difficulties have been elim- 
inated. 


No more anxious moments while 
awaiting made-to-order pieces—for 
McKinney Forged Iron has been so 
designed that stocks can be main- 
tained right in your own store. 


No more difficulties on the job— 
for McKinney Forged Iron is easily 
applied to all types of modern con- 
struction—designed for use with 
modern locks. 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 
cedes the final finish. And rigid tests 
have proved that each McKinney 
finish is capable of withstanding 
wear and exposure. 


Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 


Forge Division 
McKInnNEY MANUFACTURING Co. 
Pittsburgh, Pa. 


Send This Coupon Today! 





Force Division 
McKuwney Mees. Co., Pittsburgh, Pa. 


Kindly send me your Catalog on McKinney Forged Iron 
Hardware. 


Name... 
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BY LLEW S. SOULE 








The Investment 
Angle of 


Advertising 


%. 
+ 


They're All 


Interested in 
Profits 


O less an authority than Arthur Brisbane is responsible for the statement: 

“Nothing is more stupid than to call advertising extravagance. It is a great 
economy. It increases business, decreases overhead, and makes goods cheaper. 
It makes one salesman the equal of ten.” 

If you and your clerks could talk leisurely and convincingly to all the customers 
who come into your store, your business would undoubtedly grow. If you could do 
the same thing in the homes of your customers and prospective customers, you 
could greatly increase your sales and your profits. 

But, you say, no one but a super-man could find the time to personally call on 
all his customers and prospects, and still give his business the attention it deserves. 

Very true. But you can talk to those same customers and prospects, not once, 
but regularly through your advertising. You can talk to them without interrup- 
tion on subjects in which they are interested, and give them a favorable impression 
to bring with them to your store. You can teil them facts about your store, 
yourself, your methods and your merchandise that your clerks cannot possibly 
tell them when they come in to buy or look. 

You can reflect your personality in print as well as through personal contact, 
and you can make it pay. Anything that pays a reasonable return is an invest- 
ment, and the right kind of advertising does pay returns. 

Of course you can make your advertising an expense if you want to. All you 
need do is to work up a conglomeration of big words and extravagant claims, then 
fail to make the claims good when those whd read your advertising come in. 

Or, you can make it an investment by talking through it to the people of your 
community in a human, interesting, honest way, and living up to what you say. 

If your advertising doesn’t pay, the fault is yours. 


HE hardware industry is certainly interested in the vital subject of profits. 
Since the editorial “Red Ink or Black” appeared in last week’s issue of 
HARDWARE AGE, we have received many interesting comments from retailers, 
jobbers and manufacturers. Some agree with us wholly, some in part, but all 
acknowledge the fact that hardware profits have been far too small during the 
past few years. 
Likewise, they all agree that we have opened up a subject which deserves 
the careful, thoughtful study of the entire hardware industry. 
The pulse of the trade is reflected in the four pages of comment which appear 
in this issue. Turn to pages 36, 37, 38 and 39. 
Read what your fellows have to say about profits, and send us your views on 


the subject. 
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CCORDING to Fred T. Rockwell, manager of the 
Swanson hardware store in Red Wing, Minn., 
there are two distinct classes of automobile ac- 

cessories. One is such items as engine parts and the 

like which require the expert labor of a mechanic to 
install, and these, to his mind, are properly sold and 
installed by garages. The other classification includes 
the many items of replacement parts and auxiliary 
equipment which require no special skill to install, and 
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A general view of the auto accessories department of A. 


November 18, 1926 


At the left is shown a view of the tire display in the store 

of the George Krause Hardware Co., Lebanon, Pa. Note 

the position this firm gives the tire display, the center 
aisle of the store 


Rockwell Classifies 


Auto Accessories 


Minnesota Retailer Makes Two Distinct Classes 
Has Pyramid 





of Auto Accessories 
Display of Equipment 


tools. These are all items that can and should be 
handled in the hardware stores. 

In support of his contention, Mr. Rockwell has in the 
rear of his store an eight-foot section of open shelving 
and a display table in front of it, both given over to 
automobile accessories, and in addition on top of the 
nail counter across the aisle is a pyramid display of 
accessories. The “department” is immediately adjacent 
to the bolt racks, and there are many sales of bolts, 
machine screws, set screws and cotter pins. 

Other profitable items in Mr. Rockwell’s sales record 
have been radiator caps, spotlights, luggage carriers, 
pumps, timers for Fords, tool boxes, tire chains, rear 
view mirrors and also such strictly auto tools as valve 
lifters, wrenches, sets of S wrenches, small socket 
wrench sets, spark plug wrenches and valve grinders. 
It has been his experience that this class of merchan- 
dise sells practically the year around, giving a reason- 
able turnover, the customers “dinging up” their cars 
through the winter months when they are not in active 
use. 





Swanson’s Sons, Red Wing, Minn. Note the open top shelv- 
ing and display table, both given over to the display of auto accessories and motor equipment 
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At the right is shown the way in which the City Hardware 
Co., Elyria, Ohio, displays electrical sundry items on pan- 
els behind which are stock bins and drawers 


From Accessories Store 
to Hardware Shopping 
Center 


J. S. Hyman, Elyria, Ohio, Dealer Turns Stock of 
Electrical Sundries Twelve 


Times Yearly 


WELVE years ago J. S. Hyman opened an auto 

accessory store on the eastern end of Main 

Street, Elyria, Ohio. He soon added a few elec- 
trical appliances and as his tool stock, bolt and nut 
stock and supply of various kinds of screws grew 
pretty large he figured he was a hardware merchant 
and should operate as such, adding builders’ hard- 
ware, general lines, and then wire, sockets, base 
plates, plugs, pull chains, switches, fuses and other 
electrical sundries. 

Each new line came as a development. His stock 
of tools brought many carpenters, builders and con- 
tractors to the store. They needed builders’ hard- 
ware, electrical equipment and electric fixtures. His 
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business with this trade and with Elyria’s growing 
industrial companies grew faster than his house- 
owner trade so today he concentrates on the factory 
and mechanics trade whose combined needs cover 
about 75 per cent of his business. 

This development has made the City Hardware 
Co. (that’s the firm’s present name) a real supply 
house for electrical equipment, fixtures, builders’ 
hardware and tools. 

The average stock on electrical sundries will in- 
ventory at about $500 and is turned over once a 
month or twelve times a year. The stock is not heavy 


(Continued on page 79) 
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The show case in the front of the City Hardware Company store at Elyria, Ohio. Note how the small electrical items 
are displayed in this show case and the portable electric lamps adorning the top of the case 
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What is it Worth ? 


qN supplying its readers with 

reliable advance information re- 
garding current market conditions, 
HARDWARE AGE performs a valu- 
able and much appreciated service. 
What is it worth to you to know 
in advance that prices are going 
to decline or increase, and thus 
enable you to adjust your buying 
accordingly? Such information 
may mean the saving or loss of a 
great deal of money. Every issue 
of HARDWARE AGE contains market 
information that may be translated 
into actual dollars and cents. It’s 
up to you! 


What Readers Say 
About Us 


“There is nothing better.” 
(Signed ) 
C. T. LAFFERTY & SON. 


“Have read HARDWARE AGE for 
twenty-six years and it is the only 
hardware paper I ever look into. I 
am proud to have such a paper com- 
ing to me as a guide and standard.” 

(Signed) CHARLES V. MABIE, 

Sickels-Loder Co., 
Poughkeepsie, N. Y. 


“Must have the magazine in our 
business.”’ 
(Signed) L. C. ORDWAY, 
The Richmond Store, 
Northfield, Vt. 
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The amazing story of 
McKINNEY FORGED IRON HARDWARE 
—through fire and water 


URTA APPLETON Company of 
Philadelphia, one of the coun- 
try’s leading builders’ hardware 
concerns, gives evidence of the stay- 
ing qualities of McKinney Forged 
Iron as revealed by the recent fire. 


“ .. at the time of our recent fire, 
we had about twenty McKinney 
pieces which were mounted on 
sample boards and which were 
covered by water and allowed to 
remain in the damp atmosphere 
of our destroyed building for a 
period of four weeks. 


“These samples we now have in 
stock and were very glad to find 
that there was no rust on any of 
them. 

“MURTA APPLETON COMPANY” 


7 + y 


The severity of this accidental 
test shows McKinney Forged Iron 
Hardware to be as enduring as it is 
beautiful. 


The accomplishment of such a 
rust-proof finish on genuine forged 
iron has automatically broadened 
the use of this much-desired period 
hardware. 


This unprecedented demand has 
brought about the usual result of 
having many imitations offered to 
the trade. 


McKinney has made it possible 
for you to enter into the Forged Iron 
Hardware business whole-heartedly 
and with enthusiasm. All the old 





An unretouched photograph of 

the Heart design entrance handle 

set in Relieved Iron finish... 

The reproduction shows to some 

degree the exquisite texture of 
this fine hardware. 


without rusting 


standard difficulties have been elim- 
inated. 


No more anxious moments while 
awaiting made-to-order pieces—for 
McKinney Forged Iron has been so 
designed that stocks can be main- 
tained right in your own store. 


No more difficulties on the job— 
for McKinney Forged Iron is easily 
applied to all types of modern con- 
struction—designed for use with 
modern locks. 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 
cedes the final finish. And rigid tests 
have proved that each McKinney 
finish is capable of withstanding 
wear and exposure. 


Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 


Forge Division 


McKinney MANvuFACTURING Co. 
Pittsburgh, Pa. 


Send This Coupon Today! 


Force Division 
McKunney Mee. Co., Pittsburgh, Pa. 





Kindly send me your Catalog on McKinney Forged Iron 
Hardware. 


Name 





Address 
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BY LLEW S. SOULE 








O less an authority than Arthur Brisbane is responsible for the statement: 

, “Nothing is more stupid than to call advertising extravagance. It is a great 

The I nvestment economy. It increases business, decreases overhead, and makes goods cheaper. 
It makes one salesman the equal of ten.” 

If you and your clerks could talk leisurely and convincingly to all the customers 
who come into your store, your business would undoubtedly grow. If you could do 
the same thing in the homes of your customers and prospective customers, you 
could greatly increase your sales and your profits. 

But, you say, no one but a super-man could find the time to personally call on 


all his customers and prospects, and still give his business the attention it deserves. 
Very true. 


Angle of 
Advertising 


But you can talk to those same customers and prospects, not once, 
but regularly through your advertising. You can talk to them without interrup- 


tion on subjects in which they are interested, and give them a favorable impression 


to bring with them to your store. You can tell them facts about your store, 


yourself, your methods and your merchandise that your clerks cannot possibly 
tell them when they come in to buy or look. . 

You can reflect your personality in print as well as through personal centact, 
and you can make it pay. Anything that pays a reasonable return is an invest- 
ment, and the right kind of advertising does pay returns. 

Of course you can make your advertising an expense if you want to. All you 
need do is to work up a conglomeration of big words and extravagant claims, then 
fail to make the claims good when those who read your advertising come in. 

Or, you can make it an investment by talking through it to the people of your 
community in a human, interesting, honest way, and living up to what you say. 

If your advertising doesn’t pay, the fault is yours. 





| HE hardware industry is certainly interested in the vital subject of profits. 
They're All Since the editorial “Red Ink or Black” appeared in last week’s issue of 
. HARDWARE AGE, we have received many interesting comments from retailers, 
| nterested un jobbers and manufacturers. Some agree with us wholly, some in part, but all 
° acknowledge the fact that hardware profits have been far too small during the 
P rotits | past few years. 

Likewise, they all agree that we have opened up a subject which deserves 

‘the careful, thoughtful study of the entire hardware industry. 
The pulse of the trade is reflected in the four pages of comment which appear 

in this issue. Turn to pages 36, 37, 38 and 39. 


Read what your fellows have to say about profits, and send us your views on 
the subject. | 
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CCORDING to Fred T. Rockwell, manager of the 
Swanson hardware store in Red Wing, Minn., 
there are two distinct classes of automobile ac- 

cessories. One is such items as engine parts and the 
like which require the expert labor of a mechanic to 
install, and these, to his mind, are properly sold and 
installed by garages. The other classification includes 
the many items of replacement parts and auxiliary 
equipment which require no special skill to install, and 
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At the left is shown a view of the tire display in the store 

of the George Krause Hardware Co., Lebanon, Pa. Note 

the position this firm gives the tire display, the center 
aisle of the store 


Rockwell Classifies 


Auto Accessories 


Minnesota Retailer Makes Two Distinct Classes 
of Auto Accessories—Has Pyramid 
Display of Equipment 


tools. These are all items that can and should be 
handled in the hardware stores. 

In support of his contention, Mr. Rockwell has in the 
rear of his store an eight-foot section of open shelving 
and a display table in front of it, both given over to 
automobile accessories, and in addition on top of the 
nail counter across the aisle is a pyramid display of 
accessories. The “department” is immediately adjacent 
to the bolt racks, and there are many sales of bolts, 
machine screws, set screws and cotter pins. 

Other profitable items in Mr. Rockwell’s sales record 
have been radiator caps, spotlights, luggage carriers, 
pumps, timers for Fords, tool boxes, tire chains, rear 
view mirrors and also such strictly auto tools as valve 
lifters, wrenches, sets of S wrenches, small socket 
wrench sets, spark plug wrenches and valve grinders. 
It has been his experience that this class of merchan- 
dise sells practically the year around, giving a reason- 
able turnover, the customers “dinging up” their cars 
through the winter months when they are not in active 
use. 


A general view of the auto accessories department of A. Swanson’s Sons, Red Wing, Minn. Note the open top shelv- 
ing and display table, both given over to the display of auto accessories and motor equipment 
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At the right is shown the way in which the City Hardware 
Co., Elyria, Ohio, displays electrical sundry items on pan- 
els behind which are stock bins and drawers 


From Accessories Store 
to Hardware Shopping 
Center 


J. S. Hyman, Elyria, Ohio, Dealer Turns Stock of 
Electrical Sundries Twelve 


Times Yearly 


WELVE years ago J. S. Hyman opened an auto 

accessory store on the eastern end of Main 

Street, Elyria, Ohio. He soon added a few elec- 
trical appliances and as his tool stock, bolt and nut 
stock and supply of various kinds of screws grew 
pretty large he figured he was a hardware merchant 
and should operate as such, adding builders’ hard- 
ware, general lines, and then wire, sockets, base 
plates, plugs, pull chains, switches, fuses and other 
electrical sundries. 

Each new line came as a development. His stock 
of tools brought many carpenters, builders and con- 
tractors to the store. They needed builders’ hard- 
ware, electrical equipment and electric fixtures. His 
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The show case in the front of the City Hardware Company store at Elyria, Ohio. 
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business with this trade and with Elyria’s growing 
industrial companies grew faster than his house- 
owner trade so today he concentrates on the factory 
and mechanics trade whose combined needs cover 
about 75 per cent of his business. 

This development has made the City Hardware 
Co. (that’s the firm’s present name) a real supply 
house for electrical equipment, fixtures, builders’ 
hardware and tools. 

The average stock on electrical sundries will in- 
ventory at about $500 and is turned over once a 
month or twelve times a year. The stock is not heavy 
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Note how the small electrical items 


are displayed in this show case and the portable electric lamps adorning the top of the case 
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Builders’ Hardware Door by Door 


Bed Room Doors 
By W. N. Thomas 


EDITOR’S NOTE: This is the ninth instalment of a new series of articles on builders’ hardware appear- 


ing every two weeks in the columns of HARDWARE AGE. The author, W. N. 


Thomas, is an acknowledged expert 


and knows how to tell his story. The next instalment will appear in the December 2 issue. Watch for it and 
read it. 


E are al] quite familiar with the “Bed Room 
\ Door.” Yet each one of us knows it in just 
a little different way, depending on where 
we live and the sort of a house we live in. Our “Bed 
Room Door” may be in the city or it may be in the 
eountry. It may be in a mansion or in the old farm 
home built many years ago. There is a wide range of 
doors, and a corresponding assortment of suitable 
hardware. In this as in all other hardware it should 
be suited to its surroundings, and of a quality cor- 
responding to the quality of the building. 


Must Sell “Real” Material 


When good dwellings (or apartments) are built it 
is expected that they will be for use for many years. 
Much is said in these days about the various items 
of equipment—the last word in the plumbing—brass 
pipes throughout, copper gutters and rainspouts, oil 
burning heating plants, iceless refrigerators. With 
all this the hardware must be in keeping. When one 
wants something of enduring quality he has no con- 
fidence in cotton masquerading as Wool or Silk—then 
why be content with steel masquerading as Brass 
or Bronze. There is no more chance for satisfaction 
in one than in the other. For real satisfaction you 
must sell “real” material. 

To follow through with this idea the Butts used in 
high-grade dwellings should be heavy cast brass or 
bronze with large visible ball bearings. From this 
they may very properly be graded down according to 
the quality of the building, using in turn lighter cast 
or wrought brass or bronze butts with ball bearings 
or at least with double steel bushings at each joint. 
The next step down in cost would be butts of heavy 
cast iron, then steel with ball bearings, and then steel 








Above at left (Fig. 1) mortise lock with latch bolt operated 
from both sides. At right (Fig. 2) mortise lock with addi- 
tional dead bolt operated only from inside 








Fig. 3 (above) regular mortise knob lock. At right (Fig. 
4) mortise lock with key hole between knob and face of lock 


without ball bearings. While I recognize that a re- 
duction in the quality of butts used on a job is a 
very good way to reduce the cost of the hardware 
for a building, still I think it should be done with 
judgment and the full knowledge of all concerned; 
striving always to sell, as nearly as circumstances 
will permit, the quality the building justifies. 

For the better grade of house three butts to each 
door should be used, they will’ not only carry the 
doors better, but they will help to keep the doors 
from warping or springing and therefore make them 
close more satisfactorily. The butts should always 
be of proper size to allow the doors to open back 
against the wall. The rule for determining the proper 
size of butts to use has been given in one or two 
former articles of this series. 


A Matter of Taste 


There is no one type of lock that is the one proper 
thing to use on “Bed Room” doors. It is largely a 
matter of the ideas of those who are to live in the 
house, and these ideas vary in this as in other things. 
Some think just a simple knob latch without a key 
bolt or thumb bolt answers thé purpose, but this type 
is hardly practicable as in every house, even of very 
modest pretentions, one should be able to lock with a 
key every door. Times arise in one way or another 
when it is quite important to lock. up one or several 
doors and one cannot well tell in advance just which 
doors it will be, so the safe thing to do is to put 
a lock with a key on every door. While we are on 
the matter of keys it is a good place to suggest that’ 
all interior doors in a house should have locks that 
are “all different” (that is each lock is operated by its 
individual key) and at the same time have them 
“Master Keyed” in one set, so that the person in 
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charge will be able to unlock any door even though it 
has been locked by its own key: This is something 
that is not apt to be required frequently but when 
the occasion arises it is important. 

For the “Bed Room” doors in high-grade houses I 
suggest using a mortise lock having a latch bolt that 
is operated from both sides of the door by the knobs, 
and a dead bolt that is operated from the outside by 
the key and from the inside by a turn knob, see fig. 
(1). This is a very simple arrangement, gives the 
desired security and does away with the bother of 
the key on the inside. Another lock that is liked by 
some has the latch bolt same as the above. The dead 





The four knobs above (Fig. 5) are colonial pattern, with 

thin necks, same as used hundreds of years ago. At right 

(Fig. 6) is shown types of bronze and brass escutcheons, 
with drops 
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bolt is operated from both sides of the door by the 
key, and there is an additional dead bolt that is 
operated from the inside only by a turn knob (2). 
The only possible objection to this type of lock is 
that when the door is locked by the turn knob on 
the inside there is no way to gain entrance to the 
room no difference what the emergency. In the lock 
shown at (1) this objection does not hold as entrance 
can be had by the key even though the door is locked 
by the turn knob on the inside. Then there are sev- 
eral grades of locks that have latch bolts and dead 
bolts, the dead bolts thrown by turn knobs on the 
inside but no key from the outside. These are not 
generally considered good locks for “Bed Room” 
doors. The next type of lock is the regular mortise 
knob lock shown at (3). These are made in two good 
sizes 444 in. and 3% in. in height of case. Each size 
is made in several weights. For a good house I would 
recommend the 414 in. size of a weight or thickness 
suitable to the thickness of the doors. For less ex- 
pensive houses the 314 in. lock of good quality may be 
used. If it is desired to have a particularly colonial 
appearance it may be obtained by using a horizontal 
mortise lock with the key hole between the knob and 
the face of the lock as shown at (4). There are a 
very large number of cheap, steel faced, mortise locks 
used on houses, and many times they are as good as 
the house, but they are very often used where better 
locks should be sold. This is where the Builders’ Hard- 
ware Salesman should use his effort. He should know 
the proper lock for the place and try to sell it in- 
stead of the cheapest. 
satisfaction and for profit. 

Knobs and escutcheons suitable for any of the 
above locks are made by all the manufacturers in 
quite large variety. At this time I suppose there are 


HARDWARE AGE 


There is more chance for. 


33 


more glass knobs used in dwellings than any other 
kind except wrought steel. Sometimes they are as- 
sociated in sets with very cheap locks and appear- 
ance helps to get the cheap lock by. This should be 
avoided if possible as it is just as important to have 
quality in the locks as in the knobs. Glass knobs are 
very attractive especially on white or mahogany 
doors. It is their attractiveness and reasonable price 
that has produced their popularity—they ‘look-a-lot” 
for the money. Because they are used so commonly 
there is a growing demand for the better grade of 
houses for brass or bronze knobs. These are made 
in many simple, but good looking, designs. The stand- 
ard size for door knobs is 214 in. in diameter, but 
the trend now is toward smaller knobs—2 in. or 1% 
in., and many of them are of colonial pattern with 
thin necks same as used a hundred years and more 
ago (5). 
Escutcheons Are Popular 


The popular thing now is to use small brass or 
bronze escutcheons, either plain oval or one of the 
old colonial patterns with drops (6). This makes a 
very attractive combination with the round roses of 
the knobs. If the doors are 134 in. thick there will 
be enough wood to give the screws a firm hold, but 
where the doors are thin the screws are apt to work 
loose from the strain of the knobs. To avoid this it 
is better to use long escutcheons (7) taking care of 
both the knob and key hole. If it is desired by the 
owner it is all right to use one kind of knob on the 
hall side and another in the room, but all the knobs 
showing in the hall, and the knobs showing in any 
room, when the doors are all.closed should be the 
same style and finish. 

It has become rather the fashion to put small door 
knockers (8) on the “Bed Room” doors. They are to 
be had in a number of good patterns and are useful 
as well as ornamental. 

The last thing to do is to supply a suitable rubber 
tipped door bumper for each door, these may be 
wood finished to match the wood on which they are 
placed or they may be of metal in the same finish as 
the other hardware. 


QUESTIONS: 


1. What type of lock would you recommend for 
Bed-room doors? 

2. Could more than one type lock satisfactorily 
be used? 

3. What type of lock is particularly suitable for 
Colonial effect? 

4. What keying arrangement would you suggest, 
and why? 





tiathieel it 


f At left (Fig. 7) 
& type of long es- 
cutcheon. At right 
(Fig. 8) small 
door knockers 
for bedroom 


doors 
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The Five-Day Week 


By Saunders Norvell 


E are all interested 
\ \ in Henry Ford’s five- 
day week. When one 


earefully studies Henry’s 
proposition, the idea is not 
exactly what it seems at first. 
The first impression was that 
Henry was going to pay six 
days’ wages for five days’ 
work. No, no, Nanette, Mr. 
Ford has been careful in his 
latest interview to state that 
this is not the case: He is 
going to pay six days’ wages 
for five days’ work IF his 
employees can do as much 
work in five days as they 
formerly did in six! In start- 
ing the new plan, thousands 
of employees will have to ac- 
cept a reduction in salary un- 
til, by greater speed and ef- 
ficiency, they can work up to the six days’ production 
in five days. I state the foregoing Ford proposition as 
taken from Mr. Ford’s recent interview. 


* * % 





This idea of Mr. Ford’s gives one quite a little food 
for thought. Every man who employs labor will be 
thinking more or less on the subject. The question is, 
will the country ever adopt a system of only working 
five days? Allow us to turn the searchlight of our 
philosophical and analytical meditations on this problem. 


% ¥% ¥ 


First of all, in order to reach this degree of efficiency, 
Mr. Ford will have to eliminate all workers who, by 
reason of physical or mental handicaps, can not or will 
not speed up. Mr. Ford no doubt in his long experience 
has learned what all other thinking employers have 
learned, i. e., first of all, there is a class of workers 
who, because of physical defects, can never work quickly 
and efficiently. Experience teaches us that every single 
individual has a certain “‘time.’”’ He moves at a certain 
rate. Some from birth move quickly; others, in various 
degrees of slowness. A study of these individuals in- 
dicates that while they may be slightly improved by 
training, as a matter of fact, the individual “tempo”’ 
never changes very much. Just study children at play. 
Some always move quickly. Others always move slowly. 
It is an indisputable fact that these children, as they 
grow up, will be quick or slow all their lives. Mr. Ford’s 
five-day system will automatically eliminate the slow 
movers. 

Now, his system is not a hard one because it is just 
as easy for the fast worker to work fast as it is for the 
slow worker to work slowly. So much in general terms 
for physical conditions. 


We are all interested in Henry 
Ford’s five-day week. 
gives us quite a little food for 
thought. Every man who employs 
labor should be thinking more or 
less on the subject. 


The question is, will the country 
adopt a universal five-day working 
week system? Read this article by 
Mr. Norvell and you will get his 
analytical and philosophical medita- 


tions on this problem. 


The other angle to the 
Ford plan is that of the men- 
tal willingness to work. 
Workers not only have cer- 
tain physical handicaps, but 
they also have mental handi- 
caps. Certain workers who 
are naturally physically 
quick do not want to work 
quickly. They can do the job 
and do it as quickly as any- 
one, but on account of some 
peculiar mental slant, idea or 
education, they have decided 
not to work to their full 
capacity or, if they work up 
to full speed for a while, later 
on they let down and loaf on 
the job part of the time. 
Keeping accurate records on 
production would of course 
show up this class of em- 
ployees and, to carry out Mr. Ford’s plan to its logical 
conclusion, they will be led to a mental change or be 
dropped. 





The idea 








—The Editor. 





7 % % 


If Mr. Ford attains his ideal in production, at the 
end of a few years he will have a selected force of em- 
ployees that, from the production standpoint, will be 
of the very highest grade, both physically and mentally, 
to do the work he requires. These super-workers will 
have no difficulty in doing the six days’ work in five 
days. Therefore we conclude that in developing his 
production problem of the five-day week, Henry Ford 
is working on sound manufacturing principles. 


% % % 


These meditations naturally lead us to compare Henry 
Ford’s ideas with our own experience in business. What 
has our experience been? We have worked with people 
for many years. We have more or less studied them. 
What are our conclusions boiled down? These conclu- 
sions may be somewhat philosophical but we think that, 
if analyzed, they will also prove to be very practical. 


* % * 


What theory best fits the working of the Universe in 
its spiritual and mental, as well as its physical, mani- 
festations? It seems to me it is the theory that this 
entire Universe is run on fixed and immutable laws 
that are never changed. We do not think that such a 
belief is inconsistent with religion. It seems to us that 
study of this point of view sustains religious thought. 
Religion itself is subject to its laws and these laws, in 
connection with physical laws, are a part of the Univer- 
sal scheme of things. 
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Now, let me illustrate what I mean by calling atten- 
tion to the fact that the steeples of churches are fre- 
quently struck by lightning. These churches are often 
destroyed by fire. Some of the church members may 
suggest that God did not look favorably upon the mem- 
bership of that particular congregation; therefore, he 
sent this disaster upon them! We have just read in 
the daily papers, for instance, where an ancient Basi- 
lica in Canada, a shrine where many holy relics were 
kept, was first burned by fire several years ago and re- 
cently was again visited by another destructive fire 
and most of these holy relics destroyed. Was God angry 
with the congregation of this Basilica? Did God wish 
to destroy these holy relics? According to our phil- 
osophy, the destruction of this Basilica was simply a 
physical matter. Certain natural laws of lightning— 
of electricity—resulting in fire, were started into action 
and the logical result was the destruction of the church. 
God Himself, as he looked on, might have been rather 
sorry that the electricians were so careless when they 


wired the church! 
* * ¥* 


What has all this got to do with this article about 
the five-day week? Nothing, except that to figure out 
such things as the five-day week takes a logical mind 
working along the lines of natural human experience. 
Henry Ford seems to have that kind of mind. Any 
other mind that was clogged up by tradition, by his- 
tory, by certain forms of religion and by certain kinds 
of philosophy, could not and would not see that the 
super-workman working under the right conditions can 
and will enjoy doing six days’ work in five days. We 
should all be thankful that Henry Ford does not know 
much about books and that he once said “history is 
bunk.” All of us who have wasted our time studying 
books and history do know that Henry is, in a large 
measure, right because a lot of history has been so 
trimmed and fixed up for future generations that it is 
bunk. All one has to do is to read the modern and 
accurate accounts of the original Thirteen Colonies— 
how the people actually acted, how they actually 
fought, how they actually lived—and then compare 
these accounts with the books we studied in our school 
days and the orations to which we listened on the 
Fourth of July. He will soon realize that a good deal 
of history is bunk. 


~ 


* * * 


These meditations carry my mind to all the time 
that is being wasted in all lines of business all over 
the United States—retailers opening up their shops at 
daylight and keeping them open for 10 or 12 hours 
every day; merchants wasting time gossiping and 
telling stories to traveling salesmen; the leading. men 
in jobbing houses wasting time entertaining visiting 
customers. 

* * * 

It all boils down to a question of just what we wish 
to do with our time. Many retail stores are actually 
social clubs. Men gather in these stores, not to buy 
or sell, but to exchange airy persiflage. Now, if all the 
A. P. could be cut out, the average retail hardware man 
could do all of his work in eight hours per day, five 
days in the week. However, does the average retailer 
wish to cut out the A. P.?? I very much doubt it. 
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All of us loaf on our jobs because we enjoy the loafing! 
There is hardly a man in business who could not cut 
down his work five hours per week and do just as good 
work, if he would eliminate wasted time. 

* * ¥* 


But just what is wasted time? Some of the best 
friends, and some of the best customers, I have ever had 
have been made when I was not attending strictly to 
business but when I was wasting time with them! 
Many and many a night I worked in the jobbing busi- 
ness because I had “wasted” almost all my time during 
the day talking to customers. I enjoyed meeting these 
customers. I enjoyed their friendship. It was not hard 
work to chat with them, but it was rather wearing to 
work at night taking care of my correspondence in 
order to make up for the time I had “wasted” during 
the day. 


* * * 


I have often wondered about the family life of some 
business men I have known. Some of these men no doubt 
were like a time-keeper we once had in our business. 
He would get down at 6:30 in the morning and stay 
until 9:30 at night. His name was “Fred.” One day 
I asked him why he put in such long hours. “Well”— 
answered Fred—“I am happier here than anywhere 
else.” I later learned that Fred’s domestic arrange- 
ments were not of the most harmonious character! 


* * * 


This, and many other similar cases that I have 
known lead me to conclude that there are a good many 
“workers” who prefer long hours somewhere else than 
at home! Now, if all of industry goes on a basis of 
eight hours per day and only five days per week, it is 
going to be pretty hard on this class of workers! 

* * * 


There is no question whatever but that the burden of 
looking after and educating the children has fallen 
mainly upon the mothers of this land. Where we happen 
to have good mothers, the children have been properly 
trained and educated. Where, however, there have 
been bad mothers, almost invariably the result has 
shown in the record of the children. In the long hours 
of the men of this country away from home, they have 
unloaded their responsibility toward their children 
upon their wives. If we could have a five-day week and 
if the men of the land could be waked up to their 
responsibility to their children, there is no doubt that 
the advantage of the five-day week would be far-reach- 
ing in the better care of the children in the next gen- 


eration. 
* ¥* ¥& 


Mr. Ford’s system means that he proposes to unload 
all the physical inefficients and all the half-baked 
mentally upon others. What would happen if all of our 
industries and businesses actually did eliminate the 
unfit? This principle at first glance seems to be hard, 
but, as a matter of fact, it is not. Nothing is more 
expensive to a business nor is more distressing to the 
employee than for a worker to be given a task beyond 
his ability to perform. A selection of super-workmen 
that would result from the general adoption of a five- 





(Continued on page 84) 
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Some ‘Trade Opinion! 


Would Like More on the Subject 


VERY thing that is written in the article “Red 

Ink or Black” appears to be true if one can judge 
from remarks heard from. jobbers and dealers in the 
Hardware business and from manufacturers of certain 
items that are essentially hardware. 


Unquestionably, there is what appears to be a sense- 
less price war on in some lines of hardware, caused by 
over-eagerness to obtain business in volume without 
thought to the percentage of profit that there must be 
if business is to be conducted on a sound basis. 

It may be that there are too many manufacturers; 
too many jobbers and retailers, especially of the small, 
price-cutting type. Perhaps this ruinous method of 
doing business at no profit is a product of forced sales 
due to overproduction. 

I am glad to see a move in the direction of waking 
up the hardware trade in general to the necessity for 
cooperation toward making a legitimate profit possible 
on all sales. Figured on the basis of the cost to the 
consumer, all hardware items return an enormous 
amount of value in service. Good tools, for instance, 
have an earning capacity when used by skilled work- 
men that dwarfs their purchase price so as to make 
it seem ridiculously low. 

I would like to see a whole series of articles on the 
subject of vanishing profits and I sincerely hope that 
the small, low-overhead, family-run hardware _ store 
merchant will find time to read them and to learn that 
there is no valid reason why he should hand over to the 
consumer the saving in the cost of operation which is 
part of the profit that the industry is entitled to. 

(Signed) F. B. HINCHMAN, 
John Russell Cutlery Co. 
and Junior Chief, Hardware Boosters. 





Requires Cooperation of Industry 


ROM a theoretical standpoint, the editorial “‘Red 
| ee or Black,” sounds reasonable, but certainly 
from the standpoint of present day business it would 
not work out in actual practice. In order to carry out 
the thought you have presented, it would require the 
full cooperation of the entire hardware industry, from 
manufacturer to jobber and retailer. Under present 
conditions the retailer is being forced to sell many of 
the products which you term are “essentially hardware” 
at practically no profit, in order to compete with the 
manufacturer and jobber. 

As an illustration, I have before me this morning, a 
complaint from a hardware merchant reporting that a 
stove manufacturer has been selling some of his prod- 
uct in the dealer’s territory, at wholesale prices. Cer- 
tainly as long as such practices as this exist, the re- 


tailer is entirely helpless in his effort to try to secure 
a fair and legitmate profit on the same or similar lines 
to that sold direct by the manufacturers and jobbers. 
There is no doubt that the ideas and suggestions that 
you have advanced in your editorial will cause the hard- 
ware industry, as a whole, to think more seriously along 
these lines, and will bear fruit in time. 
(Signed) G. F. SHEELY, 
Secretary-Treasurer, 
Indiana Retail Hardware Association. 





Suggested Resale Too Low 


FTER reading Llew Soule’s interesting article, 

“Red Ink or Black,” the question arises “What 

are the hardware dealers own lines?” I would consider 

saws, planes, hammers, guns, machinists’ tools, etc., 

among them, yet many of the manufacturers of such 

items have suggested resale prices which bear a very 
slight advance over our cost of doing business. 

This profit, plus the smaller profits on competitive 
items handled by non-hardware stores, will average up 
on the red ink side of the ledger. 

For example, jobbers are asking from $15 to $18 per 
dozen on galvanized window refrigerators. Right now 
in the height of the season for this item, a nearby store 
advertises galvanized window refrigerators at $1.59 


each. 
FRANK WOLFE, 


Bonifield-Wolfe & Son Co., 
Director, Ohio Hardware Association. 


(Signed) 





H. E. Hulburd Wires Approval 


OST thoroughly approve editorial ‘‘Red Ink or 
Black.” Should have sobering effect on those re- 
sponsible for conditions. Good work. 
A telegram from H. E. HULBURD, Sales Manager, 
The Geo. Worthington Co., 
Cleveland, Ohio. 





Arguments Basically Sound 


AM firmly convinced that the arguments advanced 

in the editorial of Nov. 11—(Red Ink or Black)— 
are basicly sound, in fact I believe that volume without 
profit can lead only to failure. Any merchant with an 
atom of gray matter must visualize that his future de- 
pends upon selling hardware at a profit. The buying 
public of today are not sold entirely on price. They 
depend upon the judgment of the hardware merchant to 
supply their needs in the hardware line. 

The merchant acts as the consumer’s purchasing 
agent. The consumer depends upon the merchant to 
supply standard merchandise at a price that leaves a 
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fair and reasonable profit to the merchant. The consumer 
has been educated to the fact that the merchant who 
offers merchandise without profit is a liability to a com- 
munity, and one who must eventually fail to serve at all. 

Reasonable stock on hand backed by personality, the 
proper kind of service, and efficiency will hold trade. 
regardless of cut rate establishments who depend en- 
tirely upon price. 

The HARDWARE AGE is bringing to light a mighty 
potent factor bearing on the future of the Hardware 
Industry, and continued comment upon this most im- 
portant subject—Profits—will undoubtedly cause all of 
us to think. After all, isn’t that the goal that you seek? 

(Signed) ALFRED ROSENBERG, President, 
Connecticut Hardware Association, 
Rockville, Conn. 





Something to Think About 


CONSIDER your editorial, “Red Ink or Black,” one 
of the most important contributions to hardware 
literature of recent years. You have indeed given the 
trade something to “‘think” about. 
(Signed) Wm. LUDLUM, 
Mount Vernon, N. Y. 





Retailers Must Change Ways 


HAVE read Llew Soule’s editorial “Red Ink or 

Black,” but I do not agree that it is right and correct 

in every detail, but I do agree that it is the kind of 

gospel to preach, and I will go a little further than that. 

If the retail hardware men of this country don’t 

change their way of doing business a lot of them are 
going out. 

The last two paragraphs of that editorial about cov- 
ers the proposition as I see it. It is perfectly foolish for 
us to hand out our goods over the counter without a 
profit; but I know good and well that the great majority 
of the hardware men of this country have been selling 
goods at no profit; but as for my business I don’t plead 
guilty to that charge; but I do say that my margin of 
profit is entirely too small, and I don’t think that selling 
without profit is confined to the hardware men alone. I 
think it extends out over every line of retail merchan- 
dising; but one thing certain, the editorial is justified. 

There are a lot of standard goods which the mail 
order houses and chain stores do not handle that we 
could get a profit on if we had the nerve to do it, but 
I want to add this one thought, and that is that the 
hardware merchants of my town might get together and 
agree upon a fair profit for our merchandise if it was 
not for the Federal Laws which prevent us from talking 
about prices one to the other, and I think it is the most 
damnable law that was ever put on the Statute Books. 

(Signed) HAMP WILLIAMS, 
Hot Springs, Ark. 


Read and Heed, Says Jobber 


CERTAINLY think that the article—‘‘Red Ink or 
Black”—read by every branch of the industry, if 
carried out, will help make more profits for every one. 
Retail dealers especially, instead of cutting prices to 
sell goods, if they will spend what money they are los- 
ing to properly display their merchandise, would not 
only make more profit in the end, but would sell more 
goods besides. 
(Signed) H. E. MASBACK, vice-president, 

Masback Hardware Co., New York 





Good Common Sense 


HE editorial, “Red Ink or Black,” is good, sound, 
common sense advice that every one connected with 
the Hardware trade should heed. 

It is an acknowledged fact that the majority of re- 
tailers are doing business for the pleasure of doing 
business and after the year’s stock taking is finished 
their profits are nil. I think the same thing applies to 
a great many of the jobbers. 

We would like to see conditions bettered, and an 
editorial of this sort may get some of the dealers to 
thinking seriously of how foolish they are in cutting 
prices and doing business without sufficient profit to 
enable themselves and their employees to live in a proper 
way. 

(Signed) C. H. TILSON, 
Thos. Hindley & Sons, Inc., 
and Secretary, Manhattan and Bronx Association, 
New York 





Based on Soundest Promises 


LEW SOULE’S editorial, “Red Ink or Black?”, in 
| your issue of Nov. 11 is based on the sound- 
est of promises and is most timely insomuch as 1926 
has not been a profit-making year in the hardware in- 
dustry, despite a relatively normal turnover. 

Hardware distribution has been likened to a stool 
with three legs, manufacturer, jobber and dealer re- 
spectively, but it is a chair of four legs, since the mill 
supply house enters into the picture and shares with 
the others in making the chair creak from high ex- 
penses and low profits as each leg shares in culpability. 

To my mind the greatest malady that has assailed our 
industry this year is the fetish of volume. All branches 
of trade have reached out to secure the extra 10 per cent 
or 20 per cent volume which they argue will cut over- 
head. The result has not been cut overhead but cut 
prices on the portion of extra business that is sougat, 
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followed by cut prices on other items by competitors 
seeking their expanded volume. The total net result is 
the unfortunate situation depicted in your editorial. 
But to correct the evils, will it not be necessary to 
make over covetous, self-seeking human nature? Or are 
these manifestations merely evidence of rare _ intel- 
ligence, hustling enterprise and far-sighted vision 
rather than avaricious selfishness? Who can tell? What- 
ever the decision, no harm can come from frank dis- 
cussion of the evil that we must admit besets our busi- 
ness, so let us hope that careful consideration wil! re- 
sult and that each leg of our mutual chair will do its 
bit for better profits and the resultant support of our 
combined hardware body. 
(Signed) T. E. HOFFMAN, vice-president, 
John H. Graham & Co., 
New York City. 





Listens Good to Bob Murray 


66 ED Ink or Black” listens good to me. It will 
make us all think. Do not see just how the mat- 
ter can be handled, but in any event it will start some- 
thing. 
(Signed) Bosp Murray, Honesdale, Pa. 


President, Pasha. 





Exceedingly Important Subject 


OU have selected an exceedingly important sub- 
*YV ject and attacked it in an aggressive manner. 

So long as we have excessive competition between 
wholesalers, resulting in expensive and wasteful duplica- 
tion of effort, just so long will profits be unsatisfactory. 

There is a vast difference between being busy and 
making money. 

It is my belief that the present condition will con- 
tinue until a sufficient number of houses wipe out their 
surplus or mend their ways. 

(Signed) W. H. DONLEvy, 
Carter, Donlevy & Co., Phila., Pa. 
President, National Hardware Association. 





Resale Price Law Needed 


N reading over the editorial, ““Red Ink or Black,” I 
| believe that Llew S. Soule has touched on a truth 
that has been apparent for a long time with hardware 
dealers, especially with the smaller dealers. It is true 
that a great number of smaller dealers have been cut- 
ting their profits on staples, even though their buying 
power is not as great as larger competitors; believing 
that by increasing their sales they would make money. 
It is also true that larger stores have received better 
prices and, instead of using them as a basis of addi- 
tional profit have cut the regular prices and lost the 
profit that comes from being able to buy at a chosen 
margin. 

The thought of the editorial is one that will, no doubt, 
stir up a great deal of comment, but it is a question 
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in my mind whether it will bring dealers to realize that 
there should be a living profit in all branches of hard- 
ware and the so-called staples which have been used 
more or less as bait and have had no decent profit, can 
be brought to a point where there can be some sort of 

‘tandardization of prices between dealers, providing of 
course that such a plan would also protect the con- 
sumer. 

I believe that the answer for this editorial lies in 
back of the resale price legislation sponsored by the 
Capper-Kelly Bill which was introduced in the last ses- 
sion of congress, and died in committee. 


A Living Profit on Hardware 


I think that all dealers are willing to take a living 
profit on hardware and I also believe that manufacturers 
would be pleased to have their dealers make a profit on 
their merchandise. There will always be enough price 
cutting and questionable dealers who fail to get busi- 
ness on the merits of their establishments and resort to 
cut prices, which usually tend to help eliminate either 
the dealer or the article. 

This subject is one which is broad enough to write 
a good deal more of than can be put in this letter, but 
the spirit behind it is a good one and I sincerely hope 
that it is one that will not be side-tracked. 

(Signed) AL. BIRKENMEIER, 
Birkenmeier & Kuhn Co., Newark, N. J. 
President, North Jersey Hardware and Supply 
Association. 





Analytical Comment 


AVE read Llew Soule’s editorial, ‘‘Red Ink or 
Black” :— 

He has stated the conditions quite correctly as they 
are and it would seem to us that it is more or less of 
a natural and unavoidable development following post 
war inflation and expansion in all retail business. 

There is an excess of retail stores in all lines over 
the demands for them. Unrestrained competition is rife 
all the way down the line, and it undermines the meth- 
ods and ethics of manufacturer, jobber and retailer 
alike. 

The manufacturer scrambles for bulk business and is 
inclined to sell to anyone without picking his trade so 
that he may beat his competitor to it. Another abuse 
is the practice of some manufacturers who advertise 
their products and allow a small discount, say 25 per 
cent. Their defense is that nationally advertised goods 
sell themselves, but in these days when the cost of mer- 
chandising approximates 25 per cent, such lines as 
these should have no place in stock. 


Anywhere and Everywhere 


The jobber likewise is anxious to do business any- 
where and everywhere. They will extend undue credit 
to anyone desirous of entering the hardware field and 
will deliver retail quantities of merchandise several 
times a month or even a week, enabling them to operate 
their stores on a jobber’s capital. Of course, such deal- 
ers, lacking competent stocks and possibly of a fly-by- 
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night character, do not raise business standards or 
ethics. 

Bringing this down to the retailer, he as a rule lacks 
the backbone necessary to resist not only cut-price, but 
every illusion and rumor of cut-price, and instead of 
sticking to a profitable basis, falls with the rest. 

There is a growing tendency among manufacturers of 
really high class, standard goods to insist that their 
products are not made the shuttle-cock of these condi- 
tions. That is one corrective influence. Another is, that 
the hardware merchant who is representative, and oper- 
ates an up-to-date store with competent help giving con- 
scientious service, should appreciate the fact that. he is 
giving his customers something which they demand in 
service, and something which they are, in these lux- 
urious days, entirely willing to pay for, and he should 
have the courage to figure his mark-up in such a way 
that he receives the profit necessary to make his busi- 
ness satisfactory and a community asset, and much of 
the class of business which does not pay would be better 
not done as far as the representative hardware man is 
concerned. 

Question of Mark-Up 


We doubt if anything can be done toward coordina- 
tion along distributing lines, namely—manufacturer, 
jobber and retailer. The influences to be controlled are 
too various, but the dealer who can control his own 
conditions should have the conviction that he is en- 
titled to a profit and stand on that. 

A majority of items in the regular hardware line will 
pay a satisfactory profit if the question of mark-up is 
judiciously handled. Of course, some strictly competi- 
tive lines will not. On the other hand, some bulk busi- 
ness is needed which alone will not carry itself. We 
think the retailer is the man to move first. Since the 
time of Adam everyone’s defense has been that he was 
tempted, and we are too liable to let it go at that. 

Nineteen twenty-seven will be a banner year for hard- 
ware profits if the three branches of trade, manufac- 
turers, jobbers and dealers, will get together in their 
own spheres of activity, clean house and not try to pass 
the question on to the other links in the chain of dis- 
tribution. 

(Signed) Epwarp K. DENECKE, 
Sales Manager. 
James & Hawkins, Inc., Jamaica, N. Y. 





Charts Course for Merchants 


LEW SOULE’S editorial on the recent years of 
[; profitless prosperity, and the necessity of getting 
things readjusted before the new year starts, is the 
best thing I have seen yet. 

Mr. Soule has certainly charted a course for the hard- 
ware merchant in his suggestions as to the handling of 
the staple items which are essentially hardware. I 
think it would be a fine thing if every dealer would 
read twice that section of the editorial, and then take 
a few minutes to consider its possibilities in connec- 
tion with his store. 

A trade journal cannot possibly render a greater ser- 
vice than to attack this general subject, particularly at 
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this time when the dealer may check up on the last 
two or three years. 
(Signed) GEORGE V. SHERIDAN, 
Executive Director, Ohio State Council of Retail 
Merchants. 





Certainly Is Timely 


THINK this is a very fine editorial and certainly is 
B timery It should do a lot of good among the job- 
bing trade to say nothing of the manufacturers or deal- 
ers. It is the truth one hundred per cent. 
I congratulate you on getting out such a fine article 
at this time. 
(Signed) R. W. STANDART, JR., 
Vice-President and Treasurer, 
Standart Bros. Hdwe. Corp., 
Detroit, Mich. 





Much to the Point 


THINK the editorial “Red Ink or Black” is very well 
I cone, much to the point, and very timely, and I feel 
sure that it will do a great deal of good. 
(Signed) JOHN T. MARTINDALE, 
President, Van Camp Hardware & Iron Co., 
Indianapolis, Ind. 





Wants 1200 Reprints 


66 ED Ink or Black” is a corking fine editorial, 
R timely, to the point, and full of meat. It clearly 
outlines some very important things necessary for the 
success of the hardware dealers. I hope every dealer in 
the United States will have an opportunity to read it. 
If it is not asking too much, I would like to have 1200 
reprints to mail to my members. 
(Signed) WALTER HARLAN, 
Secretary-Treasurer, Southeastern Retail Hdw. & 
Impl’t Ass’n. 





Contains Great Truth 


HE editorial “Red Ink or Black” contains a great 
truth as to the hardware business at the present 
time. It should be read and then reread by all hard- 
ware merchants that they may fully understand the full 
meaning of the article. 
It calls for hardware merchants to become “Friends 
instead of competitors.” 
The article itself is fine. 
(Signed) GEORGE G. ALLEN, 
Buffalo, N. Y. 


President, New York State Retail Hardware 
Association. 





(Continued on page 86) 
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Gas Pump Boosts Accessories ‘Trade 


Intended Primarily for Regular Customer's Convenience, 
Portage, Ohio, Dealer Finds It a Good Means of 


Bringing Customers into His Store 


VEN Fords need gasoline and an occasional 
H; change of oil, so we stopped in Portage, Ohio to 
attend to both needs. There were several gas 
pumps on the highway but when we spotted the sign 
“Sayler Hardware” peeping from behind a large gas 
pump, all competition for our trade was eliminated. 
When the young lad who cared for our needs had 
completed his task, we inquired for Mr. Sayler. “He'll 
be back shortly,” he told us; “my brother John is in the 
back, he can take care of you.” So we went back 
through this interesting country store with its wide 
variety of hardware and specialties. John was thread- 
ing some pipe for a farmer who intended extending a 
water line. Both men offered a friendly Buckeye 
greeting, and a little later in came W. H. Sayler the 
proprietor, another friendly type of man, who has 
served Portage’s 700 people for thirty years acting 
truly in the capacity of a community purchasing 
agent. 
Carries a Variety of Items 


“We carry a little bit of everything,” he said. “In 
the country a merchant must have tires, tubes, some 
implement parts, be ready to cut and thread pipe, 
handle some emergency repairs and be the town’s 
general handy man and utility supply source. 

“Our gas tank holds 500 gallons and is refilled every 
ten days. We sell about 50 barrels of oil to the 
farmers every year and do a nice retail trade in oil. 
We sell about 200 Ford tires and tubes each year and 
have an occasional sale in the larger sizes. Pumps, 
lanterns, housefurnishings, a few staple auto acces- 
sories, shelf hardware, odd size bolts, nuts, screws and 


pump parts are as active as our general line of hardware. 

“All goods are sold as merchandise. If service of 
any kind is required we make an extra charge. John 
is threading pipe for a farmer. We will charge him 
extra for this service. We have the only hardware 
store in town. Every few years we have a competi- 
tor for a short time. They all follow the same practice, 
cut prices, give free service, then comes financial fail- 
ure, the sheriff closes out the stock and we keep on 
going, making a fair profit and rendering the best 
service we can. 

A Drawing Card 


“The gas pump is intended primarily as a con- 
venience for our regular customers. It is of course 
a good means of bringing them to our store front regu- 
larly. When time permits we are able to talk with 
farmers about their painting needs, their needs in 
tools, repair parts or anything else suitable. We 
know all our customers, and they know us. We 
know their homes, farms and general requirements. 
While we do some transient business in gas, oil, auto 
accessories and other lines almost all of our trade 
is local.” 

When we asked Mr. Sayler about mail order house 
competition, credit business, peddling and other com- 
mon types of trade evils, he smiled and answered: “In 
thirty years, you come to realize that there are various 
basic problems all of which may worry you at first. 
After a time, you give all the energy and thought 
available to the furthering of your own business and 
find it pays you well, then you stop thinking so much 
about troubles and outside competition.” 
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Hundreds of fans get all the 
thrills of the world’s series 
game which is being played 
1000 miles away and cheer in 
unison with the crowds in 
New York when Ruth or Bell 
get a hit or “Aleck” fans 
another 
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“Herb” Farr runs his electric score board in his litthe “work- 
shop” undisturbed except by an occasional loud cheer from 


the crowd of fans who pack the street outside 
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Herb” Farr Brings the World’s 


Series to Joliet 


up the general interest in outdoor sports equal to 
radio. And at the same time outdoor sports are 
opening up a new field in radio entertainment. 

It was with this thought of tying radio sets up with 
the “great American game” in the minds of the fans 
that “Herb” Farr, advertising manager of the Barrett 
Hardware Company, Joliet, Ill., hit upon the idea of 
transporting the recent World’s Series from New York 
and St. Louis to the front of the store. With the aid 
of some of the other employees, Farr constructed an 
electric score board, set up a radio receiving outfit and 
reproduced each game of the series play by play. 


“Playing Field’ of Painted Boards 


The “playing field,” visible to the 500 or 600 baseball 
enthusiasts who gathered in the street in front of the 
store each day, was made of painted boards and meas- 
ured about 7 feet high and 10 feet long. In the center 
was the “diamond,” each base and the pitcher’s box 
marked by a flame-colored bulb (any other color would 
not show up properly in daylight). Light bulbs also 
marked the strikes, balls and outs, while at either end 
of the board were the batting orders of the two teams, 
each name marked by lights. These batting orders as 


[uv tne is no other single factor which will keep 


well as the score by innings could be reached from the 
open window back of the board and necessary changes 
made by hand. 

The mechanical end of the board consisted of a large 
sheet of wallboard on which were mounted 33 single- 
throw switches, each one corresponding in position 
with a light bulb on the outside board and connected 
directly with it by a length of No. 14 covered wire. 
Another wire brought current to the board from an 
ordinary light socket. The total cost of the material 
used, all of which was taken from stock, was only 
about $20. 


Game Concisely Executed 


In order to “get” the game a radio set was con- 
nected up with a small loud speaker beside the switch- 
board and additional horns were placed in the open win- 
dows at either end of the building. Then as the game 
progressed Mr. Farr executed the plays on the electric 
board while the crowd outside heard the announcer at 
the ball park and watched the moves on the seoreboard. 
The whole thing stimulated so much interest in radio 
and proved such a good advertisement for the store 
that Mr. Farr is building another board on which to 
reproduce football games during the coming season. 
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A Hardware Manufacturer in 


Soviet Russia 


When William E. Cross, Secretary-Treasurer of Clemson Brothers, Inc., Middletown, 
N. Y., Returned Recently from a Tour of Europe He Brought with Him a Story of 
Experiences That Do Not Befall the Ordinary Traveler—He Spent Ten Days in 
Soviet “Russia—This Article, Dealing with the Trip from Germany to the 
Bolshevik Capital, Is the First of a Series to Appear in “Hardware Age” 


HEN the Berlin-Riga Express 
Wie the German frontier at 
Eydkuhnen and steamed over to 
the Lithuanian station at Wirballen, 
it was like going from Europe to Asia 
in fifteen minutes. Gone were the neat 
German towns, and about the train at 
the station were unkempt, bearded 
crowds. The Lithuanian officials 
clambered aboard to inspect our bag- 
gage, and I went into the station 
restaurant to eat. It was an interna- 
tional crowd that sat down at my 
table—a German, a Jap, a black- 
shirted Italian Fascist, and myself. 
On the train, going into Riga, were 
two English people and three other 
Americans, one of whom strangely 
enough, knew Middletown. 


“Lats”? Not “‘Lits”’ 


At the Riga station I got aboard 
a “droshky,” or cab, and, as best I 
could, told the driver to drive to the 
St. Petersburg Hotel. The porter 
there did not know what I was talking 
about. I had plenty of “lits,” which 
are Lithuanian money, but no “lats” 
which are currency units of the Re- 
public of Latvia, of which Riga is the 
capital. 

I stood in the hotel, with the 
droshky driver, or, “Izvostchik,” ges- 


ticulating outside for his pay, and 
shouted out: 
“Does anybody here speak Eng- 


lish?” 

A nicely dressed young woman was 
just coming down the stairs. 

“Why,” she said, “I do.” 

She was a Mrs. Anderson, wife of 
an American Y. M. C. A. man who 
was giving physical instruction to 
boys in Russia, and she had just left 
Moscow and was now on her way to 
Western Europe and America. Mr. 
Anderson had been teaching the youth 
of the land of the Bolsheviks how to 
play baseball and football, and was 
still in Russia. 

Mrs. Anderson soon straightened 
out the situation with the “izvost- 
chik,” and I went about to look over 
Riga, once a great port of the Russian 
empire, but now looking forlurn, its 
parks void of flowers, its once great 
statues now only bases from which the 
bronzes had been removed, either by 
the Germans during their occupation 
of the town, or by the Russians them- 


Based Upon Mr. Cross’s Experience 





William E. Cross 


selves, to prevent, the metal of which 
they were made from falling into the 
hands of the German shell makers. 
Everywhere about the town I noticed 
once beautiful buildings that now were 
dingy and covered with roofs of tar 
paper. Once these roofs were of cop- 
per, but the metal, there too, had been 
removed as a war measure. 


Cheap Millionaire 


In Latvia, a man with a few thou- 
sand dollars is a Latvian millionaire. 

While in Riga I was entertained by 
several Russian gentlemen to whom I 
had letters of introduction. They 
were men of fine families, who had 
fled from Russia to the comparative 
safety of Latvia, when the Bolsheviks 
took power. The stories they told me 
of their former prosperity prepared 
me, in some measure, for what I was 
to see myself within the land of the 
Soviets. 

It was midnight when my train left 
for Moscow. The car for which my 
ticket called was a fairly comfortable 
sleeper, once a “wagon lit” of the 
famous Internationale system con- 
trolled from Brussels, but now taken 
over by the Russian Soviet Govern- 
ment. I was lucky, for the usual sort 


of travel in Russia is either the “hard” 
or “soft,” the former merely having 
hard benches on which to sit or sleep, 
the latter being slightly upholstered. 

In the gloom of the car, as the train 
pulled out for the Russian border, | 
looked up and down the corridor. | 
was fearing, and expecting, a lonely 
trip into a land of whose language | 
was completely ignorant. 


A Welcome Sound 


Then I heard voices speaking Eng- 
lish. In one compartment were two 
gentlemen. They looked as if they 
were Americans. 

I learned they were Professor Har- 
per and Professor Charles Edward 
Merriam, of the University of Chi- 
cago, also Russia bound. Professor 
Harper speaks Russian perfectly. In 
fact, he holds the chair of Russian 
languages and history at the univer- 
sity, and he has been a frequent vis- 
itor to Russia. 

They proved charming companions. 

In the morning, I awoke to find the 
train, still in Latvia, moving through 
a territory of small ploughed fields, 
woodland and occasional villages. 


Caviar for Breakfast 
It was breakfast time, but there 
was no dining car on the train. We 


would get off, at the stations, and 
Professor Harper would buy delicious 


caviar, hunks of bread, boiled eggs 
and bottled drinks. They made a jolly 
breakfast. 


Toward noon we were nearing the 
Russian frontier station, and I pre- 
pared for the worst. I had been told 
that the Bolshevik law prohibited the 
importation of any new clothing into 
Russia. One was allowed to bring in 
only so many shirts, so many collars, 
so many pairs of socks. My bags were 
full of clothing, much of it new. 


The Red Frontier 


and slowed 


The 
down. 

“We’re coming into Sebesch, the 
Bolshevik frontier,” some one said. 

Latvian guards climbed down from 
the train. Other guards, with hats 
that bore red and blue stars, climbed 
on 


train whistled, 


They were Red Soldiers, of whom ! 
had heard so much; the first that ! 
had seen. 
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People probably get the blues be- 
cause they fail to look at things in the 
They should use rose col- 


Y right light. 
ored glasses. 








McAndrew: “Hooray! The wind 
has changed.” 
Convalescent Wife: “Well, mon, 


what of it?” 
McAndrew: “Ye ken the doctor 
said ye needed a change of air.” 





A mule and a Ford are said to have 
met on a highway. 

“And what might you be?” asked the 
mule. 

“An automobile,” 
Ford, “and you?” 

“I’m a horse,” replied the mule. 

And they both laughed. 


answered the 





“Isn’t this beastly weather we’re 
having?” 

“I don’t understand.” 

“Isn’t it raining cats and dogs?” 





“Rastus,” said the negro minister, 
“dis am de fust time I ever saw you 
in dis here church and ah’m mighty 
glad to have you all heah.” 

“Pahson,” replied Rastus, “ah just 
hadda come. Ah needs strength, ah 
does, cause ah gotta job whitewashing 
a chicken coop an’ building a fence 
round a watermelon patch.” 





There are five things in life which 
we ought to learn. Here they are: 

Learn to laugh. A good ‘laugh is 
better than medicine. When you smile 
or laugh, your brain for a moment is 
freed from the load that it ordinarily 
carries. 

Learn to tell a helpful story. A 
well-told story is as welcome as a sun- 
beam in a sick room. 

Learn to keep your troubles to your- 
self. The world is too busy to linger 
over your ills and sorrows. 

Learn to stop croaking. If you can- 
hot see any good in this world, keep 
the bad to yourself. 

Learn to greet your friends with a 
smile. They carry too many frowns in 
their hearts to be bothered with any 
of yours. 


Mary: “Do you ever allow a man 
to kiss you when you’re out motoring 
with him?” 

Margaret: “Never. If a man can 
drive safely while kissing me, he’s not 
giving the kiss the attention it de- 
serves.” 





“Hey, Mike,” said a workman to the 
other atop: “Don’t come down on that 
ladder on the North corner. I took 
it away.” 





Warden: “Who are you and what 
are you charged with?” 

Prisoner: “My name’s Spark. I’m 
an electrician and I’m charged with 
battery.” 

Warden: “Jailer, put this man in 
a dry cell at once.” 





Some faces have a very striking ap- 
pearance—clock faces, for instance. 





“My husband is a man who likes to 


make something of himself, you 
know.” 
“Well, my husband acts awfully 


foolish at times, too.” 





“T was out walking with that gir! 
from the ‘Follies’ when it started to 
rain.” 

“Was she frightened?” 

“Well, the color left her face, all 
right.” 


In old times people multiplied on the 
face of the earth. Now they use add- 
ing machines. 





Kinkelstein: 
time at Miami? 


“So you had it a good 
Did you and Saidie 
schwim effery day?” 


Isaacstein: ‘“Saidie did. I couldn’t 
go, they saw some sharks by the life- 
poys.” 

Kinkelstein: “Sharks! But wouldn’t 


it be dancherous for Saidie?”’ 
Isaacstein: “No, they said they was 
man-eating sharks.” 





Motorist: “I’m sorry I ran over 
your hen. Would a dollar make it 
right?” 

Farmer: “Wall, better make it two. 


I have a rooster that was mighty fond 
of that hen and the shock might kill 
him too.” —The Magnet. 





At the entrance to the zoological 
gardens a man approached a keeper. 

“Have you really got flying fish 
here?” 

“Tea” 

“T’ll have to see them. Which is the 
way to their cages?” 





Lovers may refuse to say good-bye 
forever and yet put in two or three 
hours at it. 


—_—_—————__——_————_ 


Chief of Police: “What! You mean 
to say this fellow choked a woman to 
death in a well-lighted cabaret in front 
of over a hundred and fifty people? 
Didn’t anybody interfere?” 

Cop: “No, cap, everybody thought 
they were dancing.” 





One farmer approached another and 
said tersely: “That horse I bought 
from you is blind! You never told 
me, Why?” 

“Well,” replied the other, “the man 
who sold it to me didn’t tell me, either, 
so I supposed he didn’t want it gen- 
erally known.” 





One is likely to make a fool of him- 
self acting smart. 
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E. Johannesen Again 
Heads the Baltimore 


Retail Association 


Other Officers Also Reelected at | 


November Meeting—C. J. 
Heale Talks on Success- 
ful Merchandising 
Ernest Johannesen was 
president of the Baltimore Retail Hard- 


ware Association at its Nov. 9 meet- 
ing held in the Virginia Dare Res- 


taurant, Baltimore, Md. Other officers | 
chosen to serve another year were | 
Carroll D. Rudolph, vice-president, and | 


C. J. Ritterhoff, secretary. G. Fred 
Schumann, a member of the executive 
committee, was selected as treasurer. 
The executive committee comprises 
these officers with J. Elmer Berl, R. P. 
Gilmore, Jacob Voelp, A. William Zim- 
merman and W. V. Gallagher, Jr. 


Work of Organization 


Following the supper George J. Clau- 
tice, managing director, Baltimore As- 
sociation of Commerce, gave a few 
highlights on the work of his organiza- 
tion in making Baltimore a better city 
for homes and business. He urged 
hardware men to cooperate in all 
movements for the betterment of the 
city. He spoke of the hardships faced 
by the independent grocer who must 
buck against the chain grocer, and said 
hardware merchants could avoid a sim- 
ilar problem by fitting into the eco- 
nomic requirements of their communi- 
ties more efficiently, and doing so now. 

Mr. Clautice was then excused due 
to illness at home. The business session 
came next. Secretary C. J. Ritterhoff 
read the minutes of the previous meet- 
ing and President Ernest Johannesen 
announced there would be no December 
meeting, but that on Jan. 25 the seventh 
annual banquet would be held at the 
Southern Hotel, at which time a prom- 
inent speaker would address the asso- 
ciation. The election of officers reported 
above finished the business for the 
evening. 


Talk by Charles Heale 


The chairman introduced the speaker, | 


Charles J. Heale, of HARDWARE AGE, as 
being the right hand bower of Llew S. 
Soule, editor HARDWARE AGE and ex- 
plained that Mr. Soule would have been 
present were it not for sickness which 
kept him at home. 

Mr. Heale gave a running outline of 
successful merchandising methods he 


observed on a recent 4000 mile trip in | 
the West and South, telling also of | 
meetings | 


local hardware association 
and activities in the same territory. 
He urged the Baltimore dealers to each 
take more active part in the work of 
the local organization, to back up the 


officers, to boost the hardware business | 


along and to follow the work of Mr. 
Clautice, in making Baltimore a better 
home and better business city. Citing 


reelected | 
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Ernest Johannesen 


_good and bad examples of retail selling 
| observed on his trip, the speaker an- 
alyzed each point and showed clearly 
‘the need for better merchandising in 
| many retail hardware stores. 


Use of Crepe Paper 


F. J. O’Donnell and C. A. O’Neal, 
‘local representatives of the Dennison 
|Mfg. Co., gave a very practical and 
novel demonstration on the use of crepe 
| paper in window displays. They showed 
the members how to make rosettes, 
_tubes, borders and many other useful 
and decorative pieces for display use. 
_'To most of the members, the simplicity 
of such work was a great surprise. 

R. P. Gilmore, read “Red Ink or 
| Black,” an editorial by Llew S. Soule 
'in the Nov. 11 issue of HARDWARE AGE. 
_President Johannesen said it was writ- 
| ten by “our editor.”” He asked all mem- 
‘bers to read the editorial carefully, 
| with a view of having an informal dis- 
| cussion at the next meeting. 
| There were 43 members present and 
about six guests. 


| 
| Masback to Distribute 
| F. & N. Lawn Mower Line 


| Masback Hardware Co., Inc., 80 War- 
'ren Street, New York City, has been 
appointed Metropolitan hardware dis- 
| tributor for the F. & N. lawn mowers, 
made by the F. & N. Lawn Mower Co., 
| Richmond, Ind. 





Evan F. Jones Acquires Control 
of Park Manufacturing Co. 


Evan F. Jones has’ become president 
|and sole owner of the business of the 


| Park Manufacturing Co., manufactur- | 


er of screw machine products and hard- 
ware specialties, Worcester, Mass. 

| Four years ago Mr. Jones retired 
_from the Morgan Spring Company, 
| Worcester, of which firm he had been 
| treasurer and general manager. 
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A. D. Graves Elected 
President of Pratt 
and Lambert, Inc. 





Board of Directors Announces 
Entire New Personnel—J. N. 
Welter Becomes Chair- 
man of Board 


At a meeting of the board of direc- 
tors of Pratt & Lambert, Inc., varnish, 
enamel and lacquer manufacturer, held 
at Buffalo, Nov. 4, the following new 
officers were elected: J. N. Welter, of 
Chicago, chairman of the board; A. D. 
Graves, Buffalo, president; H. E. Web- 
ster, Buffalo, senior vice-president; J. 
P. Gowing, Chicago, vice-president; 
W. P. Werheim, Buffalo, treasurer; 
R. W. Lindsay, Buffalo, assistant treas- 
urer. Both J. B. Bouck, Jr., New York, 
and F. W. Robinson, Buffalo, each 
elected vice-presidents in 1924 continue 
in that capacity. H. E. Webster and 
W. P. Werheim also continue as secre- 
tary and assistant secretary, respec- 
tively. 

Since the death of W. H. Andrews in 
1923, the office of chairman of the board 
had been vacant, and the recent tragic 
death of the company’s president, J. H. 
McNulty, caused another vacancy, thus 
making necessary at this time a re- 
alignment of officials. 


J. N. Welter’s History 


J. N. Welter, newly elected chairman 
of the board, for many years vice-pres- 
ident in charge of the western division, 
Chicago, is, through his rich experience 
and long service with the company, par- 
ticularly fitted for the position he now 
occupies. 

The election of A. D. Graves, as pres- 
ident, brings to this responsible posi- 
tion one whose close association with 
Mr. McNulty will enable him to carry 
forward the duties of his office in ac- 


‘cordance with established policies which 


he helped to formulate. His adminis- 
trative ability, augmented by a varied 
experience, dating from 1908, has been 
demonstrated in his rapid, well merited 
rise in this organization from salesman 
to manager of trade sales, general man- 
ager, treasurer, senior vice-president 
and now president. 


An Old Emplovee 


H. E. Webster, whose positions as 
secretary and purchasing agent have 
given him wide and valuable knowledge 








of every department of the business, 
was elected senior vice-president. Mr. 
Webster entered the employ of Pratt & 
Lambert, Inc., over eighteen years ago. 
In addition to previously holding the 














'positions of secretary and purchasing 


agent, he was made a director in 1929. 

J. P. Gowing, who has been actively 
associated with Pratt & Lambert, Inc. 
since 1892, was made vice-president. 
As manager of railway sales, he has 





(Continued on page 54) 
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Leo M. Nolan Becomes 
Southern Salesman for 
Cincinnati Tool Co. 
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| Program for 1927 Ohio 


Retail Association’s 
Meeting Discussed 





ices To Represent Firm’s Line of M 
N. Quality Tools Throughout any Vital Problems Discussed 
a a At Advance Meeting in Miami 
Bepenienend Olaed. Hotel, Dayton, Ohio, on 
“4 ware M an October 28 
held The Cincinnati Tool Company, man- aa —— a alee a — oe 
an afacturer of quality tools, Norwood, nual convention of the Ohio Hardware 
*, of Cincinnati, Ohio, announces the ap- Association, to be held in Columbus 
. D. pointment of Leo M. Nolan as South- Leo M from Feb. 15 to 18, was discussed by 
NV eb- ern salesman. Mr. Nolan, who will | co . Nolan the directors of the organization at a 
es cover the southern states, selling the | meeting at the Miami Hotel, Dayton, 
ent; firm’s line of “Hargrave Quality Ohio, on Oct. 28. Among the subjects 
rer: Tools,” will maintain headquarters at | wr . to be dealt with at th 
: i , rench manufacturer, 2 ay ee 
‘or ~ Age sma see of my company. Mass. Springfield, are “Present Business Problems, or 
e has ha orough training in Louis Batte Current Trends,” by G Sherid 
y has been appointed ay OF a Ses 
— ee et eto and road work | manager of the small-tool department | €X-manager of the Ohio Council of Re- 
mie eta : 0 - new position. for the Greenfield Tap & Die Corpora- tail Merchants; “My Store,” with the 
cre- Mr. Nolan s a ae ert in 1919, | tion to succeed Mr. Irvin. boss, the boys and the business be- 
. oS pent several years travel- ing considered; “Improved Hardware 
pec- ing and calling upon the hardware St ” ‘6 icity.” i 
trade. For the past two years he has ae “aN tng prone sa 
s in managed a large suburban hardware E. C. Townshend Buys OS ee ee 
ie store in Philadelphia oad f and prospects will be presented. Why 
agie pia. usiness of Vermont Retail Hardware Advertising Is So 
“HL Farm Machine Corp. a 6 ntl oe : Bae 
ane ; Merchant vertise ectively?” are 
on Statement Issued by the Reading Pi ig ag: gg Cor-| two questions for which answers will 
, Vt., was re- 
Hardware Corp. cently sold to E. C. Townshend of Mon- — ee orig ‘inne, 
The sale of the Reading Hardware | treal, P. Q. The purchase price was | |..;; ttending th ting in D 
ail Gescpecer te the Beadinn Mandeace Can. | 900840048 ond: covers. all. belidings, | OO tect, aimed 
nom poration, Oct. 1, 1926, does not mean machinery, stock and property of all swe tag go ee os 
rad any change in either controlling stock | Kinds. The purchaser intends to re- D: _ Henr F. Ho Tol do; Fr — 
an interest or in management. A ma- vive the business of the former cor- ag att 4 ie fied d _— 
site jority interest is still held by the same | poration and to add new lines. Mr.| 7 rover “ a a - " senhes 
swe stockholders that controlled the com- | Townshend assumes direction of this — Rehbur: Ceres ee d: c £ 
pany before the change. firm, which in the future will be known : an i 1 . . "ae i ee , B th 1: 
ie The purpose of the sale was the re- | 48 the Vermont Machine Corporation, HP MeGhe, Well t eal "A T o- 
Osi. tirement of the interest of the late | after 25 years with the Crane Co. of ' 1] ~ F R “Ci “ki D mn 
vith president, Lambert A. Rehr, whose ex- Montreal as vice-president and man- a ee Cc ; . acme, 
om ecutors were anxious to dispose of his | #8€?:- and James B. Carson, Dayton. 
oe holdings in order to settle up his estate. nee ee 
ich A number of small stockholders were ’ , 
ais. given the same opportunity to sell out Frank Hibbard Recovering } 
ried for cash, of which all of them took ad- Frank Hibbard, chairman of the Picker to Open Store 
een * igen salad gre oe pry e board of directors of Hibbard, Spen- Isaac Picker, who has been associated 
~~ the directors are nor ‘in the. all | cer, Bartlett & Co., Chicago, is re-| with his brother, H. Picker in the re- 
_ sene’s aifeles tm ene elfieial on esl ane ported to be recovering nicely from a/| tail hardware business in Chicago for 
- i. Wis alien enon mes. D recent serious abdominal operation. some years, will open a store of his 
Horst, president; John T. Lawlor, vice- own at 3620 West Roosevelt Road, 
president; William M. Moyer, secre- ‘ early in November. 
tary and treasurer; Arthur G. Lyons, October Sales of Mail Order 
as assistant secretary and assistant treas- Houses Show Decline _ 
ave urer. For the first time in many month ~e- 
ige Te e four ng with Charles S. | Sears, Roebuck & Co. and dimen Erecting New Store Building 
> car x - . ° 
- aieae ~ Tag pte Beg ai con- | Ward & Co. both report a decline in Charles N. Colt. for many years lo- 
g sales for October. Sears, Roebuck’s | cated in the hardware business at 7189 
) sales dropped off 11.6 per cent from | West Grand Avenue, Chicago, has pur- 
eo p October, 1925, while the Montgomery | chased the property next door to his 
a aul T. Irvin Resigns from Ward loss was 8.24 per cent. Officials present location and ia enacting “oun 
. . of both compani ttri 
25. Greenfield Tap & Die Corp. bn euaiine ; ee the decline it a modern two-story brick store build- - 
ely Paul T. Irvin, for a number of years Figures for the sales of the first ten ing. The store, which will occupy the 
1C., manager of the small tool department | months of this year as compared with | rst floor, will be 25 by 110 feet and a 
nt. : the Greenfield Tap & Die Corpora- | the same period last year, however, | full basement and the second floor will 
1as te Greenfield, Mass., has resigned, | show an increase of 6.3 per cent for | be used as storage rooms. It is ex- 
_ — Nov. 15, and will assume | Sears, Roebuck and 9.66 per cent for | pected that the new building will be 
arge of sales for Bemis & Call, | Montgomery Ward. ready for occupancy early in December. 











UMI 








46 HARDWARE AGE 


Nutmeggers Endorse “Red Ink or Black ?”’ 
Chief MacLeod Versatile Entertainer 








Connecticut Hardware Salesmen Unanimously Vote Approval for | 


Editorial in Last Week’s Hardware Age—Plans Made for 
Pre-Convention Party Next February—New 
York Retailer Guest 


HE Nutmeggers went on record as heartily endorsing Llew | 


Soule’s editorial ‘““Red Ink or Black” which appeared in HARD- 
WARE AGE in last week’s issue. A resolution to that effect was pro- 
posed by Nutmegger Ed. G. Swift, a director of the organization 
at the meeting, held Nov. 10, in Hotel Burritt, New Britain, Conn. 
President Leon Schwartz, Patterson-Sargent Co., declared the ap- 
proval unanimous following the vote of the thirty odd members 


present. 
G. Duncan MacLeod, Laird of Raassay, and a New York hard- 


ware merchant, was the guest, speaker and entertainer of the | 
evening. He was reckoned the most versatile entertainer the Nut- | 


meggers ever had at a meeting. Mac, who is chairman of the Man- | 


hattan and Bronx Association’s entertainment committee, started 
off with a very practical and stimulating talk on salesmanship. 


said he would conduct the Nutmegger 


He cited many observations and ex- | 
delegation to the Nov. 27 meeting of 


periences of his own, in contact with | 
good and bad salesmen. He urged the the New York Hardware Boosters, 
members to be politely persistent, to be | meeting all interested parties at 
fair in their competition, to first of all | Bridgeport, Conn. 
sell themselves and their houses, not It was announced that Charles J. 
to criticize or impugn the buyer’s intel- | Heale, HARDWARE AGE, chairman of the 
ligence or the character of a competitor | publicity committee, should have full 
and to help at all times improve the | charge in the production of the joint 
status of the hardware business. program of Connecticut Hardware As- 
From selling Mac naturally drifted | sociation’s February convention and 
into a talk on Scotch music, passed | the Nutmeggers pre-convention party 
some pleasantries on Nutmeggers with | for the dealers and themselves. Reser- 
Scotch names, rendered two or three | vations, copy and checks are to be 
songs of Sir Harry Lauder, recited | mailed to Mr. Heale. 
“Grannie’s Laddie,” “My Family,” and Mark Miller, Yale & Towne Mfg. 
with dramatic gestures and in soft | Co., was assigned the task of locating a 
music recited that old classic, “The | suitable banquet and entertainment hall 
Face on the Barroom Floor.” for the pre-convention party. He is 
Following Chief MacLeod’s varied | also to secure the professional talent. 
offering the business of the meeting Mr. MacLeod invited the Nutmeggers 
started with reading of minutes from | to participate in the Nov. 16 meeting 
the October meeting by Secretary-treas- | of the Manhattan and Bronx Associa- 
urer W. L. Bennett. Vice-President | tion, at which time Saunders Norvell 
Linford C. White, Standard Tool Co., | speaks. 








Opens New Retail Store He was director, vice-president and 
member of the executive committee of 


at Eatontown, N. Je |the Copper and Brass Research Asso- 


, ciation as well as director, secretary 
z adage gg thes ‘and sales manager for the Rome Brass 
office of the Pittsburgh Steel Co., Pitts- | & Copper Company, Rome, N. Y. 
burgh, Pa., has established a retail 
hardware store at Eatontown, Mon- 
mouth County, N. J., and is desirous of 
receiving catalogs and price lists from 
manufacturers and jobbers. 


—_——— 


Sta-Warm Electric Heater 
Corporation Moves to Ravenna 











The general offices and plant of the 
Sta-Warm Electric Heater Corporation, 
manufacturer of industrial electrical 
heating devices, has been moved from 
Minneapolis, Minn., to Ravenna, Ohio, 
where headquarters have been estab- 
lished at 553 North Chestnut Street, 
according to an announcement just 
| made public by that firm. 


—__—_ 


Howard J. Rowland Dies 


Howard J. Rowland, a_ nationally 
known figure in the copper and brass 
industry, died recently in a hospital in 
New York, following an operation for a 
cataract of the left eye. 
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G. Duncan MacLeod 
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Traveling Salesmen to Honor 
H. E. Trevitt of Utica 


H. E. Trevitt, secretary-treasurer of 
the Commercial Travelers Mutual Ac- 
cident Association, Utica, N. Y., will be 
the guest of honor at a special meeting 
of the National Council of Traveling 
Salesmen’s Associations, Hotel Penn- 
sylvania, New York City, on Nov. 18. 
Mr. Trevitt is also president of Inter- 
national Federation of Commercial 
Travelers’ Insurance Organization, and 
is @ prominent figure in all activities 
effecting traveling salesmen. 

Seymour N. Sears, president of the 
National Council, announces that Mr. 
Trevitt will, on Nov. 18, present a sub- 
stantial check from Utica Association, 
this money to be used in the Council’s 
fight to repeal the Pullman surcharge. 





Stove Company to Build 


The Peninsular Stove Co. of De- 
troit, Mich., has just purchased 18% 
acres of land in that city on which it 
intends to erect a new plant. The 
company recently sold part of its pres- 
ent site to the Michigan Central Rail- 
way. 

The new factory will be in two units 
—a one-story building housing the 
main plant and a two-story office build- 
ing. The contemplated plant will give 
about 50 per cent capacity more than 
the company now has, and will be oc- 
cupied about January, 1928. The pres- 
ent plant will be used as a warehouse 
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Department of Commerce Discusses the 
Subject of Distribution 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


IGNIFICANT of the growing attention being given by business 
to the important question of distribution was a recent confer- 
ence held by the Department of Commerce by department officials 
and men in various lines of business and industry. The conference 
voted to appoint a “sifting committee” to study marketing needs 
that can be met with a view to improving the work now being done 


by Federal, State and private agencies. 


port recommendations. 


This committee will re- 


Appeal was made in an address by Assistant Secretary of Com- 
merce Walter Drake to industries to cooperate more fully with the 
Federal Government in its work to eliminate the great amount of 
waste resulting from unsound practices which add many millions 


of dollars annually to the cost of distribution. 


The representatives 


of practically every kind of business, from the retailer concerned 
with his local problems to the manufacturer and distributing or- 
ganizations whose problems are national in scope, showed a respon- 


sive attitude toward the plea. 


That the door of opportunity is open 
to all forms of business by the re- 
awakened prosperity of the nation 
since retovery from the post-war de- 
pression was pointed out by A. H. On- 
thank, Chief of the Domestic Commerce 
Division of the Department. He told 
the conference that income tax sched- 
ules are being compiled to show that 
for the first time since the period of 
depression more than 60 per cent of the 
families of the United States have an 
annual budget exceeding $2,500. In 
developing this point, Mr. Onthank 
said that if the department were to 
prepare studies of family budgets ex- 
ceeding $2,500 annually, the informa- 
tion would prove of great value to the 
business of the country. 

Assistant Secretary Drake said that 
the department has “set the seal of 
ethics on business” and places all of 
its facilities at the service of the busi- 
ness interests of the country. It was 
urged by the Assistant Secretary that 
the conference consider only the funda- 
mentals of the market question, avoid- 
ing issues which are not universal in 
scope, as suggested by the call for the 
conference. Exception, however, was 
taken in a message from Representa- 
tive Sidney Anderson of Minnesota, 
former chairman of the Joint Com- 
mission on Agriculture, to the sugges- 
tion that subjects should not be 
discussed from the viewpoint of com- 
modity lines. The reading of this mes- 
Sage was followed by a statement by 
F. D. Bristley of the Royal Baking 
Powder Co. who said that Mr. Ander- 
son had struck a keynote in advising 
that committees be appointed along 
commodity lines. Mr. Bristley de- 
clared that business men must measure 








their markets by the buying power of 
the community and declared that the 
department could be of much service 
if it compiled statistics showing the 
population of each district, the class of 
population, its earnings and buying 
power. It was then on motion of H. 
D. Campbell of the J. Walter Thomp- 
son Co., Chicago, that the committee 
voted to name a “sifting committee.” 
The conference also adopted a proposal 
to appoint a permanent committee to 
gather data on the purchasing power 
of the public classified by income and 
location as the most practical solution 
of the problem of distribution. 

In the effort to provide the most 
effective cooperation between the De- 
partment of Commerce and business to 
solve domestic market problems, the 
conference selected the following Ad- 
visory Committee which will meet from 
time to time with officials of the Domes- 
tic Commerce Division to discuss the 
most important phases of domestic 
commerce and advise the department 
in its work of eliminating waste in 
this field: 

Frank D. Bristley, vice-president, 
Royal Baking Powder Co., New York; 
Lewis H. Bronson, president of Bron- 
son & Townsend Co., New Haven, 
Conn.; Dr. Edmund E. Day, head of 
the School of Business Administration, 


University of Michigan; Harry S. 
Dennison, president, Dennison Mfg. 
Co., Framingham, Mass.; Fred M. 


Feiker, vice-president, Society for Elec- 
trical Development, New York; Dr. 
Edwin F. Gay, Harvard University; 
William H. Johns, president, George 
Batten Co., New York; Francis E. 
Kamper of the C. J. Kamper Grocery 





Co., Atlanta, Ga.; John Scott, presi- 
dent of Carson, Pirie, Scott & Co., 
Chicago; Arch W. Shaw, president, A. 
W. Shaw Co., Chicago; Oscar W. 
Smith, president, Parke, Davis & Co., 
Detroit; Percy M. Strauss, vice-presi- 
dent, R. H. Macy & Co., New York; 
T. J. Watson, president, International 
Business Machines Corporation, New 
York, and Theodore F. Whitmarsh, the 
Francis H. Leggett & Co., New York 
City. 





Now that the Congressional and 
State elections are over, there are 
many voters who are wondering what 
it was all about. And the more the 
results are analyzed, the greater be- 
comes the wonder. The upshot of it is 
that many have come to the conclusion 
that there was no outstanding national 
issue involved, unless it was the wet 
and dry issue. Even this question was 
local in many respects. The result on 
the wet and dry issue was just about 
a toss up. The total result was a vic- 
tory for the Democratic party, al- 
though not a notable one. Despite ef- 
forts of both parties to drag in the 
tariff and other questions which do 
take on national importance, these is- 
sues were submerged, so that in a 
great many respects the battle was one 
of personalities. The Democrats say it 
was an anti-Coolidge victory, while the 
Coolidge proponents go to some length to 
disprove the claim. But this is the way 
the House and Senate will line up, as a 
result of the elections. The next House 
will have, according to indications at 
this writing, 233 Republicans in place 
of the present 248 and 196 Democrats 
in place of the present 187. So, while 
the Democrats made a gain, there is 
still a Republican majority in the lower 
branch of Congress. in the Senate 
there will be 48 Republicans, 47 Demo- 
crats and 1 Farmer-Laborite. Theo- 
retically, this is a Republican majority, 
but actually it is not a working ma- 
jority and the slim margin shows 
readily what fights there will be over 
organization of the Senate and legis- 
lation. The Farmer-Labor member, 
Senator Shipstead, Minnesota, indeed 
is placed in a powerful position as to 
the balance of power which he appar- 
ently will wield. It also is true, how- 
ever, that it places a lot of power in 
the hands of Vice-President Dawes in 
case of tie votes. The newly elected 
members of Congress, of course, will 
not take their seats until December, 


1927. 
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Head Cap Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes-and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. -For example: On head cap screws, one inch in length, let us assume that you 
wish to sell at 3314 off list. You would find the one inch column and run along it until you were 
under the 331% off list discount, which in this case would be 1093—-~your selling price. Should you on 
the same number have a quantity order, you could quote 40 or 50 off list by the same method. List 
prices are per 100. 
























































































































































































































































































































































HEAD CAP SCREWS HEAD CAP SCREWS 
(Hexagon) (Hexagon) 
(S.A.E. Standard) (S.A.E. Standard) 
(% Inch Diameter. Per 100) (14 Inch Diameter. Per 100) 
DISCOUNTS DISCOUNTS 
Length List Length List 

5 10 | 20 | 25 | 33%] 40 | 50 | 60 5 10 | 20 | 25 | 33%] 40 | 50 | 60 
1 1640 | 1558 | 1476 | 1312 | 1230 | 1093 | 984 | 820] 656 — 955 | 908| 860 | 764| 717 | 637 | 573 | 478 | 382 
1% | 1665 | 1582 | 1499 | 1332 | 1250] 1110] 999] 833] 666 % 975 | 927| 878 | 780| 732| 650] 585] 488] 390 
1% | 1690 | 1606 | 1521 | 1352 | 1268 | 1137 | 1014 | 845| 676 1 995 | 946| 896 | 796 | 747| 663 | 597| 498 | 398 | 
1% | 1810 | 1720 | 1629 | 1448 | 1358 | 1207 | 1086 | 905] 724 1% | 1080} 1026 | 972] 864| 810| 720| 648| 540 | 432 
2 1915 | 1820 | 1724 | 1532 | 1437 | 1277 | 1149 | 958 | 766 1% | 1150] 1093 | 1035 | 920| 862| 777| 690| 575 | 460 
2% | 2040 | 1938 | 1836 | 1632 | 1530 | 1360 | 1224 | 1020 | 816 13% | 1235 | 1174 | 1112 | 988 | 926| 825| 741| 618 | 494 
214 | 2130 | 2024 | 1917 | 1704 | 1598 | 1420 | 1278 | 1065 | 852 2 1315 | 1250 | 1184 | 1052 | 985 | 877] 789| 658 | 526 
234 | 2300 | 2185 | 2070 | 1840 | 1725 | 1533 | 1380 | 1150 | 920 24% | 1405 | 1335 | 1265 | 1124 | 1055 | 937] 843} 703 | 562 
3 2455 | 2333 | 2210 | 1964 | 1842 | 1637 | 1473 | 1228 | 982 2% | 1500 | 1425 | 1350 | 1200 | 1075 | 1000 | 900} 750] 600 
3% | 2570 | 2442 | 2313 | 2056 | 1928 | 1713 | 1542 | 1285 | 1028 23, | 1590 | 1511 | 1431 | 1272 | 1193 | 1060 | 954] 795] 636 
3% | 2690 | 2556 | 2421 | 2152 | 2018 | 1793 | 1614 | 1345 | 1176 3 1700 | 1615 | 1530 | 1360 | 1275 | 1134 | 1020 | 850 | 680 
33% | 2810 | 2670 | 2529 | 2248 | 2108 | 1873 | 1686 | 1405 | 1124 3144 | 1820 | 1729 | 1638 | 1456 | 1365 | 1213 | 1092 | 910] 728 
4 2920 | 2774 | 2628 | 2336 | 2190 | 1947 | 1752 | 1460 | 1168 3144 | 1930 | 1834 | 1737 | 1544 | 1448 | 1287 | 1158 | 965] 772 
4% | 3040 | 2888 | 2736 | 2432 | 2280 | 2027 | 1824 | 1520 | 1216 3% | 2055 | 1953 | 1850 | 1644 | 1542 | 1370 | 1233 | 1028 | 822 
434 | 3165 | 3007 | 2849 | 2532 | 2374 | 2110 | 1899 | 1583 | 1266 4 2180 | 2071 | 1962 | 1744 | 1635 | 1553 | 1308 | 1090 | 872 

HEAD CAP SCREWS 

(Hexagon) 
(S.A.E. Standard. Per 100) HEAD CAP SCREWS 
(9/16 Inch Diameter) (Hexagon) 
(S.A.E. Standard. Per 100) 
Length | List ponent (14 Inch Diameter) 

5 10 | 20 | 25 | 33%! 40 | 50 | 60 “ 
i 1585 | 1506 | 1427 1268 | 1189 1057 951 793 634 Length =a 1... vimcweniesil 
1% | 1610 | 1530 | 1449 | 1288 | 1208 | 1007 | 966 805 | 644 5 10 | 20 | 25 |33%] 40 | 50 | 60 
1% | 1635 | 1554 | 1472 | 1308 | 1227 | 1090 | 981 | 818! 654 34 435 | 413] 392| 348] 325| 290| 261] 218| 174 
1% | 1750 | 1663 | 1575 | 1400 | 1313 | 1167 | 1050 | 875 | 700 % 455 | 432] 410] 364] 342] 306| 273| 228] 182 
2 1855 | 1763 | 1670 | 1484 | 1392 | 1237 | 1113 | 928 | 742 1 470 | 447/ 423|/ 376] 353| 314] 282] 235] 188 
24% | 1980 | 1881 | 1772 | 1584 | 1475 | 1320 | 1188 | 990] 792 1% 510 | 485] 459] 408] 382] 340] 306 | 255] 204 
2% | 2085 | 1981 | 1877 | 1668 | 1565 | 1390 | 1251 | 1043 | 834 1% 545| 518] 491| 436| 409| 364] 327 | 273] 218 
234 | 2230 | 2119 | 2007 | 1784 | 1673 | 1488 | 1338 | 1115 | 892 1% 590 | 561] 531 | 472] 443] 393 | 354 | 295] 236 
3 2380 | 2261 | 2142 | 1904 | 1785 | 1587 | 1428 | 1190 | 952 2 635 | 604| 572| 508| 475| 424| 381] 318| 254 
334 | 2495 | 2371 | 2246 | 1996 | 1872 | 1665 | 1497 | 1248 | 998 24% 680 | 646| 612| 544| 510| 453| 408| 340| 272 
3% | 2620 | 2489 | 2358 | 2096 | 1965 | 1747 | 1572 | 1310 | 1048 2% 720 | 684] 648] 576| 540| 480] 432| 360] 288 
334 | 2740 | 2603 | 2466 | 2192 | 2055 | 1827 | 1644 | 1370 | 1096 234 760 | 722| 684| 608| 570! 507| 456| 380| 304 
4 2800 | 2717 | 2574 | 2288 | 2145 | 1907 | 1716 | 1430 | 1144 3 805 | 765| 725] 644] 604| 537| 483 | 403| 322 

Copyrighted, 1926, by HaRDWARE AGE. — 
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Profits Insufficient for Business Volume 
Says Oliver Brothers’ Market Letter 


LIVER BROS., Inc., 71 Murray St., New York City, in a recent 
market letter to clients presented an unusually interesting and 
logical analysis of the market trends of 1926. The letter has already 
received favorable comments and been quoted in several Metropolitan 
dailies. Believing these comments of vital interest to all factors in the 
hardware industry we are pleased to have the opportunity of publish- 


ing this letter. It reads as follows: 


“The most sanguine of confirmed op- 
timists could scarcely have foreseen six 
months ago the really astonishing rec- 
ords made by industry in the matter 
of production during the first half year. 
Explanations are many and _ varied, 
none of them very conclusive. We have 
little that is new to contribute to that 
discussion, except to observe that profits 
have not been in keeping with the im- 
mense volume of business done. It is 
a matter particularly worthy of note 
that the smaller class of business 
houses, manufacturers, jobbers, dealers, 
have been having a severe struggle to 
exist in the face of the keenest compe- 
tition imaginable. 

“It seems to us that observers have 
overdone the importance of new records 
in production, in sales, in carloadings, 
in bank clearings, etc. They seem to 
ignore the records made every day in 
the matter of population and the con- 
sequently ever increasing demand for 
the luxuries and necessities of life. It 
has been pointed out that the volume 
of business which has been reflected in 
the breaking of one record after an- 
other has not in reality kept pace with 
the natural growth of the country. If 
business could be artificially stabilized 
and the flow of business could be made 
absolutely steady, a new record would 
be made every month. 


Try to Reconcile 


“Concerning the present widespread 
‘prosperity’ which the United States 
ls enjoying, and which is the envy of 
every other nation on earth—while it 
is true that the big corporations, those 
capitalized at many millions of dollars, 
including the public utilities, are en- 
joying genuine prosperity, the average, 
middle-sized enterprises are not mak- 
ing money. We read in the trade jour- 
nals, bank bulletins, forecasting ser- 
vices, etc., of an unprecedented wave 
of prosperity, but among the little fel- 
lows the talk is in a different key. Ac- 
cording to them, business is ‘dull’ or 
slow’ or ‘just fair.’ 

“Try to reconcile, if you can, the two 
highly divergent facts, that business is 
of record-breaking proportions and yet 
the trend of prices has been steadily 
downward. It seems to us merely to 
Stress the point that the country is 
Over-equipped in productive capacity 
and likewise in channels of distribu- 
tion. There are too many manufactur- 
ers of almost any given commodity; 
there are too many wholesalers, too 
many retailers, and not enough consum- 
ers to support them all. Every time a 
first class clerk or minor executive 








reaches a point where he feels that he 
cannot hope for further promotion in 
the organization by which he is em- 
ployed, he starts a rival concern in the 
same line of business, with little regard 
for the question as to whether the ter- 
ritory he intends to serve can support 
another firm in the same line, but think- 
ing chiefly of the experience he has 
accumulated in that line and the fact 
that he may have saved a little money. 


Installment Selling Expanding. 


“Installment selling continues to ex- 
pand, and is even a more lively topic 
for debate. While new ideas concern- 
ing this very modern merchandising 
method are being propounded every day 
—ideas in defense of it, ideas con- 
demning and still others just condoning 
it, we still adhere, broadly speaking, 
to the view we expressed in one of 
these Market Letters about two years 
ago—that in a period of large business 
volume and approximately full employ- 
ment it is not a factor in determin- 
ing the future trend of trade, but that 
when trade is declining in volume and 
unemployment is on the increase it may 
be a seriously unfavorable contributor 
to an unfavorable situation. In other 
words, it is our idea that installment 
selling, even if carried to extremes, will 
not precipitate a shift in the trend of 
business, but when, in the ordinary 
course of human events, a reaction sets 
in, an overabundance of installment 
‘paper,’ as the bankers call it, may 
make a bad situation worse. 

“It may well be that the course of 
future building operations may be a 
determining factor in reckoning busi- 
ness prospects for 1927. It is to be 
noted that during the past several 
months the gain in both contract and 
permit figures over a year ago has 
grown narrower, and in the last two 
months has shown moderate losses as 
compared with the corresponding 
months in 1925. The work already in 
hand is sufficient to guarantee active 
building for the immediate future and 
new undertakings will presumably con- 
tinue in considerable volume, but it 
seems more and more probable that 
building is approaching a period of re- 
cession. Signs are multiplying that the 
nation as a whole has pretty nearly 
caught up with its requirements. 

“The railroads are enjoying unprece- 
dented prosperity, and will probably be 
liberal buyers of all kinds of equip- 
ment for delivery over the coming sea- 
son. Early indications point that way. 
At this writing railroad inquiries and 





orders are coming out in encouraging 
volume. 

“The situation in the agricultural 
sections of the country is somewhat 
varied, and the weather has been a 
source of serious complaint. Early in 
the season, when farmers were praying 
for rain, it was unusually dry. At the 
time of harvesting the weather was ab- 
normally and disastrously wet. Some 
important crops have apparently been 
curtailed, but there is nothing in the 
outlook at this time to warrant undue 
pessimism. 

“The present pace of industry car- 
ries with it sufficient momentum to vir- 
tually assure the business community 
of sustained activity at or near present 
levels during the balance of this year. 
Conjecture at this time concerning the 
probable trend next year is little more 
than guesswork, and we prefer to re- 
frain from expressing a definite opin- 
ion until a little later on.” 





New Jobbers’ Price Sheet on 


Paragon Products 


Central Brass Mfg. Co., Cleveland, 
Ohio, Paragon division has issued a 
new jobbers’ price sheet applying to 
Paragon catalog C. The new sheet be- 
came effective Nov. 1 and applies to the 
Paragon line of self-closing faucets, 
bubblers, tray fixtures and tank fit- 
tings. 





Chicago Prices Very Steady; 
Holiday Goods in Demand 


Prices quoted by the Chicago whole- 
salers are marked by a steadiness that 
may be taken as an indication of sound 
business conditions. The only exception 
to this general price stability is a de- 
cline in jobbers’ quotations on cotton 
sash cord, which naturally followed the 
falling cotton market. 

Holiday merchandise is in very active 
demand, especially electrical appliances 
and toys. Manufacturers of the former 
item are beginning to experience some 
difficulty in keeping up on their ship- 
ments. 


Holiday Lines Hold Interest 
of Northwest Trade 


Business in the Northwest territory 
tributary to the Twin Cities is turning 
toward the holiday trade, and dealers 
are showing full lines of fall and win- 
ter merchandise. 

While the volume is not all that might 
be wished for, there is a steady call for 
merchandise of all descriptions, which 
means a fairly satisfactory trade for 
the end of the year. 

Business conditions over the North- 
west are “patchy,” making it difficult 
to make a brief statement which will 
fully represent conditions. 
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N. Y. Demand Is Fair for 


Butts at 1714 Cents 


The local demand for steel butts is 
reported as being fair. The demand 
was very active when the lower prices 
took effect but current business ap- 
pears to be running lighter. There has 
been no change in price. The local 
distributors do not expect any price 


New York Collections Improving— 
Holiday Lines in Demand 


OLLECTIONS are showing some definite improvement in the 
New York wholesale hardware market according to a majority 
of reports received. Holiday merchandise is apparently get- 





ting considerable attention in this section. Some distributers re- 
port an increasing number of retailers taking on special Christmas 
merchandise for sale as gift items. 


are featuring gift items. 


Many retail stores in this section 


Cutlery, electrical goods, toys, sport goods and such specialties 
are receiving attention with of course an improvement in the actual 


wholesale demand. 


Local stocks on staple lines are said to be satisfactory. Prices 


generally are considered firm. 





Linseed Card Price Up; 
Demand Reported Better 


The consumption on linseed oil is said 
to show some improvement. Card 
prices dated Nov. 10 show an advance 
of 2/1 cents per pound. Carlot prices 
in New York are about 11.1 or 11.2 


cents. Stocks are fair. Prices below 
are card prices. 

In lots of less than 5 bbls., 11. 9c.; 
in lots of 5 bbls. or more, 11.5c. Cal- 
cutta Linseed Oil in bbls., 15.7¢. 
Boiled Oil, 4/10c. extra per Ib.; Dou- 
ble Boiled Oil, 5/10c. extra per Ib 


Oil in half bbls., addi- 


tional. 


N. Y. Futures Are Fair for 
Snow Goods 


New York distributors report a fair 
amount of business on snow goods. 
Prices continue unchanged and stocks 
are ample. There has been some up- 
state demand but metropolitan business 
is light on this class of goods. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. 0. B. NEW YORK: 


7/10c. per Ib. 


Snow shovels, long handle steel, $4 
doz.: snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.: 
Menzie, $9.60 doz. Snow _ pushers, 
18 in., 83%c. each net; 24 in., $1 each 
net. 


Game Traps Very Active 
Outside City Limits 
Outside of the city districts the sale 


year. 
stocks are apparently ample. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. 0. B. NEW YORK: 


Victor traps, No. 0, $1.20; No. 1, 
$1.50; No. 1%, $2.70 and No. Be $3.65 
all per doz. 

Jump traps, No. 0, $1.75: No. 1, 
$2.00; No. 1%, $3.10; No. 2, $4. s0— 


all per doz, 





Staple Items Fairly Active; 
Prices Continue Firm 


There is little change in the local 
market for screws, bolts, nuts and other 
strictly staple items. The demand for 
this class of goods continues fairly ac- 
tive and general stocks appear to be 
in good condition. Prices continue un- 
changed and no change is predicted. 














JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 


Bolts and Nuts 


Machine bolts, % by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, and 10 
per cent off list. 

Common carriage bolts, *% by 6, 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 off list. 

Lag screws, 50 and 7% off list. 


40 


Screws 


Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent; lron 
Bright, Round and Oval Head, 75 per 
cent; Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent; 
Brass, Round and Oval Head, 721% 
per cent. 
These discounts apply 
list of June 24, 1922. 
EXTRAS—2 0-10-10- 5 per cent. 


to revised 





Garage Sets Are Active at 
$2.25 for Small Lots 


An active demand is reported for 


| garage sets in the New York hardware 
| market. 


Prices as given are in effect 
in all parts of the city. Stocks are ap- 
parently in good condition, with no 
change expected by local distributors. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 
Garage sets, $2.25 per set; in lots of 
12 or more, $2.10 per set; in lots of 
72 or more, $2.00 per set. 
Garage door holders, $1.65 per pair; 
in lots of six or more pairs, $1.50 per 
pair. 


le | Stove Pipe Demand Good; 
of game traps has been very good this | 
Prices have been steady and | 


Elbows, Etc., Moving 


Stove pipe, stove boards, dampers, 
elbows and kindred accessories are mov- 
ing actively in the New York wholesale 
hardware market. Stocks locally ap- 
pear to be entirely satisfactory. No 
price change is expected in this sec- 
tion. 

JOBBERS’ ~ a ae TO RE.- 
TAILERS, F. NEW YORK: 

Stove pipe, “s in., 13%4c.;: 4% in., 
15¢c.; 5 in., 16%c.; 5% in., 18¢c,, and 6 
in., 2le. per length. 

Stove pipe elbows, 4 in., $1.50; 4% 
in., $1.68; 5 in., $1.80; 5% in., $1.98 
and 6 in., $2.22—all per doz. 

Stove pine collars, 4% in, 45c.; 5 
in., 50c.; 5% in., 55c.: 6 in., 60c. and 
7 in., $1.15—all per doz. 

Stove pipe dampers, 5 —. $1.20; 
5 , $1.25; 5% in., $1. 32: $1.40; 
7 rod $2.15 and g in., $3. een per 

doz. 

















movement. Wholesale stocks are appar- 
ently adequate. 

New York hardware jobbers quote 
steel butts 3% by 3% at 17% cents in 
less than case lots and at 15% cents in 
case lots. Butts 4 by 4 are quoted at 28 
cents in less than case lots and at 24 
cents for case lots. It is believed that 
the prices given here will hold for some 
time. 


Furnace Scoops Are Active; 
N. Y. Stocks Not Heavy 


There has been a continued heavy 
demand for furnace scoops in the New 
York wholesale hardware market. Lo- 
cal wholesale stocks are said to be 
light. A week ago there was a report 
that local stocks were somewhat de- 
pleted. This now appears to be a 
slight exaggeration, as stocks were low 
but not as bad as would be imagined 
by the reports. Prices have been firm 
and will probably remain unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. NEW YORK: 
Furnace scoops, hollow back, mal- 
leable D handle, $5 per doz.; riveted 
with wood D handle, $9.50 per doz. 


Good Sales Reported for Ash 
Can Trucks in N. Y. 


A good sale is reported for ash can 
trucks. New York jobbers quote re- 
tailers $2.17 each on the Moore Handy 
ash can truck. 


Weatherstrip Sales Good; 
Stocks Are Satisfactory 


Weatherstrip is selling actively in 
the New York wholesale hardware mar- 
ket. Stocks are considered satisfactory. 
Prices are fairly uniform and no change 
is expected in this market. Continued 
cold weather has helped the retail sale 
of weatherstrip. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. NEW YORK: 


Wirf’s weatherstrip, 500 ft. on reel, 


maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 
Nero weatherstrip, 500 ft. on reel, 


$36 per 1000 ft. 

Economy metal weatherstrip, 36 in. 
by 36 in. by 36 fn. for windows, $27.36 
per case and $1.14 per carton. Same 
42 in. by 42 in. by 42 in., $31.68 per 
case and $1.32 per carton. Each car- 
ton contains sufficient equipment for 
one window. A case contains 24 car- 
tons. 

Same for doors, 36 in. by 84 in., 
$28.30 per case and $1.20 per carton. 
Same, 42 in. by 84 in., $30.96 per case 
and $1.29 per carton. Each carton 
contains complete equipment for one 
door. A case contains 24 cartons. 
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Improvement Noted in Cleveland Territory 
—Collections Are Good—Prices Firm 


(Cleveland office of HARDWARE AGE) 


ARDWARE business in this territory in the aggregate shows 


some improvement over October. 


While demand for roofing 


material and some other seasonal lines has subsided, there 
is more active market for staple merchandise and holiday goods are 


starting to move in good volume. 
active and cutlery shows more life. 
Dealers are stocking up on glass baking ware, for which 
The cold spell has stimulated the demand for 
Radio sets, socket power units and 


ing well. 
orders are plentiful. 
stoves and stove accessories. 


radio batteries continue to move well. 


Electrical appliances are quite 
Christmas tree outfits are mov- 


Skates and sleds are more 


active items than a few weeks ago. 

Buying of staples is largely of a hand-to-mouth character, as 
dealers are not stocking far ahead. There is not a great deal of 
activity in seasonal merchandise for spring. 


The market generally is firm with few price changes. 
and lead sheets have advanced 5 per cent. 


Lead pipe 
Some irregularity has 


developed in prices on range boilers. 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—Jobbers report the _ usual 
seasonal slowing down in the demand 
for tires. Regular prices are being 
maintained. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% in. 
cord, $7.95; heavy duty owen 
$10.50: 32 x 4 Liberty cord, $13.2 
heavy duty oversize, $17.45; 34 x rors 
in. heavy duty oversize, $25. 85; bal- 
loon tires, 27 x 4.40, $11.25; 29 x 4.40, 
: $18.25; 32 x 
2 5; tan tubes, 

, $2.10; 32 x 4, $3.05; 34 x 
$3.80; balloon tire tubes, gray, 
4.40, $2.25; 29 x 4.40, $2.35; 30 x 
5.25, $3.20; 32 x 6, $4.10; 32 x 6.20, 


We quote from jobbers’ stocks, 
Cleveland: Millers Falls, No. 
145 jacks, $3.75 Derf spark plugs, 
%6e. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45e. each for less than 100 and 4lc. 
each for over 100; Champion regular, 
53ec, each for less than 100, all sizes; 
50e. each for over 100. 


AXES.—These are moving in about the 
usual volume for this time of the year. 


Jobbers quote f.o.b. Cleveland: 
First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
dozen; double bitted, handled, $24.50 
per dozen; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 


advance for each 6 Ib. additional 
weight increase. 
BATTERIES.— Radio batteries  con- 


tinue to be a very active item. Prices 
are unchanged. 


Jobbers quote f.o.b. Cleveland: 

No. 766 B batteries, $1.30 each for 
—_ packages and $1.40 for small 
ots. 

Eveready B batteries, No. 486, 
$3.58 each for unit packages and $3.85 
each for smaller lots. 

No. 6 ignition type ‘dry cell batter- 
ies, 32c. each. 


BOLTS AND NUTS.—Jobbers report 
some slowing down in the demand, 
which was good through the entire fall. 
Regular discounts are being maintained. 


Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 
50 and 10 per cent off list; small 





rolled threads, 60 and 5 per cent off 


list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 off 
list: small rivets, 65 and 5 per cent 
off list. 


CORRUGATED ROOFIN G.—Sales 
which have been heavy the past few 
weeks show some falling off. Many 
buyers now want quick shipment. 


Cleveland jobbers quote No. 28 
gage corrugated roofing at $4 per 
square, f.o.b. Pittsburgh. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Some manufacturers are quot- 
ing jobbers’ present prices for the first 
quarter and others are not yet naming 
prices. Sales have dwindled. 


Cleveland jobbers quote eaves 
trough and conductor pipe at 77 per 
cent off list in crate lots delivered. 


GARDEN HOSE.—Little business is 
being taken in garden hose at present, 
although advance sales for spring ship- 
ment have been good. 


_, Cleveland jobbers quote standard 

-in., double braid molded hose at 
Suc per ft.; the same in higher 
grade, 1034c. per ft.; standard *%4 in., 
lle. per ft. 


GALVANIZED WARE.—The demand 
is holding up well and prices are steady. 


Jobbers quote f.o.b, Cleveland: 

Sprinkling cans, 4 qt., $5.90 per 
doz.; 6 qt., $6.65 per doz.; 8 qt., $5 
per doz.; 10 qt., $8.75 per doz.; 
$12.50 per doz.; 16 qt., $13 per doz.; 
galvanized pails, 10 qt., $2.60 per doz.; 
2 qt., $2.80 per doz.; 14 qt., $3.15 per 
doz.; 16 qt., $3.80 per doz. 


GAME TRAPS.—These are moving 
fairly well at present, sales being bet- 
ter than during the two previous sea- 
sons. 


Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 per doz.; No. 144, 
$2. 44 per doz. ; No. 2 
Oneida oe ‘traps, No. 0, : 
doz.; No, $1.8 83 per doz.; No. 1%, 
$2. 83 per Pm No. 2, $4. 38 per doz. 

Gibbs traps, 2- al $5 per doz.; 
single grip, No. $1. “ty per doz.; No. 
2, $3.35 per doz.; Ty? , $5.50 per ‘doz. : : 





No. 4, $6.70 per doz. Freight allowed 


on barrel lots, 
GLASS BAKING WARE.—Retailers 
are stocking up for the holiday trade 
and the volume of business is very sat- 
isfactory. 
Jobbers quote f.o.b. Cleveland: 


Casseroles.—Round or oval, 1 aqt., 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 


covers, 35c. higher. 


Pie Plates. —8 in., 50c.; 9 in., 60c.; 

10 in., 67c., 
Bread Pans.—No. 212, 60c.; No. 214, 
231, 67c.; No 


Utility Mishes.—No 
$1.17. 


Tea Pots; “tes cups, $1.67; 4 cups, $2; 
6 cups, $2.3 


manatee demand has quieted 
down and is light. 


Jobbers quote f.o.b. Cleveland: 

Ax Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer WHandles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork’ Handle — te 
chum and bored, XX 4% ft., $3.7 
per doz.; 5 ft., $4.50 per doz.; best, 
41% ft., $4.15 per doz.; 5 ft., $5. 10 per 
doz.; X, bent, 4% ft., $2.90 per doz.; 

t., $3.20 per doz. 

Manure Fork Handles.—-Bent, XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; x bent, 4 ft., $2.80 per doz.; 
4, , $2.90 per doz. 

Beebe Hoe Handiles.—XxX, 414 ft., 
$3.30 per doz.; No. 1, 4% ft., $1. 50 per 
dozen. 

Garden Rake Handles.—XX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handles.—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per dozen: D handle, $5.60 per 
dozen. 

Soaee Handles.—xX grade, $5.50 per 
dozen 


NAILS AND WIRE.—The demand for 
nails, which has been light for some 
time, shows an improvement. Prices 


are firm. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
at $2.90 per keg for less than car 
lots. 

Jobbers 
stocks: 

Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 Ib.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $3 per 
100 Ib.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 1b.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod soem. Ly- 
man, 4 point cattle wire, $3.25; same, 
hog wire, $3.50; American anes ii ul hog 
wire, $2.50. 


POULTRY NETTING AND WIRE 
CLOTH.—Jobbers have booked a good 
volume of business for spring shipment 
and there is still a fair demand, al- 
though sales have fallen off. 


Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.;: 16 mesh, $2.75 
per 100 sq. ft.; bronze, 14 mesh, $5.50 
per 100-ft. rolls: 50-ft. rolls 10c. ad- 
ditional. Poultry netting, galvan- 
ized after weaving, 50 and 7% per 
cent off list; galvanized before weav- 
ing, 50, 10 and 7% per cent off list. 


<« 
232, 


quote as follows’ from 
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Sales Satisfactory in Northwest 


HARDWARE AGE 


November 18, 1926 


| Territory—Prices Remain Firm 


(Minneapolis office of HARDWARE AGE) 


HERE seem to be no high spots in business in the North- 
west tributary to the Twin Cities, but just a general trend 
toward the holiday trade which is coming closer every week. 
Colder weather is assisting the merchants in all lines to move sea- 


sonal merchandise. 


It cannot be said that business has increased 


to any great extent during the past week, but there is a noticeable 
turn to holiday merchandise on the part of the public. 
Stocks on the whole are ready for the holiday trade, which is ex- 


pected to average up well with other years. 
Prices are steady with few changes. 


particular increase. 


AXES.—Demand shows some increase 
with the coming of colder weather, for 
wood cutting purposes. Stocks are well 
filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
Plumb’s Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 


BALE TIES.—Sales are steady and are 
perhaps slightly better as the time ap- 
proaches for hay and straw baling on 
a larger scale. Stocks are ample, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.54; 9% x 15, $1.37; 
9% x 14, $1.57 per bundle. 


BOLTS.—Call for bolts shows no par- 
ticular high spots, with stocks well 
filled. Prices have not changed. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Demand is fair, with stocks 
well filled. Prices are unchanged. 
We quote from_ jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from list. 


CARPET SWEEPERS.—Sales are fair 
with stocks filled for holiday trade. 
Prices are firm as quoted. 

We from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, $60: 
Grand Rapids, japanned $44: Grand 
Rapids, nickeled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56: Prin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz. net. 


COAL HODS.—Sales are showing a 
good increase with the advent of colder 


quote 


weather. Stocks are well filled, with 
prices firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Japanned open 

coal hods, 17 in., $3.75; 18 in., $4.25; 

japanned funnel, 17 in., $4.80; 18 in., 

$5.25; galvanized open, 17 in., $5.25; 

18 in., $5.80; galvanized funnel, 17 

in., $5.80; 18 in., $6.70 per doz. net. 
CHAIN.—Log chains are beginning to 
sell, with a fair demand for chains of 
other descriptions. Stocks are ample 
for the present needs, and prices are 
unchanged. 


Collections show no 














stocks, 
4 x 
4 


jobbers’ 


We quote from 
Log chains, 
10. i, 


f.o.b. Twin Cities: 
34 x 14, $10.90; % x , 
$10.15; % in. proof coil, $12; % in., 
); 14 in., $8.30; 5 in., $9.85 cwt., 
net. 
EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales show a 
decided slacking up with the change of 
the season, and the cessation of build- 
ing operations. Stocks are ample for 
the present needs, with prices un- 
changed. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3-in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3-in. el- 
bows at $1.73 per doz. net. 

FIELD FENCE.—Demand is steady, 
though not as heavy in some sections 
of the country as had been expected. 
Stocks are ample for the demand. 
Prices are firm as last quoted. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 26-in. 10-ga. top 
and bottom 12%-ga. intermediate 
type of fence at $30.04 per 100 rods, 
with other sizes and weights in pro- 
portion. 


FILES.—Sales are steady, with demand 
from shops and garages very encour- 
aging. Stocks are well filled and prices 
firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 

GALVANIZED WARE.—Demand is 
good for garbage and ash cans, and 
other articles incidental to the annual 
tattle with the furnace. Stocks are 
well filled, with prices unchanged. 

We quote from _ jobbers’ 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25: 
No. 3, .45; heavy tubs, No. 1, 
$12.60; No. 2, $13.80; No. 3, $15; Stand- 
ard 10-qt. pails, $2.70; 12-qt., $3.05; 
15-qt., $3.40; stock pails, 16-qt., $5, 

and 18-qt., $5.50 per doz. net. 

GLASS AND PUTTY.—Demand §sstill 
continues strong for glass and putty, 
as the home owner is finishing up his 
preparations for the winter. Stocks 
have been heavily drawn on, but are 
still in fair condition. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices sin- 
gle strength glass, 83 per cent: double 


stocks, 





strength, 85 per cent, and _ strictly 
pure putty in 50-lb. drums at $4.85 
cwt. net. 


HAMMERS AND HATCHET S— 
Stocks are well filled with small tools 
for the coming holiday trade. Sales 
are fair, though the real demand for 
the holidays has not yet started. Reg- 
ular contractor demand shows a falling 
off. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 

LAMPS AND LANTERNS.—Sales are 
very good, with stocks in good condi- 
tion. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, No. 2, $13 doz.; 
No. L327 Coleman lanterns, $5.25; 
No. L427, $6 No. C329 lamps, $6.25; 
No. C318, $7; No. C317, $7.40 each, 
net. 

MILK CANS.—Demand is decreasing 
with the close of the season. Stocks 
are ample for the call, with prices un- 
changed. 

We quote from 
f.o.b. Twin Cities: 
milk cans at $2.65 each; 
$3.15 each, and 10-gal., 
net. 

NAILS.—Nails are selling more slowly 
with the close of the building season 
for the year. Stocks are ample for the 
call, with prices unchanged. 


jobbers’ stocks, 
Railroad 5-gal. 
8-gal. at 
$3.25 each 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 


in 100-lb. kegs at $3.25 per Keg base. 


OIL HEATERS.—Sales are very good 
in this line, with stocks being watched 
closely. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters 
polished steel japanned trimmings, 
$3.66, and No. 016, polished steel, 
nickel trimmings, $5.32 each, net. 


PAINTS AND WHITE LEAD.—The 
demand for paint materials has turned 
decidedly toward interior decorating 
supplies. Stocks are well filled, with 
prices unchanged. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1-gal. cans, 
and white lead in 100-lb. containers 
at $13.84 cwt. net. 


PUMPS.—Sales are fair, with stocks 
ample for the call. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke. 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 


Reading matter continued on page 54 
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If you have seen Mirro Fairyland 
Toy Sets in their new, beautiful, 
bright-colored picture boxes, 
you know they are finer than 
ever. You know they’re going 
to sell fast this season. 

These delightful toy sets cer- 
tainly offera big selling opportu- 
nity —a year-round opportunity, 


Beautiful MIRRO Toy Sets— 
Have you got them? 


Write today for 
this (atalog 


59 different Mirro Toy Sets are 
illustrated in this handsome big 
catalog. Allsortsof combinations, 
rangingin retail price from 15c to 
$2.50, enabling you to suit all 
classes of trade. Send for it now. 


too; for Fairyland sets are in 
demand at all seasons. 


Mail the coupon opposite if 
you need information about 
this line. It’s not too late to 
order. We’re ready to make rush 
shipments. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 





Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 
Gentlemen : Please send me the Mirro Fairyland catalog 


Name. 
Address 
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PYREX OVEN WAR E.—Demand 
shows a good increase with the coming 
of cooler weather when baking is more 


pleasant. Stocks are well filled, with 
prices firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67: No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 


REGISTERS.—Call is still fair, but 
sales have not been so heavy this year 
as in other years, particularly for new 
house work. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 


ROPE.—Sales are steady, with stocks 
well assorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24l%c. Ib. base, and best 
grade sisal rope at 18c. per lb. base. 


SANDPAPER.—Demand is fair, with 


stocks well filled. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 
SASH CORD AND WEIGHTS.—De- 
mand shows a falling off in this line, 
as the end of the season approaches. 
Stocks are ample for the call, with 
prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 


cord at 73c. lb. and second grade at 
~ » ec. 1b.; cast-iron sash weights at 


$2.10 cwt., net. 
SCREWS.—Sales are _ steady, with 
stocks well filled. Prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 


7240-10 per cent; 

77%-10 per cent; 
7744-10 per cent; 
75-10 per cent 


head, japanned, 

round head blued, 
fiat head, brass, 
round head, brass, 
from lists. 


SNOW SHOVELS.—Consumer demand 
has not yet started in some of the 
Northwest, particularly the Twin Cit- 
ies. In other parts of the territory 
sales are going at a fair rate. Prices 
have not changed. 
We 
f.o.b. 


from 
Cities: 
$19; 


jobbers’ stocks, 
Bonanza wood 
steel blade, 
$4.50; galvanized 
steel blade, D handle, 15145 x 17, 
$10.75; 16 x 21, $11.25 doz. net. 


SIDEWALK SCRAPERS.—Call still is 


quote 
Twin 
snow shovels, 

straight handle, 


light, with stocks well filled. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Kohler’s side walk 

scrapers, $5.00 doz. net. 
SKATES.—Sales are beginning to show 
the interest of the public. Stocks are 
im place for the real call which will 
come with outdoor skating. Prices are 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 
$7.25; nickel plated at $8.25: Union 
1624, 84c.; 524%, $1.31; No. 5%, 95c.: 
No. 7, $1.62; No. 5624, $1.12; No. 





HARDWARE AGE 
562414, $1.44; No. 524%L, No. 
42414L, $2.00 pair, net. 
SOLDER.—Call is steady though some- 
what lighter. Prices show a slight re- 
duction. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 45c. lb., and strictly 
half and half solder at 44c. Ib. net. 


STEEL GAME TRAPS.—Demand 
shows a slight increase, with stocks 
well filled. Prices have not changed. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Victor traps, No. 
0, $1.10; No. 1, $1.38; No. 1%, $2.44; 
No. 2, $3.36; Oneida jump, No. 0, 
$1.59; No. 1, $1.83; No. 112, $2.81 per 
doz. net. 

Gibbs “Two Trigger’’ traps, $5; 
Single Grip No. 1, $1.88; No. 2, $3.35; 
No. 3, $5.50; No. 4, $6.70 doz., net, 
f.o.b. factory, with freight allowed in 
barrel lots. 


STEEL SHEETS.—Demand is normal 
for this time of the year. Stocks are 
well filled, with prices steady. The 
strong tendency in the mill markets 
due partly to the advance in fuel prices 
seems not to have affected the local 
markets. 


$1.57; 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
Sheets at $5.15 cwt. base (24 ga.), 


and b!ack steel sheets, $4.30 cwt. base 
(24 ga.). 
STOVE BOARDS.—Sales are holding 
up* well, with stocks well assorted. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $15.75; 30 x 30, $18.25; 
and 36 x 36, $25.40 per doz., net. 

STOVE PIPE AND ELBOWS.—De- 
mand still is strong, with stocks heav- 
ily drawn on. Prices are firm as 
quoted. 

We quote from 
f.o.b. Twin Cities: 
ga. 6-in. stove 


jobbers’ stocks, 
Uniform blued 28 
pipe, knocked down, 
at $13.60 per 100, and common iron 
6-in. corrugated elbows, $1.30; ad- 
justable charcoal iron, 6-in. elbows, 
$2.05 doz. net. 


STOVE SHOVELS.—Sales are fairly 


good, with ample stocks on _ hand. 
Prices are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Japanned, 1414-in. 
stove shovels, 50c.; japanned Jumbo 
21%-in., $1.55; japanned Jumbo Jr., 
14-in., 85¢c. doz., net. 


TIN.—Call for tin is fair, with stocks 
ample for the demand. Prices are 
steady, showing no effect of the strong 
tendency in the Eastern markets. 

‘Ve quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL 
20 x 28 tin at $14.50, and IC, 20 x 28, 
8-lb. coating roofing tin at $15.25 per 
box. 


TORCHES.—Sales are steady though 


not particularly heavy. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7.08; No. 48, qt., 
$7.48; No. 49, qt., $8.54; No. 52, qt., 
(flat), $6.96 each. Turner Standard 
Line, No. 8, qt., $5.35; No. 14, at., 
$5.76; No. 22, qt., $6.53; No. 30, qt., 
$6.91; No. 38, qt., $5.76; No. 39, at., 
$6.05; No. 92, qt., $6.79; No. 93, at., 
$7.42; No. 105, qt., $4.88: No. 205, at., 
$5,25 each. Turner firepots, No. 53, 
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$7.20; No. 3, $7.97; No. 66, $10.18; 
No. 76, $7.13; No. 34, $8.67 each net. 


WEATHER STRIP.—Sales are very 
good, with stocks beginning to show 
the results of the demand. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, % 


in., $1.85; % in., $1.85; 1 in., $2.60; 
Wirfs, $4.85, and Bosley’s, $1.25 per 
100 ft. 


WIRE.—Call for wire is fair, though 
the demand for barbed and smooth 
fence wire is about over for the season. 
Stocks are ample for the demand, with 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 
per 80-rod spool; smooth black wire 
No. 9, $3.25 cwt., and galvanized 
smooth wire No. 9, $3.70 cwt. 


WRENCHES.—Sales are steady, 
though not particularly heavy. Stocks 
are well assorted. Prices show a de- 
cline. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 8-in.. $4.20; 10-in., $4.90; 


12-in., $6.30 doz. net. 


New Personnel for 
Pratt & Lambert 


(Continued from page 44) 
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been particularly successful in his de- 
velopment of the company’s business 
with the railroads throughout the coun- 
try. 


W. P. Werheim, for nineteen years 
advertising .manager and since 1923 a 
director of the company, was elected 
treasurer and will continue to direct 
the company’s advertising. 


R. W. Lindsay was appointed assis- 
tant treasurer. Mr. Lindsay joined the 
firm in 1908 as chemist. He _ subse- 
quently devoted himself to technical 
and sales problems and became general 
sales manager in 1922, which position 
he will also retain. 


J. B. Bouck, Jr., continues as vice- 
president, in charge of the eastern divi- 
sion at New York. 


F. W. Robinson continues as vice- 
president, in charge of manufacturing. 
_As general superintendent, he has been 
| an important factor in the development 
| of the company. 
| 
| 





The present personnel of the execu- 
tives of Pratt & Lambert, Inc., is in- 
dicative of the policy of developing 
_men within the organization, for posi- 
tions of greater responsibility, rather 
than going outside for them. With the 
above appointments, the management 
represents a well rounded-out organi- 
zation, prepared to continue the policies 
_which have contributed so much to the 
| success of this company. 


Reading matter continued on page 56 
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Fold the wall away 
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—out of sight 


Almost as quickly as you can tell about it, two or 
more rooms can be made into one. A large assem- 
bly hall or gymnasium can be converted into several 
smaller, sound-proof rooms. It’s for all the world 
as if the whole wall were folded entirely away out 
of sight chen returned to its original place and 
usefulness quickly and easily. 


FoldeR-Way partition door hardware makes this 
possible. These pictures illustrate a typical FoldeR- 
Way installation. Partition doors are shown closed, 
practically sound-proof from floor to ceiling like a 
permanent wall. Open with entire equipment 
stowed away in a corner, out of sight. 


FoldeR-Way partition door hardware economizes 
space, saves time and effort, serves the greatest 
convenience. FoldeR-Way hardware prevents sag- 
ging, sticking or rattle. Doors slide or fold— 
smoothly, easily, without effort. 


Write to Richards-Wilcox for full information. 
R-W experts gladly aid in solving any doorway 
problem. What are your particular needs? 


6. 
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“A Hanger for any Door that Slides. 


AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati nee eae e..... 


Chicago Minneapolis KansasCity Los Angeles San Francisco 
Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 


St.Louis New Orleans 
Seattle Detroit 
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Weather Affects Trade in New England 
Territory—Holiday Lines Active 


(Boston office of HARDWARE AGE) 


terviewed the past week reported a rather marked and abrupt 


LMOST without exception those New England retail dealers. in- 


falling off in over-the-counter sales of all classes of merchan- 


dise. 


The general attribution was unseasonable weather. 


Instead of cool, snappy days, rainy or sticky weather was expe- 
rienced except during the closing days of the week. The improve- 
ment then could not overcome the handicap built up the first four 


or five days. 


More encouraging reports are had from the Weather 


Bureau, however, and with Christmas only a very few weeks. away 


the retail trade takes an optimistic view of things. 


Practically 


every retail store is displaying holiday goods either in windows or 
at store counters, and in some instances in window and inside with 


great credit to themselves. 


shown with greater taste this year than ever before. 


Generally speaking goods are being 


It shows 


that the growing tendency among retail dealers is to give real 
thought to the display of merchandise. 
Although retail sales have slowed up, jobbers continue to do a 


good business. 


In most cases, Boston jobbing sales for November 


to date are running neck and neck with those for the corresponding 


month last year. October, 


it turns out, was better than October, 


1925, and previous months’ sales compare favorably with last year, 
consequently it looks very much as though the final showing for 
1926 will beat 1925. The increase in jobbing sales is not due en- 
tirely to any expansion in the number of retail stores, but largely 
because of greater concentration in the jobbing field, there being 


one less house in Boston than a year ago. 


Jobbers are pushing out 


holiday goods on back orders and on new orders as fast as received. 
In addition, the call for staple hardware items holds up remarkably 


well for this season of the year. 


Despite the warm weather there 


was an excellent movement of furnace and stove accessories out of 


jobbing stocks the past week. 


AUTOMOBILE ACCESSORIES.—Pri- 
vate advices from Akron, Ohio, in- 
timate that prices on automobile tire 
casings and inner tubes will be some- 
what cheaper within the near future. 
The reduction, if it does transpire, will 


be in the form of extra discounts and 


allowances. 


AUTOMOBILES (TOY).—Retail deal-. 
ers are evincing more interest in toy 
automobiles for holiday requirements. 
is conservative in | 

_has not made much of an impression 


The trade, however, 
its purchases. 


We quote from Boston jobbers’ 
stocks: 

Automobiles.—Tov. Dodge $4.50 
each net; Ace, $5.20: Velie, $7.10: 
Hupp, $8.80; Hudson, $8.50: Wills Ste. 
Claire, $11. 40: Nash, $11.55: Jewett, 
$14.21; Overland, $14.67; Stutz, $13.26; 
Oakland, $20.55; ¢ ackard, $28.05; 
Paige sport, $34.: Fire Captain, 
$7.26; Hook and jadder. $9.75; dump 
and auto tow, $21.1 

BATTERIES.— Orders for batteries 


used in connection with radio sets con- | 


tinue to flow through jobbing channels 
in liberal volume. The weekly turn- 


over is highly satisfactory. 
We quote from Boston 
stocks: 
Batteries.—Columbia dry 
lots of 60, 32c. each net: 


jobbers’ 


cell, in 
in smaller 





ee 





bicycles for the holiday trade. 


lots, 36ce. Hot shot, in barrel lots,, 
No. 1461M, $1.65 each net: No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, 5. 
Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net: No. 
760, $1.30; No. 771, 39c. Storage bat- 
teries, 6 to 9, $9.75 each net: 6 to 11, 
$11.10; 6 to 18, $13.05. 
BICYCLES AND TIRES.—Some of the 
retail trade are beginning to ask for 
The 


rapid growth in the use of automobiles 





on bicycle sales this year. Young 
America evidently still delights in fur- 


| nishing its own motive power. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’s, 20 in., $30.50 — 
net; 22 in., $30.50: arche d bar, $31.2 
motor bike type with double b< -, 
$32.75. Women’s, 20 in., $32.75: boys. 
18 in., $29. 


Tires.—Guaranteed, lots of 25 pair, 
$2.75 per pair net; Thornproof lots of 
25 pair, $3.40 per pair. 


BLANKETS.—Certain retail distribu- 


_tors are replenishing stocks of robes 
| and blankets. 
_joying a somewhat broader market 


Robes, just now are en- 


| than blankets, presumably because of 
| preholiday buying. 


Reading matter continued on page 58 





We from Boston jobbers’ 
stocks: 

Blankets. — Stable, kersey, $1.65 
each net; burlap, $2. 40 to $3. 35, Street 
bhaiete. 2.25 to $6.85. 


Robes.—P lush automobile, 52 x 70 


quote 





in., $6.88 each net; 72 x 72 in., $10 to 
813. Woolen automobile, 52 x 72 in., 
3. 

Shawis.—Fringed, motor, 52 x 74 


in., $3.75 each peti 54 x 70 in., $4.25; 


54 x 76 in., 

BOTTLES.—There is some call for 
vacuum bottles for the holiday trade. 
Retail buying is conservative in char- 
acter, however, the trade _ evidently 
operating on the theory they can secure 
additional goods on short notice should 
necessity require. 


We quote from Boston jobbers’ 
stocks: 

Bottles. — Vacuum, brown, pints, 
$1.50 each list; Black, pints, $1.50; 
Green, half pints, $1.50; pints, $1.75; 
quarts, $2.75. Nickel plated, plain, 
pints, $2.75; quarts, $4. Corrugated 
nickel plated, pints, 2.25; quarts, 
3.25. 

Discount—25 and 10 per cent. 


ELECTRICAL APPLIANCES.—It is 
quite evident that numerous retail deal- 
ers intend to play up electrical ap- 
pliances during the coming holiday sea- 
son. At least the size of recent pur- 
chases strongly suggests so. 
We jobbers’ 
stocks: 
Hair ayers, Nos. 1 to 7, $7.10 each 
net; No ‘$6. 60: cheaper models, 


$3. 50 to 93°7 15. Vibrators, $3.75 and 
$5.50. Beaters, $3.75. 


HEATERS.—Heaters can assuredly be 
classified as useful holiday gifts, and 
should be played up as such during the 
next few weeks. The retail trade in 
general is fairly well supplied, yet each 
day finds new orders in jobbers’ hands. 


quote from’ Boston 


We quote from Boston jobbers’ 
stocks: 

Heaters. — Electric, Universal, re- 
flector type, No. 9927, $3.80 each net; 
No. 9953, $4.50; No. 9955, $4.85; No. 
9954, $5. Assortment Nos. 1 and 2, 
of three each, $9.50 net the set. Po- 
lar Cub. No. B90, in lots of less than 
12, $2.95 each net; in lots of 12 or 
more, $2.75 each net. Portable fur- 
nace, Utica, round, upright, $10 each 
list; discount on lots of less than 3, 
30 per eent, on lots of three to five. 
Ht i, per cent, on lots of six or more, 

® per cent discount. 


HOCKEY STICKS.—Buying by the 
stay-late-retail dealer shows consider- 
able vim. Most of the goods purchased 
the past week were shipped immediate- 
ly, leaving jobbers free to attend to 
subsequent retail demands. 


We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Scout, Jr., $3.30 per 
doz, net: Boys’ X, $5; Men’s X, $8; 
Men’s XxX, $10. 40; special, $15: Boys’, 
$3 a doz. net; Boys’ special, $5; 
Amateur, ae jChampionship, $11: spe- 
cial, $11; a per doz. net: 
No. 50, $3. cor ‘a $6; No. 100, $8. 

Pucks. —Stand: and "tunises. $2 a doz. 
net. 

Polo Sticks.—No. H, 95c. i. * doz. 


net; No. G, $1.50; No. C, $3.7 


RADIO GOODS.—Radio sets are sell- 
ing well, both for current retail re- 
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SELLING SUGGESTIONS HARDWARE SERIES No. 5 


Radio Owners Are Rope 
buyers 


The usual radio antenna needs a 
1,” or 34” diameter 


COLUMBIAN 


Tape-Marked Pure Manila Rope 








A—Antenna 
Wire 








An excellent arrangement is here illustrated. One 
end of the antenna wire is usually fastened to the 
house in which the receiving set is located, and as 
close to the set as possible. The other end may be 
fastened to a tree or mast, 50 to 100 feet from the 
house. 








B—Strain 
Insulator 





C & G—Rope 


) In order to overcome any trouble caused by the 
D—Pulley Yo Be es swaying of the tree or mast in a strong wind, it is 
ee best to use the pulley and counter-weight arrange- 
ee ment shown in the detailed drawing. The weight 
ee will always keep the antenna wire tightly stretched, 
and will raise and lower automatically to take care 
of any swaying of the tree. 










E—Supporting 
Wire 


F—Garden 
Hose 


or” 


When lowering the antenna for cleaning or repair- 
ing, the weight may be removed, and an additional 
length of Rope tied on in its place, thereby allowing 
the wire to be lowered without the use of a ladder. 








ne ~. 
wom © . 


ee 


ete 


For such installations, the Guaranteed Columbian 
Rope is used to great advantage. 


=~ ape al 


Columbian Rope Company 
352-80 Genesee Street 


Auburn, “The Cordage City” N. Y. 
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New York Chicago Boston 


Branches: 
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quirements and for holiday wants. 
There has been quite a drastic reduc- 
tion in some kinds of Cunningham 
tubes. For instance No. CX300A, for- 
merly $5 each list, is now $4, while No. 
CX112 has dropped from $6.50 to $4.50, 
and No. 6X371 from $6 to $4.50. New 
prices follow: 
We 
stocks: 
Tubes.—Cunningham, 
$7.50 each list: Nos. 
CX300, $2.50: No. CX299, 
CX300A, $4; No. 
CX220, $2.50; No. 
6X371, $4.50. 
Discount 30 per cent, 


SAFETY RAZORS.—Safety razors are 
attracting considerable attention these 
days. This class of merchandise al- 
ways find particular favor during the 
holiday trade. The various manufac- 
turers are putting out some attractive 
numbers this year. 


quote from Boston jobbers’ 
No. CX 3116B, 
1 and 
No. 
No. 


CxX112, No. 


We 
stocks: 

Safety Razors.—Gillette, new stand- 
ard silver, in dozen lots, $40.50 per 
doz.; new standard gold, $48.60; Bos- 
tonian silver, $40.50; Bostonian gold, 
$48.60; Tuckaway silver, $40.50; Big 
Fellow silver, $40.50: Big Fellow 
gold $48.60. Autostrop silver plated, 
$3.75 each net; gold, $4.50; ving? 4 
silver, $3.75; gold, $4.50; Roman, $3. 

Blades.— Durham Duplex, 35 sae D5 
per cent discount; Eveready, 144 
packages, 24c. per package; Gem, 144 
packages, 25sec. per package; Gillette, 
25 and 10 per cent discount; Auto- 
strop, 25 and 10 per cent discount. 


SCREENS AND DOORS.—Following 
the receipt of new price lists from 
manufacturers some days ago, local 
jobbers have issued new prices on 
screens and doors for next season, 
which show a slight reduction on goods 
ordered from stock. 


SLEDS.—Sleds are moving out of job- 
bing stocks fairly freely on old orders. 
In addition there is a fairly active 


quote from Boston jobbers’ 


movement on new buying orders. It) 
is maintained by jobbers that retail | 
stocks carried over last winter were | 


smaller than first supposed. 
We quobe from’. Boston 
stocks: 
Sleds.—Flexible Fliers, No. 1, $2.50 
No. 2, $3.17; No. ? $4; 
4, $4.34; No. 5, $5.84. Racer, 
each net; Racer, Jr., ‘$3.59. 
Speedaway, No. 99, $12 per doz. net; 
No. 100, $13.20; No. 150, $15.60; No. 
200, $19.26; No. 250, $21.60; No. 300, 
$26.40. Speedster, No. 340, $28.80 
per doz. net; 5. $32.40; No. 
350, $36; No. . Framed 
sleds, No. 52, . 54, $17.40. 
Clipper, No. 2, $10.80; No. 4, $14.40; 
No $18. Baby sleighs, No. 0, 
$10. 80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 


jobbers’ 


SNOWSHOES AND _ SKIIS.—Hard- 
ware dealers apparently are going in 
for snowshoes and skiis with a vim 
this year. Jobbers report sales as well 
in excess of those for 1925, and orders 
still coming in freely. It seems as 
though people, having learned to like 
golf, are going in for winter outdoor 
sports more than ever before. 


We quobe from Boston jobbers’ 
stocks: 

Snow Shoes.—Oxford, 12 x 46 in., 
$7.30 a pair net; 13 x 48 in., $7.30. 
Ladies, 11 x 42 in., $6.50. 

ot we 5 ft., $2.40 

$3.65: 


a pair 
net; 5% . $2.95: 6 ft., 


616 ft., 
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$4.15; 7¢ ft., 

$6. Pine, 4 ft. 
5 ft., $1.10; 5% ft., 
6% ft., $1.90; 7 ft., : 
Tubbs line, yellow pine, 4 ft., 65c. 
per set net; 5 ft., $1.05; 6 ft., $1. 50; 
$1.90. Edged grain pine, 4 

$1.75; 
; 3 Stes 
ft., $3.50; 
Rage d grain 

$3.50; 6% 

, $5.50; 8 ft., 

Professional ARa, “6 ft. $3.35; 6% 
ft., $4.50; 7% ft., $5.25; 8 ft., 


$4.85; 742 ft.. $5.35; 8 ft., 
90¢.; 


, $1.60; 


Poles. —Tubbs line, bamboo, 90c. 
each net; ash, 62c.; boys’, $4.50 a doz. 
Oxford, rattan washer, 5 ft., 54c. 
each net; 4% ft., wood washer, 30¢. 


SWEEPERS.—Carpet sweepers make 
suitable holiday presents for wives. 
Most industrious wives are always 
pleased with something new to make 
their work easier. 
We 
stocks: 
Sweepers.—Carpet, 
ball-bearing, 


quobe from Boston jobbers’ 
Grand Rapids, 
— $44 per doz. 
net; nickelec ; Standard, ja- 
panned, $36; Fn ey japanned, 
$42; nickeled, $46; American Queen, 
$54: Parlor Queens, $56. 

Toy Sweepers.—Per 
Jewell, $119; 
doz., Little 


gross, Little 
Little Queen, $41. Per 
Gem, $3.75; Bissell, Jr., 


THERMOMETERS.—A lot of thermom- 
eters also will be sold during the holi- 
day trade. There are still a great 
many families just old fashioned 
enough to make gifts at Christmas 
that will be appreciated by the whole 
household. 


We 
stocks: 

Thermometers.—lIndoor, 
8 in., $7.20 per doz. net; 
am * 3.90; No. 5121S, 
$7.20; No. 5154S, 8 in., $6; No. 5100S, 
6 in., $12; No. 5150N, 8 in., $3.60. 
Spirit, No. 5121S, $8.10. Tin case, 
No. 3001, 7 in., $1.20; No. 3003, 8 in., 
$1.38. Standard, heavy mercury, No. 
5400, 8 in., $13.20; 10 in., $14.40. 

Outside.—White enamel, 8 in., $10 
per dozen net; 10 in., $12. White 
enamel on steel, with brackets, $7.20. 
Storm Blast, 8 in., $7.20. Barometer, 
wood framed, $6.65 each net. 


WASHING MACHINES.—W ashing 
machines, as well, will find their way 
into homes at Christmas. The cost of 
having a laundry do the family wash- 
ing is steadily going up, which should 
be one of the best arguments in selling 
washing machines. 


quobe from Boston jobbers’ 
No. 5420S, 
No. 5145S, 
Temprite, 


We 
stocks: 

Washing Machines. — Voos, sea 
wave, $99 each list; No. E25, Dollie 
type, $94 each list. Discount, 331, 
per cent. Horton line, No. 40, cop- 
per, $112 each net; white enameled, 
$119; No. 34, $92.75; No. 33, $63 

lroners.—Horton line, No. 3, 
heater, $101.50 each net; 
heater, $108.50. 


quote from Boston jobbers’ 


gas 
electric 


WATCHES.—Satisfactory reports are 
had from jobbers regardingg sales of 
watches. Retailers, they say, in order- 
ing give more attention to variety than 
they do to quantity. 


We 
stocks: 
Watches.—Ingersoll line, plain dials, 
$1.02 each net; Eclipse, $1.67; Junior, 
$2.17; Midget, $2.17; Wrist, $2.33. 
With radiolite dials, Yankee, 5 
Two in One, $1.67: Eclipse, 
Midget, $2.50; Wrist, $2.67. 
Haven line, Tip-Top, plain, $1 each 
net: radium, $1.48; Tip-Top wrist, 
plain, $2.29; radium, $2.62. New 
Haven, 95c. Sports timer, $1.65. 


quote from Boston jobbers’ 


Reading matter continued on page 62 
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Herold Brothers Offers Wire 


Brush Display Card 


The new brush display card recently 
brought out by Herold Brothers, manu. 
facturer of brushes, 1104 West Ninth 


z 


ESTABLISHED 1874 VELAND, one 
Steel Wire Scratch sramees 


ct, 


Street, Cleveland, fully describes and 
illustrates the company’s line of steel 
wire scratch brushes, which include a 
shoe handle brush, curved back brush, 
household brush, straight back brush 
and bent handle brush, to suit the vari- 
ous needs of different users. 

The display card measures ten by 
fifteen inches in size, is printed on an 
attractive blue background and is 
notched at the bottom to facilitate dis- 
play on counter or elsewhere. 

Dealers are invited to write the firm 
at Cleveland for one or more of these 
attractive cards. 


Haag Gasoline Washer 


Haag Bros. Co., Peoria, Ill., manu- 
facturer of electric washers, is intro- 
ducing to the hardware trade a new 


item in a washer operated by a 4- cycle 
gasoline motor, for use in homes not 
wired for electricity. The new washer 
is made with a submerged agitator, and 
has all the other features found in the 
electric machines made by the com- 
pany. 
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“Oh! That Reminds Me” 
--Let It Remind You! 


~_j| HIS new Stock-Display Cabinet 
» “°\ will remind the customer of her 
——} need for Domes. Let it remind 
you of her need for a dozen packages! 
This new cabinet displays Domes to the 
customer and in the back stocks Domes 
for your quick selection. It makes a five- 
inch strip of counter earn over $5 sales 
daily in an average-sized hardware store. 
There’s many a five-inch space going to 
waste now. Order one of these cabinets 
from your jobber today--and add another 
profit unit to your business. 


DOMES of SILENCE 


Better Than Casters Yip Easily cApplied 
The Perfect Furniture J: Save Furniture, Floors 
Footwear and Rugs 
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Reg. U. S. Pat. OF. 
No. 995,758 which will 
be strictly enforced. 


DOMES OF SILENCE Division,-‘Henry W. Peabody & Co. 17 State Street, New York City. 
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The Synchrophase 
is also supplied 


with battery 
and in five beauti- 
ful console models. 


AN 
23 
(4, 


Quality Goods 


~ a suarantee of permanent profits 


Are: faétor in the success of your store is 
freedom from goods returned as unSatisfac- 
tory. The sum total of satisfied customers is the . 
merchant’s greatest. asset. “Come-backs: eat 

. up profits. 


How much do you lose on sets that do not stand | 
- up under reasonable service; that do not per- © 
_ form as expected; that’ need continued. servic: 

ing to keep them sold? . 


Why not build on the proven performance and 
thorough construction of the Synchrophase? 
Why not eliminate “come-back’’ loss this 
year? Investigate— . : 
Write for Booklet H A and prices ' 
-A. H: Grebe & Co., Inc., 109 West 57th Street, New York. 


Factory: Rishindnd Hill, N. Y. 
Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 


This Company 





**Good words 
gain you honor 


@ens and oper- 
in the market 


ates stations 
"ie G@EB 
WBOQ 
place; but good 


| deeds gain you 
. friends among 
x men”, 


TRADE MARK REG. U.S. PAT. OFF It is performance 
that gains the 























CLIO PID ODD DOO NOCD DNCODD OB LSP COOD CUI OGD COD CIDA CUD COX COUN CGD CU 


Synchrophase 
praise and friend- 
¢ ) ship from its 
All Grebe appara- TRADE MARK ont : 
tus is covered by brig imac ae Cf Jace Wi 
patents granted F 


and pending. 
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Holiday (,oods ie Growing Demand—Prices 
Show Marked Stability in Chicago 


(Chicago office of HARDWARE AGE) 


somewhat below this same period of last year, it must be 


W fpewron hardware wholesalers report that sales are falling 


remembered that last year’s sales were better than the aver- 


age. 


Holiday merchandise, such as toys and electrical appliances, 


are moving exceptionally well and all regular winter items are in 


satisfactory demand. 


The very fact that there is a minimum of price changes is looked 


upon as a healthy sign and proof of a firm and steady market. 


The 


only change reported this week is a decline in jobbers’ quotations 
on cotton sash cord which follows the drop by the manufacturers 


announced last week. 


Other indications of business conditions are somewhat contra- 
dictory. After a long period of successive gains in sales, the two 
large Chicago mail order houses both announce a sharp falling off 
in business last month compared with the same time last year and 


give as a reason the unfavorable weather conditions. 


Steel mill 


operations, on the other hand, in this area are holding up well and 


there is a slight advancing tendency in prices of finished steel. 
iron has already advanced 50 cents per ton. 


Pig 
Building permits 


issued last month show a considerable gain over the same month 
in 1925, although the total for the past ten months is below last 
year’s record. Actual construction work is being hampered by the 


inclement weather. 


Collections have fallen off slightly but are still considered as fair- 


ly good. 


AUTOMOBILE ACCESSORIES.— 
Sales are normally good with a very 
satisfactory demand for winter items. 


We quote 
f.o.b. Chicago: 
Spark Piugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
ion X, 45c. each; Champion Blue 
ox line, 538c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 
-_ Light. — Appleton, No. 3280, 
, —_——— skid, dozen pair lots, 
53 per cent discount. 
Jacks.—National Standard, No. 21, 
$1.10 each. 
1% in. 


Pumps. 
$1.85. 

Tires and Tubes.—30 x 3%, over- 
size cord tires, $10.50 each; regular 
cord, $7.45 each; gray inner tubes, 
30 x 3%, $1.50 each; red inner tubes, 
30 x 3%, $1.75 each. 


AXES.—Prices are expected to con- 
tinue unchanged through the current 
—— season. 


uote from jobbers’ stocks 
BR, icago: First sy on ? 
bitted unhandled axes, 3 'to 
dozen base; double pitted, 519 yp Rn 
base; good quality black unhandled 
axes, same weight, single bitted,$13 
doz., base; single bitted handled axes, 
$15. 50 to $24 per doz., according to 
quality and de of handle; special 
unguaranteed handled axes, 12 per 
dozen base. 


BOLTS AND NUTS.—Prices are firm 
with the demand normal for this sea- 
son os the year. 


ae uote from jobbers’ stocks, 
re icago: Carriage bolts, cut 
thread, 45-55 per cent discount: ‘small 
carriage bolts, rolled thread, 50-5 per 
cent discount: machine bolts cut 
thread, 50-5 per cent discount; small 
machine bolts, rolled thread, 50-10-5 


from jobbers’ stocks, 


— Rose, cylinder, 


Reading matter continued on page 64 








stove bolts, 
lag screws, 


per cent discount; all 
75-5 per cent discount; 
60 per cent discount. 


BUILDERS’ HARDWARE.—Sales are 
holding up well and prices remain un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 
$1.92 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $2.70 
per doz pair: heavy steel bevel in- 
side sets, $5.50 per doz. sets; steel 
bit-keyed front door sets, $1.50 per 
set; wrought brass bit-keyed front 
door sets, $3 per set; cylinder front 
door sets, $7 per set. . 


CHAINS.—Prices are unchanged and 
tie chains especially are in active de- 
mand. 


We quote ae jobbers’ 
f.o.b. Chicag % «in. roof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coii chains, 50-10 per 
cent discount. No. 00-44% = electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
There is a steady demand and prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The active demand for 
all items of electrical appliances is 
causing some manufacturers to fall be- 
hind on deliveries. 


stocks, 


We nel from jobbers’ stocks 
f.o.b. Chicag 
Electrical” ‘Merchandise. — 


No. 
rubber covered wire, +4 85 per 1000 
lots, $6.35. No. 


“wg 1000 ft.: in 1000 
. brush brass key 


ft.; in 1000 ft. 
lamp cords, $14.25 
ft. lots, $13.65; % 





sockets, $15%c. each; two way plugs, 


45c. each: in lots of 10, 40c. each; 
two-piece attachment ‘plugs, 12c. 
each; dry cells, boxes of 650, 32c. 
each; less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries 
No. 766, $1.40 each; No. 767, $2. 62 
each; No. 770, $3.33 each; No. 772, 


$3.62 each; No. 486, $3.85 each. 
Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 
Loud Speakers.—Western Electric 
No. 522 W, $2.50 list. Discount, 30 
per cent. 


FILES.—Prices are firm and there is 
a = steady demand. 
uote from jobbers’ stocks, 
tan Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—In spite of 
the proposed advance in prices by tub 
manufacturers, Chicago jobbers are of- 

fering specials on Nos. 2 and 3 sizes. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 2 
$6.85; No. 3, $8; 10 qt. galvanize 
$2.12; 12 qt., $2.33; 
" .60. One eal. a ga 
vanized oil cans, $2.35 doz.; 2 gal. 
4.00 doz.; 3 gal., $6. 00 doz.; 5 gal., 
1 bu. en ‘paskets, 


> eat 


after-made 
14 qt. 





7.00 doz.; 
6.20 doz.; No. % bu. bailed gal- 
vanized measures, $4.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—A good volume of orders for 
spring delivery continues to be placed. 


We uote from jobbers’ stocks 
f.o.b. Chicago: Garden hose, good 
uality molded hose, % in., 
t.; % in., 12c. per ft.; % 
per ft.; 5 ply, good quality, wrapped, 

n., 9c. per ft.; % in., lle. per ft. 
Lawn sprinklers, Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 


GLASS AND PUTTY.—Colder weather 
is causing an increasingly good de- 
mand. Prices are very firm but an ad- 
vance in A grade, similar to last week’s. 
raise in B grade, is not anticipated. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Single strength A, 25 
‘ in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount: single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount. Single strength 
B up to 25 in., 87 per cent discount, 
34 to 40 in. 85 per cent and balance 
84 per cent; double strength B up to 
54 in., 86 per cent discount; balance 
84 per cent. Putty pure grades, $3.75 
- 100 Ilb.; commercial, $3.4Qgper 100 
Ib. , 


HANDLED HAMMERS AND 
HATCHETS.—Sales are continuing in 
quite active volume, with no price 
changes. 


Pager gare 


guste from jobbers’ stocks, 
sane Chicago: First quality 16 oz. 


nail hammers, $12 dozen; Maydole, 
$12.60 a dozen; 15 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive e, 16 oz. nail ham- 
mers, $6 to 8. 
HATCHETS— 
We uote from jobbers’ stocks, 
f.o.b. Chicago: wirat’ sido de hatch- 
ets, No. 2 shingling, oz.: first 


quality hatchets, O. broad, $16. 40 
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The New 
Super-Sensitive 
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Type GXS-200A for 
distant reception and 
weak signals —equal- 
ly remarkable results 
on local stations—not 


Price $5.00 









Leviathan—most powerful 
steamship in the world— 
engines develop maximum 
of 100,000 horsepower. 


Your Customers Want More Power 
Gold Seal Power Tubes Meet This Ever Increasing Demand 


eee is asking for power tubes. All the 
new sets are wired for this equipment. Power 
tubes can be used in the older sets with an adapter. 


And like all GOLD SEAL tubes, they are made right, 
sold right and guaranteed right. They will increase 
your sales, your trade and your profits. 


Cash in on this growing demand right now. GOLD SEAL 
power tubes are made in all the popular types, includ- 
ing GSX-210, and 216-B, the most powerful type sold 
commercially. 


Insist on genuine GOLD SEAL Radio Tubes— 
Standard for all sets. 


If not obtainable from your jobber, write us for 
particulars of our attractive dealer proposition 











Gold Seal 


Radio ‘Tubes 


Jobbers! Some desirabie territories still open. Full Protection. Write for particulars. 


GOLD SEAL ELECTRICAL CO., INC., 250 PARK AVE., NEW YORK 


i Koh 











Type GSX-216B 
For use in battery eliminators to 
rectify alternating current—ad- 
vantageous in supplying the higher 
current required by power tube 
equipped sets. 

List Price $7.50 


Type GSX-171 
High power tubes for use in lase 
stage of audio amplification give 
increased volume. 


Price $6.00 
Look for the red box 


Type GSX-112 


Types GSX-201a 


The popular genera! purpose type, 
for amplifier or detector. Long life 
and high efficiency. 
Price $2.00 
Look for the blue bex 


Type GSX-Hy-Mu 
For use only in wen meen resist- 


High power tubes for use in last 
stage of audio amplification give 
increased volume. 


Price $6.50 
Look for the red box 


ALL STANDARD TYPES 


ance coupled amplification, highly 
efficient in this system. 


Price, $4.00 
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doz.; medium quality hatchets, No. 2 
shiny ling 8 dozen; medium quality 
ets, No. 2 broad, $12.50 dozen. 


H Al N DLES, AGRICULTURAL. — 
Sales continue to be very good with 
prices firm and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight- 


chucked and bored, best grade, 4% 


ft., $4.95 doz.; 5 ft., $6 doz.; XX, 4% 
ft., $4.95 doz.; 5 ft., $5.30 doz.; X, 4% 
ft., $2.65 doz.; 5 ft., $3.10 doz. 


Hay Fork Handiles.—Bent-chucked 
and bored, best grade with strap, 
ferrule and cap, 4% ft., $8.25 dozen; 
5 ft., $9.35 doz.; XX bent, with strap, 
ferrule and cap, 4 ft., ar” doz.: 4% ft., 
$6.25 doz.; x bent, 4Y, ft., $4.95 
doz.; 5 ft., $6.25 doz.; x bent, 4y 
ft., $3.25 doz.: 5 ft., $3.75 doz. 


Manure Fork Handlies.—Bent, best 


grade, 4 ft., $5.25 doz.; 4% ft., $5.60 
a? X bent, 4 ft., $4.55 doz.; 4% 
$4. 80 doz.; ‘bent, 4 ft., $2.85 doz.; 
ry ft., $3.25 doz. 
Garden Hoe Handies.—XxX, 4% ft., 
$3.80 doz.; X, 4% ft., $2.65 doz. 
Garden Rake Handies.—XX, 5% ft., 
$3.80 doz.; X, 4% ft., $2.65 doz. 


Garden Rake Handies.—XxX, 5% ft., 
$5.60 doz.; X, 5% ft., $3.55 doz. 

Shovel Handies.—Regular pattern, 
XxX, 4% ft., $6.50 doz.; X, 4% ft., 
$4.30 doz.; A handle, —_ grade, $8. 15 
doz.; X grad e, $6.60 doz. 

Spade Handies. — D handles, best 
grade, $8.60 doz.; X grade, $6.60 doz. 


HANDLES, TOOL.—Sales are season- 
ably active. Prices, while unchanged, 
are very firm. 


Ww peste from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handiles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are unchanged and a 
satisfactory volume of orders is being 
—— 


uote from jobbers’ stocks, 

—- Chicago: Heavy 7 = 
in bundles 4 in., 90c.; { 

8 in., $1.90: 10 ‘in., $3. s7. Sor doz. 

extra heavy T hin es, in bun- 

dies, 4 in., $1.40; 5 in., $1.46; 6 in., 

, $1.32; 8 in., $2.30; 10 in., $3.30 per doz. 


ICE CREAM FREEZERS.—Orders for 
spring delivery are now being placed 
in fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Ciicane: White Mountain, 1 qat., 
$4.80 list; 2 qt., $5.60 list; 3 By $6. 75 
list; 4 qt., $8. 25 list; 6 at., 45 list; 
: (ay er 40 list; 10 qt., $17. 30 list; 12 

$21. 50 list; 18, - ~ 60 list; 20 
~ $33.20 st: ie 
retic, 1 at, Bing jist: ‘at. 

3 $5 45 


qt., ”. 6. 
$8.60 list; 4 wo 417. 0 ‘ist. 
5 per cent 


t., $2.95 list; 


pairs; 


= 

$10. 75 list; 12 aqt., 
list; 20 qt., $21. 50 list. A  dlacount of 
20 and 10 per cent on all above 
prices. Acme, 2 qt., galv., $8 doz.; 2 
qt. enamel, $10 per doz,; 4 qt., 
enamel, $10 per doz.; 4 qt., enamel, 
$18 per doz. Above prices are net. 


ICE SKATES.—Sales are extremely 
_— as the holiday season approaches. 


uote from jobbers’ stocks, 
Pe Chicago: Key Clamp. Rocker 
Men's and Boys’, bright finish, 75c. 
air. Half Key Clamps, Rocker, 
omen’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and ‘Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’ : $1.40 pair: Tubu- 
lar Skates, Men's or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—The demand is_ very 
good, as is normal for this season. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 


with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.: 


15 ‘at.. 


Blizzard, $13 doz. 
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LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are being stimu- 
lated fone colder weather. 


ae from jobbers’ stocks, 
f.o. eh icago: sige ag Be oes 25, 
$8 each; No. 31 pe 65 


Be 
cat No. 35, s qt., $9.50° on 


LAWN eaeeiiaitn dias one spring 
shipment continue to be received in a 
very satisfactory volume. 


We ee a jjobjbjers’ stocks, 
f.o.b. Chica 

Lawn on oe in. ball bearing, 
5-knife, 1l-in., wheels, $12.35 each; 
16 in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16 in. plain bear- 
ing 4-knife, 10%-in. Ya $8.65 
each; 16 in. ball pearing: 4-knife, 
9-in. wheels, $7.85 each; 16 in., plain 
bearing, 4-knife, 9-in. w heels, $7.35 
each; 16 in. ball bearing, 4-knife, 8- 
in. wheels, $8 each; 16 in. plain bear- 
ing, 3-knife, 8-in. wheels, $5.85 each. 


NAILS.—Prices are being well main- 
tained and while individual orders are 
not large, the total volume is satisfac- 
tory. 


We i eedl from jobbers’ stocks, 
f.o.b. Chica 


Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Prices are un- 
changed this week and sales are nor- 
mal for this season. 
We quote from jobbers’ 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 93c. 
per gal.; 5 barrel lots, 90c. per gal. 
Linseed Oll.—Boiled, barrel lots, 
a per gal.; 5 barrel. lots, 93c. per 
gal. 
Turpentine.—Drum lots, 95c. 
Denatured Alcohol. — Barrel lots, 
42c. per gal.; steel drums extra, $6 


stocks, 


returnable. 

White Lead.—-500-Ib. Bg $13.73 per 
00 lb., net; 0- $14: 50-Ib. 
lots, BF. 25: 25-lb. ion $3.65; 12%-lb. 
lots, $1.85. 


Shellac.—(4%-lb. cuts), er $2.60 
per gal.;: orange, $2.30 per 

English Venetian Red —n Gaevete 
$3.50 to $6.75 per 100 Ib. 
kd Paste.—Barrel lots, 7%c. per 


PYREX WARE.—Dealers are making 
Thanksgiving displays and are buying 
in anticipation of the Christmas trade. 


We ell from jobbers’ stocks, 
f.o.b, Chica 

Bread ~s ithe, 212, 87.20 dozen; 
No. 214, $12 dozen. 


New Handled Se og Te oe 
No. 622, $12 doz.: No. $14 doz.; 
Oval, No. 632, $12 doz.; » § 633, $14 
doz.; Shallow ‘Oval, No. 642, $12 doz.; : 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; No. 
209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.: 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; 
232, $14 doz. 


PREPARED ROOFING.—The demand 
is good and prices are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best ade slate sur- 
faced prepared roofing, $2.20 per 
square; best grade talc surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light talc sur- 
faced, $1.10 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—The demand is showing a sea- 
sonal slowing up but prices remain 


4 cup, 
No. 


strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

No. 1 manila, standard brands, 
22l%4c. to 25%c. per lb. No. 2 manila, 
24th. per lb.; No. 1 sisal, 15%c. to 
17c. per Ib.; No. 2 sisal, 14c. to 16c. 


per 1b 


SASH CORDS.—The rement manufac- 





turers’ decline of 2 cents per pound is 
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reflected in a reduction in jobbers’ quo- 
tations. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 ——s brands, 
bs 4 per doz, hanks; No. 8, $8.45 doz. 

anks. 


SASH PULLEYS.— Prices are un- 
changed and the demand is rather slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common- 
2° in., 60c. doz.; barrels, 54c. 


sense, 
No. 105, 46c. doz.; barrels, 42c. 


doz.; 
doz. 


SCREWS.—The demand is active and 
— show no change. 


pete from jobbers’ stocks, 
f.o. My hicago: Flat head  0Obright 
screws, 7714-20-10 per cent new list; 


round head blued, 75-20-10 - cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head 0Obrass, 
72%-20-10 per cent new list. Jap- 


anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices remain at a high level with a 
— demand being reported. 


guste from jobbers’ stocks, 
a Chicago: Warranted 50-50 sol- 
der, $46 per 100 lb.; medium 45-55 sol- 
der, $45 per 100 1b.; tinners’, 40-60 
solder, $44 per 100 ‘lb. ; 
babbitt metal, $20 per 100 lb.; 
ty No. 4 babbitt metal, $14 per 100 


STEEL SHEETS.—The demand is 
somewhat quiet with prices unchanged. 


We Eee from jobbers’ stocks 
f.o.b. cago: 28-gage galvanized 
sheets, 08 pe 100 Ib.; 28-gage 
black sheets, $4.20 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
The demand is seasonably active and 
— are firm. 


uote from jobbers’ stocks, 
Py Chicago: Best full gage pipe, 
30-gage, 12c.; 28-gage, 13c.; 26-gage, 
i5%c. per joint. Corrugated elbows, 
30-gage, $1.20; 28-gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 


TRAPS.—The demand is very heavy 
the trapping season approaches. 


We uote from jobbers’ stocks 
f.o.b. Chicago: Victor, No. 0, el 
doz.; No. 1, 1.38 doz.; No. 1%, $2.44 

: 3.36 doz.; Oneida Jump, 
No. 1, S138 OZ.; No. 1 $2.81 doz.; 
No. $4.39 doz.; Gibbs Two-trigger, 
5.00 aces Gibbs Si 


le Grip, No. 1, 
1.88 doz:; No. 2, $3.35 doz. 


WIRE PRODCTS.—The demand is a 
little better than normal. Prices are 
i 


are from jobbers’ stocks 
4 o: Wire staples, No. . 
black annealed wire, $3.05 per ie Ib.; 
No, 9 galvanized plain wire, $3.5 0 per 
100 lb.; catch weight spool ee 
cattle or hog wire, $3.75 r 100 Ib.; 
80-rod spool of galvanize “hog wire, 
$3.25 per spool. Polished fence 
staples, $3. 50 r 100 lb. Wire —_. 
black, '12-mes $1. — er 100 “_. 
alvanized, 12- mesh, .95 per 100 sq. 

- bronze, 14-mesh 3 75 per 100 sq. 
ft, ’ Galvanized poultry netting: Gal- 
vanized before made, 57%-5 per cent 
discount; galvanized 


2.5 wet 6.5 





after made, 
52%-5 per cent discount. 


WRENCHES.—Prices are unchanged 
and sales are normal. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
flectrical Set, in metal cases, $2.75; 
No. 101 Master envice Set, $13.75; 
No. 202 Heavy Du Set $8. 80; No. 
404 Flexible Socket et, $7.50; No. 608 
crennoaes Drain Plug” Socket. $3.2 


Trimo, 


No. 900 Square Socket Set, $3. 70: 
1878 Giant ‘“‘Snap-on,”’ with etre 
heavy duty ratchet, 27.35. All 


Snap-on Wrenches less 33% per cent 
discount, 
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Smokeless 
powder grains, 
magnified 8 times. 











Reduces recoil—increases velocity, gives | 








closer and more even patterns 


ERCO Smokeless is a special new 
shotgun powder for long range, 
heavy duck and goose loads. 


Herco is absolutely different from every 
other shotgun or rifle powder made. It is 
not a copy of anything. It is not merely 
an improvement or a new number. It is 
in every way a real development destined 
to revolutionize your ideas of what the one 
best shotgun powder should be. And a 
patent has been applied for so that Herco 
Smokeless will remain exclusively a Her- 
cules development and product. 


And now ‘what is Herco Smokeless? It 
contains 95% of nitrocellulose, high grade 
nitrated cotton, coated with a deterrent to 
make it completely progressive burning. 


This insures low pressures, high patterns, 
and the ability to handle 1/4 and 1°s ounces 
of shot at high speed. And it contains 
something else—five percent of a special 
quick burning substance has been chemi- 
cally incorporated *with the 95% nitro- 
cellulose to make Herco burn cleanly, uni- 
formly and certainly. 


Being both progressive burning and es- 
sentially hon-hygroscopic, as well as being 
certain and uniform in ignition, and regu- 
lar in burning, Herco combines a// the 
good properties of each type of shotgun 
powder previously manufactured. 


It took time to develop Herco Smokeless, 
but we made it RIGHT! 


HERCULES POWDER,COMPANY 


(INCORPORATED) 


910 King Street 


INFALLIBLE - HERCULES 


Wilmington, Delaware 


a HERCO SMOKELESS 
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Hardware [rade Is Fair in Pittsburgh 
District—Collections Reported Good 


(Pittsburgh office of HARDWARE AGE) 


UST fair about describes business in hardware in this district. 
A good many goods seem to be wanted, but they are purchased 
in very small quantities and the jobbers are as busy as they 


would be with twice the volume of business. 


Retailers also are 


finding business to be neither very bad nor very good. There has 
been some concern over the fact that temperatures have not been 
as low as they are expected to be at this time of year and this has 


cut into heater and heating accessories business. 


It is an axiom 


of the trade that if there is not a good movement of stoves, heaters 
and the fittings by Dec. 1, the business of the winter can be counted 


on to be small. 


The staples are moving steadily enough, but not in 


large lots, and that also is true of the seasonal items, while coal 
mining supplies still feel the stimulus of full engagement of the 
mines in this part of the country, although in the past fortnight 
there has been a considerable decline in prices. 

The reaction, however, has not been sufficient to bring prices be- 
low a profitable level, even on the advanced wages rates recently 


established. 


BATTERIES.—tThere is general satis- 
faction over the movement of dry cell 
batteries. Those for flashlights are 
doing well and while radio batteries 
are not moving in the volume they did 
prior to the heavyweight championship 
fight and the World’s Series games, 
they are selling with great constancy. 


Jobbers’ quotations to retailers 

f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 

. 7 Oe $1.05 $0.97 
| a ew cen ance 1.22 1.14 
 _ 2 pee 1.32 1.22 
Beene 1.40 1.30 
—l Oe 2.62 2.44 
jj Gr erergenier+ 2.62 2.44 
ak, Me oénecesvensen Ee 3.00 
a, Mt Neiedndebeas ee .42 .39 
I = as ds ie ba ec ie .40 .35 

No. 6 dry cells, ignition type unit 
packages, 32c. each; broken, 36c. 

Flashlight. —NOo. 935, 9\%c. each; No. 
950 +s ~~; No. 790, 22c.; No. 705, 
21lhc o. 760, 18c.: No. 15 


ot Shot. —No. 1461, 
$2.35. 


BOLTS, 
mand is more notable for its constancy 
than size. 


1, 24c 
$1.70; No. 1662, 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list: stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list: nuts, hot 
pressed square, tapped in 3 Ib. boxes, 
% in., $16 per 100; 5/16 in., $14; % in., 
$il: % in., $10; % in., $10; % in., $8; 
% in., $7.50; rivets, small wagon and 
tinners, 60 per cent off list. 


BUILDERS’ HARDWARE.—Business 
is quieter than it was earlier in the 
fall, but there are still a good many 
fair-sized projects against which deal- 
ers here are figuring, among them the 
new Herron Hill High School and an 
extension to the Montefiore Hospital. 


GALVANIZED WARE.—Very steady 
demand is reported here for this line, 
with prices 


well maintained. The 


* Reading matter continued on page 71 











GAME TRAPS. 
'reported for traps. 





NUTS AND RIVETS.—De- | 





American Sheet & Tin Plate Co., has 
reaffirmed present prices for galvanized 
sheets for the first quarter of next 
year. Jobbers quote: 

Pails, 12 qt., $2.50 per doz.; 
$2.85; tubs, No. 2, plain, $7.50 per 
doz.; No. 3, plain, $8.50; No. 22, with 
wringer attachment, $8.25: No. 33, 
with wringer attachment, $9.50. 


14 qt., 


ae 





s 
Jobbers quote: 


, $1.28 per dozen; 


Coil apring No 
1, Stee ai No. 1, 


Victor, $1. 38: 


$1.38; jump, No. 1, Gibbs, 2- 
trigger, $5 per doz.; single grip, No. 
1, $1.88; No. 2, $3.35: No. 3, $5.50; No. 
4, $6.70. 


GUNS AND LOADED SHELLS.— 
Good call continues for shells and guns 
and rifles are finding a steady sale. 
Jobbers quote: 

Shot Guns.—Double barrel, Ithaca 
field, hammerless, $30.50 each; No. 1, 
$38.30: No. 2, $46.55: Winchester re- 
neating, No. 97, hammer, $31.80; No. 

2 hammerless standard, $37.50; tour- 
nament, $56.85. ; 

Rifles.—Winchester, No. 56, sport- 
ing, $16.35 each: No. 57, target, $19.10; 
No. 1894, solid frame, $25.90: take 
down frame, $35.40; Savage, No. 1899- 
i, $30.60; 18-99-F, $33.85; No. 
1899-G, $37.5 

Loaded Sheils. —Winchester, repeat- 
er, R-76-D, soft, $34.74 per 1000; 
chilled, $36.85. 


HEATERS.—Retail sales have been 
rather light lately on account of mild 
weather, and sales by jobbers have 
been affected to some extent. There is 
still time for a normal movement, how- 
ever. Jobbers quote oil heaters: 
Nesco, No. 12, $3.75 each; No. 
$4.75 each; No. 016, $5.50 each. 
liance, No. 20, $4.60 each; No. 
eac 
HEATING ACCESSORIES.—Sales 
have suffered some recession on ac- 
count of mild weather, but warm 
weather at this time of year can only 
be temporary. Jobbers quote: 


15, 
Re- 
30, $6 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in., 18c. each; 
18 x 30 in., 27c.; 20 x 30 in., 28c.; 


22 x 30 in., 3ic.; 24 x 30 in., 36c. 
doz.; %-lb. packages, $4.50. Fiber in 
%4-lb. packages, $2.40. 

Coal Hods.—Japanned, 
per doz.; 17-in., $3.60; galvanized, 
16-in., $4. 65; 17- in., $5; 18-in., $5.50. 

Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 


16-in., $3.40 


round handled poannes. 60c. to 
$1.10; alvanized, ng rtd 
Break No. 10, $4.25; No $4.6 
No, 20, $4.80. 

Furnace Scoops. — No. 150-B, $8 
per doz.; No. 30, $5.50; No. 81, $4. 50. 


Gas Connections. —Lead, 12 in., 25c. 


each: 18 in., c.; 24 in., 37c.; in., 

40c.; 36 in, 45c. Flexible steel tubing, 
3- ft. lengths, 

18¢. ; 22c. Cioth inserted aS 


5e. Le Seat. 


Stove Boards. — Wabash, 
paper lined, “te owe 2s x in., 
6.25 per doz. : 24 x —_. wee 50: 
6 x 20 in., $8: ‘es = 38 tn, $9.50; 30 x 
30-in., $10. 80: 32 x 32 in., $13. 20; 35 x 
35 in., $16.20; wood lined, orvemittesd. 
24 x 25 in., "$12. 60; 26 x 26 in., $16; 


square, 
18 


28 x 28 in., $18; 30 x 30 in., 20; 33 x 
33 in., $24: 36 x 36 in., $29. 
Stove Pi and Elbows.—Polished 


stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6 in., 
$15 per 100 joints; elbows, $1.48 per 
doz, Nickeled stove pipe, 4 in., 85e. 
per joint; elbows, 75c.; collars, 40c. 


MINING SUPPLIES.—Good business 
continues in these lines the direct re- 
flection of the prosperous times that 
the soft coal industry now is having. 
Jobbers quote: 

Lamps, $9 to $12.50 per doz.; 
$1.60 to $4 per doz.; picks, 
$5.50 to $7.50 per doz.; black, $3.75 to 
$5.50; carbide cans, $1 to. $1.25 per 


doz.: powder cans, 5 Ib., $2.25 to $3 
per doz. 


PAINTING SUPPLIES.—A slight ad- 
vance in linseed oil is the only change 
in prices. Business is fairly good for 
the time of year. 
Prices to retailers: 
Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead, 15%c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.03 per gal. in barrel lots; raw lin- 
seed oil, 12.5c. per Ib. in barrel lots. 
SHEET METAL.—Sales out of Pitts- 
burgh warehouses are very satisfac- 
tory. Prices are holding at recent 
levels. 
We quote sheet copper at 22'%c. per 
lb. from jobbers’ stocks in lots of 
300 Ib. or more, and 26%c. per Ib. in 
single sheets; sheet zinc, 13c. per Ib. 
in loose sheets, 12c. in 100-lb. casks; 
11.80c. in 300-lb. casks, and 11.80c. in 
600-lb. casks. 
TIN AND TERNE PLATE.—Reaffirm- 
ation of present prices for first quarter 
to jobbers and for the first half of next 
year to manufacturing consumers of 
tin plate by the American Sheet & Tin 
Plate Co. point to a continuance of 
present warehouse prices. 

Pittsburgh warehouse prices: 

Roofing ternes, 8 Ib. I. C. 20 x 28 
in., $13.90 per pkg.; 20 Ib. I. C., $19; 
25 Ib., $21; 30 Ib., $22.50; 40 Ib., I. C., 
$25.35. Follansbee forge _ roofing, 
$25.75; furnace plate, I. C. L., 20 x 
28 in., $13.50 per box of 112 sheets; 
I X L., $15.50. 


blue neste 


caps, 
finished, 
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Overtime Eliminated 
Yet 


A. W. Gerstner Company’s 








accounting moves smoothly 


— quickly — economically 


HERE has been no need for overtime 

work in A. W. Gerstner’s accounting 
department since 1921. In that year Elhiott- 
Fisher equipment was installed—and here is 
what this company writes us about it: 


“Since using Elliott-Fisher we have eliminated 
all overtime and trial balance difficulties and our 
statements are always in the mail on time.” 





Such accounting precision is possible because 


Elliott-Fisher performs many operations at al Yi at re A Why the Elliott- Fisher 
one time. It keeps records—checked and LO gg cal equipment shown above 
f all he d h 3 gh handles Gerstner’s ac- 
accurate—of all transactions the day they 7 pence -sinermaccancsiocand 
are made. It writes the audit sheet, the 7 O/) feally thaw any other 
' ; : : metbod 1s aninterest- 

ledger, and other required copies in a single ee eae 
operation. The time saved by thus combin- | pon below brings 


ing work is used to handle accounting details you the details. 


that might otherwise be neglected. 


Scores of hardware companies find that 
Elliott-Fisher banishes duplicate work, 
speeds up accounting, and costs them less 
to operate than less eficient methods. Yet 
no change in your accounting system is re- 
quired to get the benefits of Elliott-Fisher. 


How representative hardware companies 
are profiting by using Elliott-Fisher is inter- 
estingly explained in “Volume and Expense.” 
We have a copy of this booklet for you. 
Mail the coupon for it now. Elliott-Fisher 
Co., 342 Madison Avenue, New York City. 


Service and Supplies are second only in importance to machines. 
You can depend absolutely on E-F Service and EFCO Supplies. 





New—The Automatic Electric 


To the mechanically perfect Elliott- 
Fisher machine has been added— 
electricity. All the exclusive Elhott- 








Fisher features have been retained — Elhiott-Fisher Company 
power now does what hands once 342 Madison Avenue 
did. Just Write— Elliott-Fisher does New York City. 


the rest— Just Right. j 
Gentlemen: Please send me a copy of your book- 


let “Volume and Expense.” 


Elliott -Fisher | «= 


City.... 


AUTOMATIC ELECTRIC State 





























ACCOUNTING MACHINES with the FLAT WRITING SURFACE 
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MARKWELL 


Improved 
Automatic 
(lazier’s 
Point 
Drivers 






Save Time 
Produce 
Better Jobs 


The Latest Ne 
/, 


amprovement in ‘a Yf 
the Glazier’s . NY. 


Faster Than the Ordinary Driver 
IMPROVED DRIVER—will fit into 5 inch light of glass. Special attach- 


Point Industry ment will enable you to work on 3 inch light of glass. Operates per- 


fectly in any position. 
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Showing the Markwell Improved Point Driver in operation Showing the Markwell Improved Point Driver in a horizontal position 
in a vertical position. on French doors. 
Quick Loading Magazine with 50% Extra Capacity. GUARANTEE :—Markwell Improved Point Drivers Are 
Loose Weight Abolished. Guaranteed Against Faulty Workmanship or Defective 


f One Year. 
Parts strictly interchangeable—no sloppy fits, A Real Tool—Rugged petei! for $5.00. nag ogy ee lots, $4.00 each, dozen lots, 
in Strength—-Neat in Appearance. $3.50 each, two dozen lots or over, $3.25 each. 


MARKWELL No. 1 DIAMOND POINTS are packed in Telescopic Packages of 5,000. This 
package prevents waste. 
We Guarantee Better Points—Fall Count and Perfect Lamination. Also 
Quick Shipments. Markwell No. 1 Diamond Points 
50,000 Points to a box (10 Packages of 5,000 each) 


ee Te 


. PURE ZINC STEEL 
. % Same Keng fer He. 5 Sevres 10 box lots, per box.........-. $3.67 % 10 box lots, per box............. 83.80 
50,000 Points to a Box 20 box lots, per box........... 3. 20 box lots, per box...........-. 3.55 
(10 Packages of 5,000 Each) 100 box lots, per box........... 3.80 100 box lots, per box............. 3.40 
For points put up 5,000 in a package—50 packages in a case, deduct 5c. for each 50,000 points. Prices are F.0O.B. New York. 


Remember we pack 50,000 points to a box. Full Count. (10 Packages each containing 5,000). 
Our Tempered Steel Points Make “Redrawing” Unnecessary. 


H. A. MARK WELL MANUFACTURING CO., Inc, 17! Franklin Street 
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Do, | 
Butcher Steel 


\as In Safety Form 


The butcher and the chef jor AM ONE CU: S g, 


will use no other sharpening 
device than the old reliable 
butcher steel. They know 
that no other sharpener will 
produce so keen an —_ 
without wearing the knife. 


Now the housewife, too, may 
have Butcher Steelina form 
that 1s absolutely safe and 
which requires no skill or 

ractice to secure a sharp, 
asting edge. 
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The Monarch Safety Knife Sharpener has no 

wheels or discs to wear the knife. There are De Luxe Model 

just four little Butcher Steels, so arranged that $1.50 

a few strokes, with very little pressure, will ™ sales tad 

_—_ ‘. im smo’ “—. — to Bane rack 4 
utcher’s knife. e Monarch is beautifully [Je 

nickel plated and retails for $1.50. a _" 


An extensive national advertising campaign, 

supported by an effective array of selling helps, Junior Model 
is creating demand for the Monarch. See our 75¢ 
ads in Ladies’ Home Journal, Good House- 
keeping and Liberty. One store sold 30,000 in SECTIONAL VIEW 
one year. A profitable item that will sell in- fe 
stantly upon demonstration. Sold only through Gi, 
legitimate jobbers and retailers. Write for our a 
attractive dealer proposition. a 


Jaywoolf Manufacturing Company 


512 FIFTH AVENUE - NEW YORK CITY 
Distributed Through These Leading Jobbers: 













BARRETT HARDWARE CO.......-ccsccecccececeseeeeeesserees Joliet, Til. 

BLISH, MIZE & SILLIMAN HDWE. CO........6-60005: Atchison, Kans. 

BUFFALO HARDWARE CoO. .........:sceccsececeseeseeees Buffalo, N. Y. 

HIBBARD, SPENCER, BARTLETT & CO...... ccc ceseccensencess Chicago 

Re TEE MR OM ec ccccestcccccoccscssecoces 610 Buhl Bldg., Detroit, Mich. 

LEE-KOUNTZE HDWE. CO..........ccvcccccvcccsesscecccss Omaha, Nebr. 

THE LORING LANE CoO......... cece cece ee eeee 53 Beach St., New York 

TVs yy BS Vile 3 err ere err ere Rochester, af R.5 

PAXTON & GALLAGHER CO..... 0... ccc cece nec eeeeenes Omaha, 2 1 NICKEL PLATED—HIGHLY POLISHED 





Rochester, 
.. St. Louts, Mo. 


*eereeeeeeeeeeoaeeeeeeeeeeewneneeeneeeen ew weneeeeenenee 
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MORE SALES 
No. 1 

_ TURRET HEAD 
GLASS CUTTER 


eee a eC See The Standard Pack for the 

; ERROR Original Turret Head 
Glass Cutter Now is a 
Carton of One Dozen 
That Opens Up into 
an Effective, Compact 
Counter Display. 
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Putting this old favorite right out on the counter where it is constantly in sight 
is going to push the sale of this good tool to new record heights. 

Six precisely honed wheels, actually tested on glass before they are assembled, 
with just the proper clearance in the frame are responsible for the preference gener- 
ally accorded No. 1. 

Give this new carton an opportunity to demonstrate its ability to still further 
boost your sales of glass cutters. It only requires a few inches of counter space and 
is less than 6 inches high. 

Be sure to specify No. 1 Turret Head Glass Cutters on your next order. 


GOODELL PRATT COMPANY Loolemithe Greenfield, Mass., U.S.A. 


GOODELL- PRATT 


i co) ©] OF 67010) 0s 010) Come 
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Note how the entire right hand side of the Smith Hardware Co. store, Chicago, is given over to the display of tools and 
equipment. Also, insofar as is possible, tool displays are grouped according to trades 


Smith Sells an Average of 
$200 Worth of Tools Per Day 


Smith Hardware Company, Chicago, Illinois, Groups Its Tool Displays 


According to Trades—New Customers Obtained 


Through Regular Advertising 


CCORDING to Raymond Smith, of the Smith 
A Hardware Co., Chicago, tools may be divided into 
two distinct classes—the high grade tools, 
nationally known and sold in hardware stores largely 
to skilled mechanics and the cheap tools carried by 
the 5 and 10 cent and other chain stores and designed 
for household and kitchen use. It is his further con- 
tention that these two grades of tools cannot be success- 
fully mixed—if a hardware store desires to build up 
a business on good tools, the cheap tools have no place 
in the stock. Mr. Smith says, “When a man earns 
his living with tools he can’t and won’t fool with cheap 
ones”; in other words the real mechanic wants the 
best that money will buy for he realizes that it 
means economy in the end. 


Soundness of Theories 


The soundness of Mr. Smith’s theories on tools mer- 
chandising is ably supported by the fact that the sale 
of high grade mechanics’ tools in the Smith store 
equals in volume the sale of all other items combined. 


The complete stock of tools carried will inventory on 
the the average from $10,000 -to $12,000 and turns 
better than five times annually. 
Displays Are Grouped 

Practically all tool sales are made to mechanics who 
either live in the neighborhood or work in nearby 
factories. It has been the experience that fully 75 
per cent of these men ask for the tool they want by 
the maker and will not accept any substitution. The 
largest problem in the tool department, according to 
Mr. Smith, is the maintaining of the stock. Very few 
of the mechanic purchasers ask for the clerk’s recom- 
mendations or assistance in selecting tools but have 
definite ideas as to what they want and how it should 
be used. 

The entire right hand side of the store is given over 
to the tool department, wall cases running the full length 
of the room with samples of every item on display 
doors. As far as possible the display is grouped ac- 
cording to trades—the carpenters’ tools in one section, 
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the masons’ tools in another and so on. One of the 
two front windows is used for a tool display the year 
around which is changed at frequent intervals. 

New tool customers are continually being reached by 
regular advertising in the foreign language news- 
papers and labor periodicals published in Chicago, for 
many of the skilled mechanics seem to be of foreign 
extraction and an advertisement printed in their own 
language apparently carries additional prestige. Old 
customers are held by simply having in stock the 
high grade tools for which they ask. 


How About Pliers? 

Some of the largest and most successful retailers of 
tools won’t have cheap, poor quality goods in their 
stores. They may have for competitive purposes tools 
of good quality that can be sold at fairly low prices 
because of saving in manufacture obtained by omitting 
fine or superfine finishing and fitting, but these tools 
are honest, they are made of good quality material, 
their lack of finish is apparent—they can be sold for 
their face value. As applied to pliers, it’s foolish to 
handle cheap goods—Tools are one of the lines E. C. 
Simmons had in mind when he created the phrase— 
“The Recollection of Quality remains long after the 
Price is forgotten.” 

Pliers because of their need and use for so many 
purposes are salable to a very large percentage of the 
regular and casual customers of every hardware store. 
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Offerings of pliers sets for electricians, home workers, 
motorists, and others, will interest many people. Pat- 
terns salable to electricians are lineman’s, oblique 
cutting, diagonal cutting, end cutting, long nose, round 
and flat with and without side cutter, buck bill long and 
curved nose. Pliers salable to motorists, farmer and 
home users are slip joint combination with and without 
side cutter, regular flat and round nose, long flat and 
round nose, button pattern and gas pipe pliers. Of 
course the farmer will also buy staple pulling patterns. 

Pliers especially salable to milliners, women workers 
and for household use by women are milliner’s short 
nose side cutter, milliner’s long round nose side cutter, 
diagonal cutters small sizes, long needle nose, long flat 
nose. 

All of these, except the regular milliner’s pattern, are 
salable for many purposes and will appeal to people, but 
as aforementioned, women other than the workers who 
use pliers in their vocational work, like to use pliers 
around the home. There are many opportunities for the 
women of the home using one of the tools that seems to 
especially lend itself to their hands. 

Pliers are one of the creative sales items of the tool 
department. Good displays will create sales, especially 
if the display carries the message or suggests the use 
and purposes of the various patterns. 

Ticket, revolving and single tube punches can be in- 
cluded with pliers. 





Beware of the Iron Safe Clause 


N idle question which I directed to a client last week 

disclosed the fact that he had never heard of the 
iron safe clause in his fire insurance policy, although 
he carried fire insurance on his stock and fixtures 
amounting to about $50,000. 

The case books show that many an insurance policy 
has been forfeited, after a fire, because of ignorance 
(or carelessness) concerning the iron safe clause. All 
policies on stocks and fixtures contain it, usually in 
about the same form. It requires the owner of the 
property to take a complete itemized inventory of stock 
on hand at least once in each calendar year, to keep a 
set of books “which will clearly and plainly present a 
complete record of business transacted, including all 
purchases, sales and shipments, both for cash and 
credit,” from the date of inventory, and to keep such 
inventory and books in a fireproof safe at night, and 
when the building in which the goods are stored is not 
open for business. The clause provides that if the in- 
sured can’t produce such a set of books after a fire, he 
loses his insurance. 

A case, the report of which lies before me as I write, 
shows clearly what can happen if this clause isn’t 
obeyed. A general storekeeper named Wright had a 
very substantial stock, consisting of groceries, dry 
goods and hardware, and took out insurance enough to 
cover it in the Union Insurance Company. His policy 
contained the usual iron safe clause. A fire occurred 
and consumed practically his entire stock. When he 
made demand on the Union Insurance Company, the 
company asked for the complete set of books required 


by the policy. It then developed that the day book, the 
only itemized account of all sales made on credit, had 
been accidentally (or carelessly, more probably care- 
lessly) left out of the safe and had been burned with 
the stock. The balance of the books were unharmed 
in the safe. The insurance company thereupon refused 
to pay. 

Wright then began a mad scramble to get around 
the iron safe clause. His attorney developed a conten- 
tion that a complete picture of Wright’s business could 
be gotten from the other books, and that the day book 
wasn’t needed. Wright’s bookkeeping system consisted 
of a cash book, a day book and a ledger. The cash 
book contained the cash sales, the day book the credit 
sales, which were the bulk of the business, and the 
ledger was posted daily from the day book. Of course, 
since the items of the credit sales were written once 
in the day book, they were not written again in the 
ledger. Only the lumped items like “dry goods,” etc., 
appeared there. So that when Wright’s lawyer con- 
tended that the ledger contained a record of all the 
credit business, the court replied that it did not contain 
the individual items. To get around this Wright pre- 
sented a very elaborate calculation, which purported 
to show that the day book wasn’t a necessary part of 
the bookkeeping system, but it failed. The court thus 
discussed it: 

“The object of the iron safe clause is to enable the 
insurance company to ascertain the extent of the loss. 





(Continued on page 78) 


Reading matter continued on page 74 
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All Leaders in the File Field 





Internationally recognized as the 
standard of perfection in files and 
rasps, these brands are well known 
among buyers, users and distributors 
of files. Each stamped trade mark 
is the sign of a dependable product. 


In Industry files stamped with 
NICHOLSON Trade Marks are 
making file history. Farmers, me- 


chanics, carpenters and home tool 
users find them an indispensable 
part of their tool equipment. 


Display and sell files stamped with 
the NICHOLSON FILE COMPANY 
Trade Marks with the assurance that 
the world’s largest manufacturer of 
files and rasps stands squarely 
behind you. 


These brands can be purchased through Hardware Jobbers 


NICHOLSON 
X. F. Swiss PATTERN 
KEARNEY & FOOT 


BLACK DIAMOND 
EAGLE 
McCLELLAN 


AMERICAN ARCADE 
GREAT WESTERN 
J. BARTON SMITH 














Mechanies are Reminded 


“To buy from YOU instead of US’ 


Armstrong advertising to mechanics is 
accomplishing a two-fold purpose: 
i—It is keeping them SOLD on the 


quality of GENUINE ARM- 
STRONG PIPE TOOLS. 


2—It is continually reminding them 
“To buy from YOU instead of 
US.” 


Mechanics benefit because they can 
obtain GENUINE ARMSTRONG 
PIPE TOOLS without delay from their 
local dealer. Dealers benefit through 
increased sales and profits and because 
these well known tools have given un- 
failing satisfaction for more than sixty 
years. 


Keep supplied through your Jobber. 


The ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 


BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 














uct 1S TRONG’ 


AR DIES , WAT TT awo STEAM FITTERS’ 
TOOLS AND THREAD SING MACHINES 
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Photographs and Character 


EFORE a careful photographer takes a picture, 
B he first makes sure that there is no disturbing 
note in the scene. He arranges everything just so, 
sees that there is no litter in the foreground, no untidy 
elements in the background, nothing whatever to spoil 
the final result. 


It may take him a little while to get “set;” but he 
knows that his picture is to be made for all time and 
that the seemingly inconsequential thing, if neglected, 
will mar the picture’s beauty forever. 

So with character. If we’re not careful of the 
thoughts we have today, they will show on our faces 
tomorrow. If we don’t put ugliness and meanness in 
the discard, then ugliness and meanness will crowd our 
lives until Mr. John Undertaker undertakes to under- 
take us. The smiling soul radiates beauty forever. The 
happy thought we have today leaps into the great In- 
finite to herald our coming when life’s job is done. And 
in like measure some ugly, uncorrected spot in our lives 
will fasten itself upon us and handicap us until the 
crack of doom. 

Let’s watch for the seemingly little bad spots and 
remove them from the scene so that the picture of our 
character will smile back at us and radiate beauty and 
gladness for all time to come. 





Good Fellowship Week 


\ \ ] E’VE had weeks and weeks galore: prune week, 

paint week, orange week, old-home week, flour 
week, vacuum week, and lots of other kinds of weeks. 
Now how about a good-fellowship week? 

We don’t like Bill; Jim makes us tired; Tom’s job 
should belong to us; Fred is so hard to understand. 
And so forth and so forth. Then we go on our way 
with a frozen smile and a cold heart. Maybe the other 
fellow has his faults. So have we. Perfection in man- 
kind has not yet been reached. Then how about a little 
good fellowship week, when we’ll see the good in folks 
and warm up to it like a kitten to a ball of catnip? 

Ever see an icicle warm in the sun? Lots of human 
icicles are waiting to be melted by the warmth of a 
smile. Many a kindly fellow-feeling toward you is 
waiting to be shaken up and out by a slap on the back. 

So here’s for good-fellowship week. Doesn’t need to 
be advertised for weeks ahead as something good that’s 
coming. No, siree. It’s right here—it was right here 
last week, but we might have missed it. It’s still here. 
And that’s a fine thing about good-fellowship week—it 
perpetuates itself week after week. 

Today, now, let us hop right to it and dig down below 
our cold upper crust to the warm spot beneath. We'll 
be surprised to find how many other warm spots radiate 
in our direction. Folks: good-fellowship week is here— 
and it is ours! 




















‘November 18, 1926 


A New Year’s Thought 


ND as they journeyed toward the City of Ideals 
A they came upon a Pilgrim plodding aimlessly 
along the road. “Whither art thou bound, brother?” 
asked the first of them, for he perceived this man did 
not go their way. “Nowhere,” replied the Pilgrim list- 
lessly; “just traveling.” 

Idle some day and watch the World and his Wife go 
by. How readily you can perceive those who have a 
destination and those who have not. With purposeful 
stride the former quickly pass your range of vision. 
With lagging step and hesitant air the latter slowly 
move along. You can write it down that no man was 
ever successful who did not have an objective—a goal to 
reach—an attainment to achieve. 

Years ago, when I was at a most impressionistic age, 
I had the good fortune to have a real business man for 
a mentor. Of his good advice I recall much, but noth- 
ing so vividly as this: 

“Set a goal for yourself; attaining it, set another. 
And keep your sights raised high.” 

He started life as a clerk in a little two-by-four store. 
His goal was to become proprietor. He attained it. 

His was a specialty store. The natural result—the 
next step—was to become a manufacturer of the spe- 
cialty he sold. He attained it. 

From that point to become the leading manufacturer 
in his line—first, in his country, next in this country, 
finally, in the world. He attained all of those. 

I have not talked with him for years. I do not know 
what goal he has set for himself now. But I do know 
that he has a goal, for he knows better than anyone else 
that the success he is today is directly traceable to set- 
ting a mark. 

An objective in life gives you purpose, poise and 
push. You work for a cause and for an effect. You 
progress because you have a definite point to reach. 
You get there, because when you are headed in a certain 
direction and keep moving you are bound to finally 
arrive. Simple, isn’t it? The man without an objective 
can be likened to the traveler who takes a train without 
knowing—or caring—where it goes; buys $5 worth of 
mileage and is ultimately put off at a water tank or a 


junction. The prospect of such devil-may-care adven-. 


turing may be alluring, but it creates no firesides 
whereat one may warm the shins in old age. 

If I were starting my business life today I’d set a 
goal with my watch this morning. It might be no 
higher than that of the next clerkship in line, but at 
least it would be something definite to tie to, something 
tangible to work for. And after I’d reached it, I’d sight 
another objective. And so on and on until the possi- 
bilities and opportunities were exhausted. Then I’d 
seek new fields to conquer, for once the habit of setting 
a goal becomes established, there are no boundary lines. 

All of which may bring the natural query: ‘What is 
your goal today?” 

To which I will cannily reply: “I shall not tell you.” 

You might try to beat me to it. 

Let me counter—“What is yours?” 
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Supremacy! 





ARCADE 





No. 4 CRYSTAL 
COFFEE MILL 


Good Housekeep 
Gp “ he Institute 


Your customers will be interested in 
the many outstanding features that 
make the No. 4 Crystal Coffee Mill 
supreme in this line of hardware. 
Finished in either blue, white or black 
enamel. Adjustable grinding burrs, 
air tight glass cannister and graduated 
glass receiving cup. These are pcints 
of real merit that your customers will 
not overlook. Truly a handsome and 
serviceable mill! 


Arcade Crystal Coffee Mills have 
been reliable sellers for many years. 
A stock of these mills will assure you 
Ceyetal a steady and profitable business the 
" year round. A complete line, includ- 
ing styles of box and glass mills. 


An Arcade Display Stand 
with coffee mills attached, 
will invite interest and many 
favorable comments from 
your customers. This stand 
is beautifully white enameled 
and is supplied by us gratis; 
customers being invoiced for 
mills only. Set up in a 
prominent place in your 
store, it will show to ad- 
vantage the many good sell- 
ing features of Arcade Crys- 
tal Coffee Mills. 


Write us for catalog. 
Ask your jobber for prices. 


ARCADE MANUFACTURING CO. 


Freeport, Illinois 


ARCADE 


oH i oe Ce Ve Pe be 
ona TOY. 
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Memory Courses Not Needed! 
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By Harry Botsford 


’ @ NHE other day some optimist sent us a large and 
| very bulky envelope, crammed full of literature 

that, in high and sounding phrases, sang the 
praises of a certain memory course administered by 
mail. The literature pointed out the awful danger that 
the business man exposed himself to in forgetting va- 
rious and sundry odds and ends. “Remember every- 
thing, and you are bound to be successful!” was one 
of the messages that shouted at me from one of the 
printed pages of the circular. 

The proposition wasn’t attractive! As a matter of 
fact I hold to the opinion that the American business 
man doesn’t need a memory course; if he needs any- 
thing, probably it might be a course in forgetting! 

As a matter of fact, much of this business of living 
efficiently and happily is due to our ability to forget 
certain things. Indeed, much of the unhappiness and 
inefficiency of business life and endeavor is caused by 
ability to remember certain things much better for- 
gotten. 

Suppose we did remember everything! What a cha- 
otic condition business would be in! Suppose we re- 
membered (and cherished!) all of the old ideas of mer- 
chandising! Suppose retailers still clung to ancient 
methods of display; to the old-time methods of book- 


keeping; to the old-time system of store-heating—sup- 
pose, for example, we still clung to the caveat emptor 
complex! 

Who wants to remember the grudges and the minor 
fights of yesteryear? If remembering them happened 
to be a profitable business, if their memory brought to 
us any degree of happiness, there would be some excuse 
for devoting energy and time and thought to the busi- 
ness. 

The other day a representative of a great manufac- 
turing concern approached the head of a certain retail 
business in a town of 15,000 in the East. In a frank 
manner he put before the retailer an attractive propo- 
sition. “How would you like to handle our line of 
goods exclusively in this territory?” he asked. 

“I’m not in the least interested,” said the retailer 
sulkily. 

“Why not?” questioned the representative anxiously. 
“We are the biggest in the field; we advertise nation- 
ally, creating good will and building up consumer inter- 
est. Our prices are right—you know that. And our 
quality, our integrity, have never been questioned. You 
know, too, I think, that none of the competing lines 
can touch our special features.” 

“T’ll tell you why I am not interested,” snapped the 








cheap _stepladders. 
you cannot afford it. 


Remember, we pay the freight. 
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BABCOCK 


SPRUCE LADDERS 


Users of stepladders are demanding good spruce ladders 
that are light, strong and safe. 
selling your customer or friend an accident by selling 
The amount involved is so small 


Get our booklet and latest price sheet. 


W. W. Babcock Co., Bath, N. Y. 


Close Top Fruit 








Don’t take a chance of 
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Fruit Single 
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retailer, tapping his desk impatiently. “Five years ago 
I wan‘ted to represent your concern and my inquiry was 
answered, but I was told that I couldn’t handle your 
line. That made me good and sore, and I haven’t for- 
gotten it either! Now you are apparently anxious to 
do business with me—and I'll give you a dose of your 
own medicine!”’ 

The representative was a calm man. He didn’t fly 
off the handle and stamp out of the office in a fury. 
When he did speak it was in a gentle voice, a soothing 
tone that carried with it an atmosphere of let’s-see- 
what-the-trouble-is: 

“I wasn’t with the company five years ago,” he said. 
“But in all the time I have been with them, I have 
never known them to do an unjust thing. I’m a reason- 
able man, and I will not take a wage from a concern 
that is not fair and square. [’ll tell you what I’ll do: 
If you can convince me that our concern didn’t play 
100 fair with you, I’ll write my resignation right here 
and now and let you mail it for me! Now this is just 
as important to me as it is to you—are you willing to 
spend a few minutes going over your correspondence 
with my concern?” 

“Sure!” agreed the retailer with a smile. 

He called his stenographer for the files in question, 
and they were promptly placed before them. The let- 
ters certainly indicated that the retailer had told the 
absolute truth. 

“By the way,” said the company representative in 
a casual manner, “could I also see a copy of your an- 
nual statement of affairs of the same date cf this cor- 
respondence ?”’ 
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The retailer flushed, hesitated—and called for the 
statement. When it came, he handed it to the repre- 
sentative in an apologetic manner. 

“IT was just starting out then,” he said. “You can 
see I was running pretty close—I started on a shoe 
string and I had to gamble a bit to get ahead. But I 
did get ahead!” And this in a defiant tone. 

That statement wasn’t a sound one by any means. 
In fact, it was a very startling one. 

“Did you ever stop and think that the reason your 
request was turned down was on account of this state- 
ment?” asked the factory man grimly. ‘Considering 
the splendid condition of your affairs today, would you 
grant a big line of credit to a prospective customer of 
this store, who had no more to offer in the way of se- 
curity than this statement offers? Would you invest 
in the business ability, the ability and capacity to pay 
of a customer who had been in business only six months 
and who had, apparently, made a terrific mess of things? 
Aren’t you too good a business man to take such a 
chance?” 

The retailer squirmed in his chair. 
He held out his hand: 

“You’re right! Your concern was justified in turn- 
ing down my request—I wasn’t a good risk then—I ad- 
mit it. And to tell you the truth I am a bit flattered 
that you want me to represent you now—but I have 
been nursing that old grudge so long that I let it over- 
come my common sense.” 

So—they got together—for the mutual profit of all 
concerned. 

No, I don’t think many of us are in the market for a 


Then he grinned. 
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NEW IMPROVED 
(STEEL) 


MEASURING TAPE 


ERE is the tape with a double ap- 
peal. A steel tape with all the 
good quality and fine appearance you'd 
expect to find only in a_ high-priced 
article—now at a popular, low price that 
still yields the dealer an adequate profit! 


Furnished A. 25, 50, 75 Ae - 100 ft. 
lengths. Packed one box. Sen 
for prices and anaes codan. Display 
material FREE 


End-ring may be furnished with or without 
the K&E ‘*‘Endfastener,” a valuable time- 
saver for which there is a slight extra charge. 
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Use Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—one standard for 
accuracy ana quality. 


8899 











REED & PRINCE MFG.CO. 
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memory course. But if some correspondence school 
genius will develop a course designed to make a man 
forget a lot of trash, I suspect that such a course might 
be rather popular and that it would do a lot of good. 

Offhand, I can think of several people who might 
subscribe. Offhand, I can think of a number of people 
and concerns that might buy such a course and present 
it to certain and sundry people with whom they do 
business—or with whom they hope to do business—or 
with whom they used to do business. 





Beware of the Iron Safe 
Clause 


(Continued from Page 72 
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That clause is satisfied if the books are kept in such 
a manner as to enable a person of ordinary intelligence, 
accustomed to accounts, to refer to the books of account 
and ascertain therefrom, and without the aid of oral 
testimony, except as to the manner of bookkeeping em- 
ployed, the amount of goods on hand at the time of the 
fire. 

The entries of credit sales in the ledger are clearly 
insufficient for that purpose, as the amount of goods 
sold under the general description is not shown. Nor 
is it possible to ascertain that amount, so as to arrive 
at what was left on hand, by including in such entries 
the prices charged upon the credit sales that were 
made. A charge made and entered indicates nothing 
without a description of the goods. Only by such de- 
scription is it possible for an accountant to discover 
whether the goods were sold at, above or below cost or 
value. If plaintiff sold at a loss, the stock of goods de- 
stroyed by fire was smaller than it would have been 
if he had sold at cost, or at a profit. On the other 
hand, if he sold at a profit, his stock was larger than 
it would have been if he had sold at cost, or at a loss. 
It follows that the books produced in evidence failed 
to disclose the extent of plaintiff’s loss. 

“It was not permissible for plaintiff to show by his 
oral testimony that he sold at a profit, because the 
parties stipulated that the books should present a com- 
plete record of business transactions, including all sales. 
The iron safe clause, which provides that the policy 
shall become void in the event of failure to produce the 
inventory and books of accounts thereby required, ap- 
plies to the fixtures, though they were separately valued, 
because the assured is not entitled to any recovery un- 
less he can bring himself within the terms of the 
policy. 

“The conclusion is that plaintiff is not entitled to 
recover, because of his failure to preserve and produce 
such books of account as were required by the policy.”’ 


Now it is perfectly possible that the money which 
Wright expected to get from his insurance was all he 
had to start in business again. You see how disastrous 
the thing can be—just the leaving of one book outside 
the safe for one night. 

(Copyright by Elton J. Buckley, Esq.) 
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From Accessories Store to 
Hardware Shopping Center 





(Continued from page 31) 


but adequate and very well selected. Mr. Hyman 
watches his stock and the demand and makes it a 
rule to always have in stock needed parts. 

Sundries are displayed on panels behind which 
are stock bins and stock drawers numbered in con- 
formity with the numbers on the display tags under- 
neath the items on the panels. Directly in front of 
the sundries you will find Hyman’s supply of fixtures 
which also inventory at about $500 and enjoy a four 
time turnover each year. His gross sales on fixtures, 
however, are much larger than the four turnovers on 
the $500 stock, as many orders are placed for fixtures 
not carried in the regular stock. These are sold from 
photos and from catalogs. 

In the front part of the City Hardware Co. store 
is a well arranged show case containing small elec- 
trical appliances. On top of the show case six electric 
table lamps are displayed. This section is for the 
home owner and is a lively department particularly 
during the Christmas holidays, at which time Hyman 
will sell three or four dozen lamps and a good supply 
of irons, toasters, waffle irons, curling irons and the 
like. Much of his business on the small electrical ap- 
pliances is with the mechanics and builders who are 
in the store regularly for the heavier materials to 
use in their work. 

Hyman sells all electrical equipment and parts as 
merchandise. He operates as a local warehouse for 
this material and does not install, repair or in any 
way service any electrical equipment. 





Idaho’s Monument 


DAHO claims one of the greatest natural curiosities 
in the world, “Sheep-Eaters’ Monument,” in the 
wildest and most inaccessible part of the Thunder 
Mountain region. It was carved through the ages by 
the erosive agency of torrential rains and melting 
snows. 

But the first white men who looked upon the strange 
shaft found it hard to believe that it could be the work 
of natural forces, entirely unassisted by the hand of 
man, when they beheld the seventy-foot pillar towering 
on the mountainside, tapering toward the top, and 
capped by a fifty-ton rock which rested on slender pro- 
jections from the shaft. 

This capstone was once a huge boulder lying on the 
slope of the mountain, and was fitted to its lofty place 
as the water washed away the sand and gravel around 
but not under it. Perhaps a mixture of sticky clay ce- 
mented earth and stone together into a solid mass, re- 
sisting flood and avalanche. 

The site of the monument is on a slope which rises 
a thousand feet and descends five hundred feet from 
the spot. 
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MARKS OF QUALITY ON 


SAVORY 


KITCHEN WARE 


BRVERY piece of the new, snowy-white 

SAVORY Kitchen Ware is perma- 
nently branded with the SAVORY hall- 
mark —an ever-present reminder of the 
quality of the product and of the 
SAVORY dealer who sold it. 


SAVORY 


WARE 





This SAVORY mark is burned into the 
flint-like enamel—not pasted on—and 1s 
the manufacturer's signature of responsibility 
——a guarantee of long wear and satisfac- 


tory service, 

To pass the critical in- 
spection of the Good 
Housekeeping Institute 
requires more than ordi- 
nary materials and design 
in the product. You 
will find the Institute 






Tested and Ap 
2666 
Good Housekeeping 
%o, ° Institute we 
HOUSEKEEPING MACE 









stamp of approval on every piece of SAVORY Ware. 
MADE OF 


ARMCO Ingot Iron — noted for its 
strength and purity — is a fitting base 
for the snowy-white porcelain enamel. 
Dainty green trimmings, smooth seam- 
less shapes and the best approved 
designs show that SAVORY Ware 
is built for beauty as well as service. 





ingot Iron 
SAVORY Ware is the result of the maker’s ninety years 
experience in the kitchen ware industry. Here is a line 
with distinctive features out of the ciass of all compe- 
tition. A request will bring you all the details. 


SAVORY, Inc. 


CHICAGO BUFFALO NEW YORK 


Owned and Managed by THE REPUBLIC METALWARE CO. 
Distributors of Sheet Metals Formerly Sidney Shepard & Ce. 


Founded 1836 


Enamelers Since 1901 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
met L. P. Biggs, secretary, Little 

k. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARD- 
WARE ASSOCIATION JOINT CONVENTION, 
June 7, 8, 9, 1927. Place of meeting to 
be announced later. Arthur R. Craig, 
secretary-treasurer of the Carolinas 
Association, 804-806 Commercial Bank 
Building, Charlotte, N. C. Thomas R. 
Howell, secretary of Virginia Retail 
Hardware Association, 301 E. Grace 
Street, Richmond Va. 


IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 





VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 


IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. ‘ 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 





EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 





Feature Bissell Sweepers 


at Christmas Time 
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New York Office and 
Export Dept. 
46 West Broadway 





This everyday utility has always been popular for Christmas: 


giving as evidenced by the peak sales of this season. 


The 





BISSELL CARPET SWEEPER CO. 
GRAND RAPIDS, MICH. 


so-called modern idea of giving useful things has always 
applied to the Bissell sweeper. It combines beauty and ap- 
propriateness with utility. It fits the modest pocket-book. 
It is the ideal useful gift of moderate cost. 


Putting it in sight and listing it in your advertising will solve 
many queries ‘‘What shall I give?’’ Make natural demand 
work overtime for you. 


Our “Anniversary’’ display and Christmas card for the 
asking. 


Bissell’s Play-size Sweepers are just as popular with the little 
folks. Models to retail at 25¢ to $2.50. 


Oldest and Largest 
Sweeper Makers: 
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MOUNTAIN STATES IIARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 1927. 
Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. Geo. A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 
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OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. vag secre- 
tary-treasurer, 207-208 loomfield 
Building, Oklahoma City. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Blidg., Philadelphia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los pages, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 
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SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 28, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 34th Street, Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GBORGIA 
AND TENNESSEE, CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. arson secreta Som Mu- 
tual Home Bldg., Dayton, O 


WISCONSIN RETAIL HARDWARE As60- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 
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STANDARD 
Ranges and cooking devices 
will add a profit to your mer- 
chandising. 

The Standard Line is the old- 


est and most complete. 





ELECTRIC 


May we send the complete catalog? 


THE STANDARD ELECTRIC 
STOVE COMPANY 


Toledo, Ohio, U. S. A. 
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The Saw Test 


The revolving hard- 
ened = steel inserts 
inside the bronze 
, locking bolts will 
» turn any saw biade. 















KE] be ""' TOCK 


The only lock passed and 
approved by the Under- 
writers’ Laboratories as 
being burglar-proof. Rim 
and mortise, front and 
store door patterns. 


Francis Keil & Son, Inc. 


401-425 East 163rd St., New York 
1876—A Half Century of Progress—1926. 
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* BUILDERS’ 





Building activity means an 
demand. Better brace up 
your stock of carpenters’ pencils, 
No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 


This pencil can also be had in 
HARD _\ead under our trade 
number 659. 
for samples and prices. 





















PENCIL COMPANY 
PHILADELPHIA U.S.A. 
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The Danger Line 


CERTAIN manufacturer of dental cream has for 
A some time been pointing out to the public, 
through national advertising, the “Danger Line” in 
the mouth. He tells us in his advertisements that the 
“Danger Line” is the very tiny V-shaped crevices where 
the teeth meet the gums. He also tells us that in these 
extremely minute crevices are where food particles 
collect, ferment and form acids, which in turn result 
in decayed teeth or infected gums. Truly it is a danger 
line, but of course if these acids are neutralized by 
the use of the proper tooth paste, the danger is 
eliminated. 

I wonder if all of us fellows behind the counter 
realize that there is a danger line in retailing, and 
where that line is. Possibly we do not stop to consider 
that there is a very tiny line which, although too small 
to be seen, is just as important to business health as the 
line in the mouth is to personal health. The danger 
line in business is more often called the point of con- 
tact. It is the point where salesman meets customer. 
At this point a customer receives his first impression of 
the store, and much depends upon the salesman in pre- 
venting the formation of “acid” or poor impression. 

In comparison with the danger line in the mouth, 
we have more to do than to merely use the proper 
dental cream. We must use other ingredients in our 
care of the business danger line. Possibly as important 
as anything is our personal appearance. To make the 
point of contact pleasing to our customers we must be 
neat in our appearance, appear with clean linen, well 
pressed suits, sensible ties, and with shoes shined. 
Hardware salesmen, because of the nature of the mer- 
chandise, are too often inclined to appear slouchy. Of 
course we should not dress like dudes, but in harmony 
with our work. We should remember that appearance 
is the first item to consider at the danger line or point 
of contact. 

Then we should realize that voice often makes or 
breaks a sale. The salesman who mumbles and makes 
his customer strain his ears to catch what he is saying, 
or the salesman who talks in a high pitched or raspy 
voice could well be considered the “acid” at the danger 
line. Either of these exasperate the customer and he 
naturally terminates the conversation as quickly as pos- 
sible. The neutralizer of this ‘‘acid” is to be found in 
the use of a natural, well modulated voice which speaks 
with clear cut enunciation. It pleases and unconscious- 
ly gets the customer’s attention to the goods to be sold, 
instead of focusing it on the irritation caused by the 
too raspy or too “mumbly” voice. 

To make the point of contact lose its greatest danger, 
I believe that we fellows who are serving the public 
should see to it that our personal appearance is above 
reproach. Let our voices, together with our smiles, 
make our greetings with customers pleasing ones. If 
we can accomplish this we will have reached a point 
where we will be more valuable to our employers and 
ourselves, because only through the pleasant contact 
with customers can we expect to be able to transmit to 
them and get their attention to the appeal which our 
goods should have for them. W. D. M. 
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National Self-Control 


Be perry know what to make of John,” 
uncle, speaking of his nephew. 

“Why?” asked John’s father. 

“He used to be so foolish about money and now is 
just the other way. When he got hold of a few dollars 
he would go out and ‘blow’ them as though his purse 
was bottomless. Then when he was dead broke he 
would walk miles to save carfare. One extreme was 
as bad as the other. But now he is neither prodigal 
nor miserly. Money doesn’t go to his head. What has 
come over the fellow?” 

“Very simple,” replied the father. “He and I talked 
the matter over. I had kept a record of his financial ups 
and downs and showed them to him in black and white. 
He realized finally that alternate plunges from full 
pocket to empty and back again were idiotic. He 
learned foresight and self-control. You are surprised 
merely because you do not take into consideration that 
an improvident man does not always remain improvi- 
dent. Sometimes he reforms.” 

Students of business are expressing surprise of late 
that the United States does not suffer as it used to from 
a rhythmic ebb-and-flow of boom and depression. Busi- 
ness is good and possibly is getting better all the time, 
but there is no headlong rush into wild speculation as 
there used to be. Once in a while something of the 
sort seems on the eve of commencing—whereupon some- 
thing or somebody applies the brakes and the pace 
slackens. 

Inflation and deflation=—both extreme—do not mark 
national finance as of old. Instead, we have the firm, 
steady to-and-fro of a healthy pulse, no more. 

What is the answer? Simply that we have all been 
studying “the business cycle” for some years now, and 
the controlling element of American business has 
learned that panic is the son of boom. No boom, no 
panic. No panic, no misery, no loss, no morning-after 
headache. 

The United States, like John, has reformed. It is 
not yet perfect in its financial habits, but it has learned 
self-control to a remarkable extent. 

“De world do move!”—The Eaglet. 


said an 





Three Kinds 


HERE are three kinds of people in all organiza- 

tions, and ours is no exception. They are the 
rowboat people, the sailboat people, and the steam- 
boat people. The rowboat people always need to be 
pushed or pulled along. The sailboat people move 
along when a favorable wind is blowing. But the 
steamboat people move along continuously through 
calm and storm. They are masters of themselves and 
their surroundings. We need more people of the 
steamboat variety. In what class are you? You do 
your own classifying. That duty devolves upon you. 
—Exchange. 
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The blubber of a 
whale yielded oil 
when “tried-out” or 
boiled in huge try- 
works on the deck of 
a whale ship. 
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(Reg. U. S. Patent Office) 


WOOD SCREWS—MACHINE SCREWS 
DRIVE SCREWS—STOVE BOLTS 


will yield results 








CONTINENTAL 
WOOD SCREW CO. 
New Bedford, Mass., U. S. A. 


Send for Samples 













1924 MODEL 


We Give an Absolute Two-Year Guarantee 
Covering This Check 


lilustration shows CHECK with HOLDER ARM; 
plied with REGULAR ARM 
Operates RIGHT or LEFT- HAND doors without any change 
in the mechanism. 

Circular upon request 


THE OSCAR C. RIXSON CO. + 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 


can be sup- 
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TLE, ROD 


estimonials/ Yo, I 


**A TYROD hammer is truly a 


fine piece of workmanship,” 


writes Emerson Knost, of 


Kirkwood, Mo. 


“I’ve had mine for three 
months and never had a 
hammer which pleased me 
more, because it is well 
balanced and you cannot 
break the handle from 


working with it.” 








So say they all 


You'll find TYRODS the easiest, fastest 
selling tools you ever stocked. They’re 
tools with a backbone—guaranteed for 
satisfaction. Ask for our descriptive 
folder and price list. It’s the first step 
towards new profits. 


AMERICAN HAMMER CORP. 
715 East 138th St., N. Y. City 


Western Sales Office: 
615 W. Washington St., Los Angeles, Cal. 








oe Order Torches Now 
a for Winter Trade 


Insist on the ‘‘ALWAYS RELIABLE” 
torches and furnaces so your cus- 
tomers receive the best and longest 
service. 

Made in all sizes and grades. 

Fitted with several patented im- 
provements. 

Most jobbers stock this line. Others 
will gladly order. 


OTTO BERNZ CO., INC. 
4 , Newark, N. J. 
Geodon”. hee Stocks in Newark, N. J., New York 
Sy City, Chicago and San Francisco 4 
2 Offices in Newark, N. J.; New York Se 
Yt City, Chicago, Fort Worth, Denver, “Ss 
% Helena, Mont.; San Francisco, Los > 
te @, Angeles, Seattie and St. Thomas, Ont. m9 


a 











Sexton “Ajax” All Metal 
Underground 


Garbage Receivers 


Strongly made. Attractively finished 
with Green Tops which set flush 
with ground. Inconspicuous. 


Outer Cylinder guaranteed for ten 
years against decomposition when set 
in natural soil. Garbage will not 
freeze. Verminproof. 


Write 





Good sellers at liberal profit. 
for prices. 


<t(GEXTON CAN CO} fens [ivenerT sm BOSTON a> 




















November 18, 1926 


The Five-Day Week 


(Continued from page 35) 





day week would force industry to find the right kind of 
jobs for workers with sub-normal efficiency. This con- 
dition would be better in the long run, both for the 
industry and for such workers. 


* + 


The real trouble with industry and business today 
is in the fact that there is a large percentage of 
employees who are filling positions and drawing 
salaries they do not actually earn. Every business has 
a large share of this class of workers. They are the 
cause of the high expense account and the back-break- 
ing overhead cost of doing business. 


» * a 


Every employer who has ever reorganized an un- 
successful business has found that this business was 
cluttered up with a lot of inefficient, unintelligent, 
sub-normal, slow, stupid employees. In every reor- 
ganization it has been found that when high-class 
employees, who were willing to work quickly, were sub- 
stituted for these inefficients, the business could be 
conducted, even while paying higher salaries per 
employee, at a much lower cost because the few first- 
class employees did more work, required less room, 
took less supervision, and in general, reduced the over- 
head. 


* + 


If it falls to your lot to reorganize a business, allow 
one who has had some experience in “reorganizing” to 
tell you something that will save you a great deal of 
time and heart-breaks, as well as many dollars. Never 
for one moment delude yourself with the idea that you 
can change a mass of inefficient employees, by train- 
ing them, into a mass of efficient employees. It 
simply can’t be done. If you attempt this, you will 
be butting your head up against a stone wall. I have 
tried it. Oh, the weary hours and days and weeks I have 
devoted to the training of the blind who would not see 
and the deaf who would not hear! If I had my business 
life to live over again, I would never attempt this im- 
possible task. Not only will the inefficient refuse to 
move faster, not only will they refuse to learn their 
jobs better, but they will rise up in a body and crucify 
you for endeavoring to help them better their condition! 


* * * 


Let me, out of the fullness of my own experience, tell 
you something: If you must reorganize a_ business, 
naturally you can not change all of it immediately. You 
must be patient. Bring in willing and efficient people. 
Bring in people who can do six days’ work in five days. 
Gradually saturate your business with people of this 
type. As the pace increases; as the standard of ef- 
ficiency in your business grows, many of the inefficients 
will depart of their own volition. They will not like 
your house. They will not enjoy your methods. They 
will seek a slower and more congenial environment. Some 
of the worst cases of course will hang on. They will not 
leave you. They will curse you behind your back, but 
they will not resign. They will stay on your payroll. It 
will teke a surgical operation to remove this class of 
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parasites when an unsuccessful business must be put 
on its feet. 
* * * 

In every business that needs reorganizing, there of 
course are a few employees of real ability who are 
willing to work hard who have not been given an oppor- 
tunity. These employees have been held down by others. 
It has been my experience, however, that the number 
of employees in this class is few and far between and 
in every inefficient organization, they are far out-num- 
bered by the slow, unwilling and unfit. 


* + * 


Now, do not think that in this article I am blaming 
this class of employees. I am simply trying to state 
facts. A mass of inefficient employees in a business 
who dawdle along long hours every day, six days in the 
week, is usually the result of two things—first, trying 
to employ good people at inadequate wages; second, 
carelessness on the part of management in the selection 
and training of these employees. Now, by “training,” I 
do not mean that training will make a stupid employee 
a bright one, for even a bright employee must be shown 
how the job should be done in the best possible manner. 


* + 


Well, what shall we have? A five-day week or a six- 
day week? For my part, I am convinced that with 
super-management, backed up by super-employees, all 
working together, just as much work can be done in 
any business in five days as in six. But, on the other 
hand, I am afraid that too many of us enjoy loafing 
during business hours too much to sacrifice the pleasure 
we have wasting time in-order to do all of our work in 
five days and then wonder where we could go to enjoy 
ourselves on Saturday! 


* + 


What some of these business economists have not 
figured out is that there are a lot of people who have 
more fun at work than they do at home, and if it comes 
to cutting down hours in business or hours at home, 
there are a good many who would prefer to cut down the 
number of hours they spend at home!!! If this is true, 
Henry Ford opens up a new problem. This problem is, 
how can home life be made more attractive to the 
people so that the parents and the children will not be 
bored stiff every evening they must spend at home? 





Does Low Grade Merchandise Pay? 


T DOESN’T cost any more to operate a store which 
i handles the best grades of merchandise than it does 
to operate a store which handles only the cheapest. Yet 
there may easily be a difference of 25 per cent to 100 
per cent in the volume of business represented by the 
same number of items sold. 

In other words any increase in the quality of mer- 
chandise sold increases gross business even for the same 
number of items without increasing costs. 

Customers do not want cheap goods. They want to 
save money of course, and so they are looking for good 
values, but what they really are striving for is to get 
THE BEST as economically as they can. 








Anchor ny Brand 


CLOTHES WRINGERS 


SHOW 
"EM 
SELL 
"EM 
NOW! 


LOVELL MEG. CO. 


ERIE, PA. 





















BUY FROM YOUR JOBBER 


“GEM” apvsustasie 
REGISTER _ 
SHIELDS 


—_ " ~ 
ied 





Compared with 
other register shields, 
the superiority of the “Gem” is very evident. 
Fits all size registers. Attractive and easily 
adjustable. Floor Shield retails 
at $1.50; Wall Shield at 75c. 








1140 BROADWAY. NEW YORK.NY \ 

















GENCO Razors 


Finer than ever 
Order through your wholesaler 
GENEVA CUTLERY CORP., Geneva, N. Y. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 























Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
a Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
ools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful mann- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








WRENCHES 


Drop Forged from 
High Carbon Steel. 
Scientifically hard- 
ened and drawn in 
oil. Jaws like a 
cold chisel. The 
most complete line 
of adjustable 
wrenches made. 


The Diamond Cylinder Head Wrench is especially adapted for 





garage service. A combined Cylinder Head, Spark Plug, and 
Tire Rim Wrench, of very unusual quality. 


Write for complete catalog. 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave., Duluth, Minn. 
































Style N 
Straight End Cut 
with Nut Splitter 


CAROLUS CUTTERS 


Handy, time-saving tools for every shop. For splitting rusty and jammed 
nuts or for cutting bolts —either straight or end cut, with nut splitter. 
Three styles, all sizes. Tool steel jaws; tough cutting edges. 

If your jobber cannot supply you write ua direct for literature and prices. 


CAROLUS MANUFACTURING CO. Sterling, Illinois 
Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 


Style A Style B 
Straight Cut Straight and End Cut 
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Some Trade Opinions on 


‘Red Ink or Black 2’’ 


(Continued from page 39) 





Carries Beautiful Sentiment 


66 ED Ink or Black” carries a most beautiful senti- 

ment and truly leads us to the brink of Ideal- 
ism in the Hardware Industry. Who would not indorse 
such a state of business ideals? 

I many times wonder if there is actually the amount 
of “profitless prosperity” about that we are lead to 
believe exists. One sees little indication of it in the 
private life of the individual business man. 

Truly high competitive conditions exist in some 
staples, but such keen competition exists only in cer- 
tain places—and to certain users, the uninformed one 
balances the profits. 

My own opinion is that 1927 will be much more acute 
than the present year along competitive lines, and until 
we have gone through some period of elimination or 
consolidation, profits will be very much limited. 

(Signed) Harry D. KAISER, Phila., Pa. 
President, Philadelphia Retail Hardware 
Association 





Jack Stone Liked It 


UST got in from trip to Western Kentucky and have 
J read with interest the editorial on “Red Ink or 
Black.” One paragraph in particular that impresses 
me, is “Until this industry quits its useless and expen- 
sive price wars on products which are essentially hard- 
ware, it can reap no profits. Until it goes much further 
than it has in asking consumers of standard, staple hard- 
waré to pay, not only the cost of the goods, but a reason- 
able profit to the maker, distributor and seller, it 
cannot succeed.” 

I am wondering why hardware merchants sell staple 
merchandise at a price that will not pay the expense of 
selling plus a reasonable profit. “What fools we mortals 
be.” 

(Signed) J. M. STONE, 
Secretary-Treasurer, 
Kentucky Hardware & Implement Association. 





Hits Nail on Head 


OOD dope. Hits the nail on the head. Tells us in 
(5 concise form what most of us know in a general 
way. If we could correct the troubles within our ranks 
we need not worry so much about those without. But 
how are you going to do it? 

(Signed) HENRY S. HITCHCOCK, Woodbury, Conn. 
Secretary, Connecticut Hardware Association. 
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Dependence 


HE individual who becomes inflated over the im- 

portance of his own identity, who imagines he is 
“boss” of all he surveys, and dependent on no one for 
his state of well-being, is usually the most deluded 
human in the world. He confuses these things with 
his ego to such an extent that he gradually comes to 
believe that he really is responsible for it all—fre- 
quently forgetting just how meager his self-depend- 
ence would be if it were not for others. 

And so it is with nations, as we are interestingly 
informed by ex-Secretary of Commerce William C. 
Redfield, in his book “Dependent America.” The 
author says that so accustomed are we to regard 
America as self-supporting, that we fail to see the 
tremendous number of things we would have to do 
without if it were not for other nations. The book is 
not intended to strike an alarming note in our con- 
sciousness. Rather is it meant that this dependence 
upon other nations for certain needs brings up into 
friendly touch with races in every quarter of the 
globe, thus enriching us with the varied wealth of the 
world. 

Discounting our great production of wheat, corn, 
potatoes, iron, copper, lumber, petroleum and other 
essentials, Mr. Redfield mentions the things we would 
miss if communication with some of these other 
nations would be interrupted. Without binding twine, 
he says, the American farmers’ self-binding reaper is 
useless, Yucatan being depended on for that. The 
South’s entire cotton crop is shipped in bales covered 
with cotton bagging, for which supply America is 
dependent upon India. Automobiles are worth nothing 
without tires; the rubber industry, thanks to the dis- 
coveries of Goodyear, is American in origin and de- 
velopment, but for its raw rubber America is depen- 
dent upon the Far East. 

Shellac? This report reads very much like a story. 
He tells, for instance, of swarms of tiny insects dig- 
ging into the bark of certain trees in India and 
spreading the sap about. Then come natives who 
break off the sap-incrusted branches and make the 
“stiklac” into what we know as raw shellac. A quan- 
tity of this product was sent to Calcutta in the usual 
course and loaded on a steamer. Half-way on the long 
voyage through the Indian Ocean, the Red Sea, the 
Mediterranean and the Atlantic, fire broke out on the 
steamship. A delay of two months was accepted as 
inevitable in the delivery of the shellac, which, it was 
feared, moreover, might be found to have been dam- 
aged. The result was an advance in price of shellac in 
the United States, for “this lot had been relied on to 
take care of absolute needs.” 

Thus, we are led to draw our own conclusions re- 
garding self-sufficiency and self-dependence. Shellac 
does not occupy a very large share of our thoughts 
when the supply is plentiful, and when the price is 
“right,” but let the source be curbed and all manner 
of howls go out on every side. The situation is much 
like that of the healthy man and the ‘doctor—he never 
calls on him when he is well.—The Bulls-Eye. 
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Distinctive—Different—New 

Appropriate 
AY 
You’ll want to remember your customers i 

‘ this Christmas-time. For Christmas Greetings 
build good will and bigger bank balances. s 
ty Write today for samples designed especially for x 
‘ merchants in your line. No obligation, of : 
wf course. 2 
may YS 
oh M. P. BROWN Me 
% FORT WORTH TEXAS y 
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Winlok Window Fasteners 














Simple Force-Proof and Rattle-Proof 
Positive 
Practical Lock windows in 


any position. Pre- 
vent -wind from 
rattling windows. | 
Tension instantly _ 
released. Quickly 
attached. Retail 
at 20c. each. 


Write for Trade 


Prices 
































Ay Satisfied 
™S Customers 


Profitable 
S 


7 Russell. Jennin 


Chester, 













ings Mig.Ce Co, 








Most convenient wrench made for general use. Com- 
bines Adjustable “S” Wrench with Nut Wrench in a 
practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
New York 


Dunn & Co. 
Chicage 
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= 
Retail Price featured 


$2 a claw 
hammer 


Nothing like it. Perfectly balanced, one pound ham- 
mer and chisel combined . . can be used as a 
scraper and trimmer, too. 


Note these five exclusive points :— 
1—Chisel Edge. 
2—Upper End of Claw—starts stubborn nails. 


3—Grip of Claw—Can grip pointed end of nail and 
pull head right through wood. 


4—Two Side Claws—Gets grip where no other ham- 
mer or claw hatchet will fit. 


5S—Off Set Head—Additional inch fulcrum. 10's 


can be pulled with one pull. 


Chisel-Edge Claw Hammer Co. 
Hoboken, N. J. 
H. A. Ayvad 


CHISEL-EDGE 
CLAW HAMMER 
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urface Hinges for every 
purpose-embodying that 
high quality and beauty 
ot finish that only lon 

experience and skill- 
ed craftsmanship can 
produce # # # # 





RIFFIN 


~ Manufacturing Coa 





ERIE, PENNSYLVANIA 
ranch Offices__, 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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Worthy of a Place in ANY Bathroom 


Bath Room Fixtures 


The dealer who handles RINCC® Bath Room Fixtures 
can take pardonable pride in showing them—they are 
worthy of a place in ANY bathroom. 

There are none of finer appearance and none that 
are more durable in quality. 















One 
of 17 No. Besides the attractiveness of these modern fixtures, 
Popular Patterns 3704 the feature that is increasing their sales everywhere is 


the fact that they never rust or wear out, being made 
entirely of Solid Brass, Highly Polished and Heavil 
WALL SOAP DISH sete fi rass, Highly Polished and Heavily 


They build permanent trade. Send for complete 
catalog. 





Pattern No. 3704 shown on page 55 of our 
catalog. Seventeen other styles of Wall 
Soap Dishes are illustrated in the catalog. 
All are made of Solid Brass, Highly Pol- 
ished and Heavily Nickel Plated. 

Packed 14 doz. in box complete with screws 
to match. 


AMERICAN RING COMPANY 
Waterbury Connecticut 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—1!I!16 New Montgomery St. 
Chicago—29 E. Madison St. 
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CORBIN 





\\\)\\ am 


| Wood Screws 

| Drive Screws 
Ceach Screws 

| Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
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UNIFORM QUALITY and ADEQUATE STOCK 


1 Safety Chain 
Furnace Chain 
oo The CORBIN SCREW CORPORATION 
Escutcheon Pins The American Hardware Corp., Successor 
Speedometers NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 


CO80=50-0-0-6-0-6-6 


CORBIN 
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Clover Starts Them 


Get mechanics to try Clover Brand 
Flint Sandpaper and they will “Get the 
habit” — Clover starts them — from a 
single sheet to box purchases. 






TUBULAIRELATCHES 


| oy umn O49 © 2d 510) RD Doors 
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Clover proves its superior quality on 
all kinds of wood and paint. Hard 
crystal flint, tough paper and strong 
glue. The glue cements the flint to 
the paper in an inseparable manner. 
The mechanic accomplishes more work 
with Clover, because he isn’t bothered 
continually with the flint coming off. 
Clover stands the “Rub.” 
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J DEXTER Cupboard Latches are 

fast moving money making 
items primarily because they are as 
much superior to the ordinary cup- 
board latches as the modern auto- 
mobile is to Elwood Haines’ orig- 
inal horseless carriage. Women as 
well as men recognize their vast 
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The attractively colored boxes make a 
shelf display that STOPS customers 
and STARTS them. 


If your Jobber cannot supply you, we 
will ship direct and prepay charges. 
Send for Samples. Use the Coupon. 
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Fi me superiority at a glance. Conse- 
Aas CLOVER MFG. CO. Pee quently the progressive builder 
“CG “vet : ° ; 
:4% 110 Main St., Norwalk, Conn. U. S. A. who is acquainted with Dexter 
Pes: ne r . 
se The Largest and Oldest Manufacturers REF cupboard latches incorporates them 
tig of Abrasive Compound in the World Me in all the homes he builds for sale 
38 Clover Dealers Get Clover Business Service Free 2 and recommends them to his clients 
. ¥, . . 
ee ae for whom he builds on contract. 
ae th. Show your builder customers these hand- 
Se fx some, efficient, easy to install latches, and 
“3 ta you will open up a new source of big profits. 
“ > 1 LB . “4 
a a [l'ustrated literature and prices on request. 
te NATIONAL BRASS CO. 
i 1611-1619 Madison Ave. 
Sea Grand Rapids, Mich. 
Handsomely Decorated Ream Package hh 
Two Color Box Package for p75 
for Display Purposes Bulk Consumers So. 
=< ~~ ip? 
» CLOVER MBG. CO. , a 
? 110 Main St., Norwalk, Conn., U. S. A. ; Po. 
we Gentlemen: Please send us Samples of CLOVER | e 
oy Sandpaper and refer us to nearest Jobber. } Rs) 
re i Cie el. eddiesebeaalereaes ne 
“ ] Ee 
.~ P AMMrOSS oo. eee cece cece teen eee e ret reeeeenrenneee ? ay 
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KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ? Sure 
Requires only heat 

















KESTER Acid-Core SOLDER 


For general soldering and heavier electrical work. Self 


- 















Fluxing— “Requires Only Heat.” 
Standard size No. 3, about 4 inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges 
also available. 


anybody can use it. Ten cans about 14 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 


For very delicate electrical and radio work. Contains 

| : highest quality metals and 

4, oe rosin flux. Standard size 

NP) fo about 3/32inchindiameter, 

Mi ( « SOLDER’ runs about 50 ft. per Ib. 
AUTH 


v 








— 4 Packed on 1, 5 and 10 Ib. 
a # spools and 18 in. sticks in 
5 Ib. boxes. 
Special 
gauges also 

available. 

KESTER Radio SOLDER 
(Rosin Core) 


Safe, Sure and Simple—approved by radio engineers. 
Harmless to the most delicate SAL 
parts. Absolutely non-corrosive SNokeg © 
flux makes low-loss , : 
joints. Ten cans Jobber cn sre0 7 
about ', Ib. each v5 Sole anu MOR a 
percarton. Ten ae 
cartons (100 eee 
cans) to the \ = ' ' fovoen) 64 
case lot. a Sy |S ; LZ 
oe «.* ee | 







CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue, Chicago, U.SAc 


Ori nd ld’ 
s worta $ 
manufacturers of Self + alae, 


Your Jobber Can Supply You 
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The Allen Mfg. Co. 























Explainable 


The cold-drawn sockets—patented 
feature—explain the 30% extra 
strength of your “ALLENS.” 


The special heat-treating of differ- 
ent-style points and_ individual 
sizes, explains the perfect balance 
of toughness and hardness. 









The accuracy of Allen threading— 
testing of pitch diameters with 
pitch micrometers—explains the 
staying power of ALLENS in mov- 
ing parts. 


These points explain why ALLEN 
screws move the fastest from 
Dealers’ stocks—and explain why 
Allen Dealers lead in the hollow 


screw business of their localities. 













Have you the new Catalogue? 







139 Sheldon St., Hartford, Conn. 
Branch Offices: 











W. C. Stauble R. E: Gregory 
2704 Rochester Ave. 1029 Wesley Ave. 
Detroit, Mich. Evanston, fill. 
E. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 

Philadelphia, Pa. San Francisco Cal. 
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DIXON’S 
FLAKE GRAPHITE 


The World’s Perféct Lubricant 


Ninety-nine years’ experience in producing and refining a po 
: 3 ‘t. It is free from grit or other = > 


graphite is behind this product. 
abrasive substances and its distinguishing quality is that of rich 
unctuousness—smoothness and softness to the touch. 



















Dealers who sell Dixon's Flake Graphite do not worry about satisfied 
customers. It is the standard flake lubricating graphite and is the pref- 
erence of every engineer and mechanic. 


Write for Trade Prices 40-C. 


ae 
at 


Joseph Dixon Crucible Co. 
Jersey City, N. J. ><> Established 1827 





No. 1—Coarse Flake 
No. 2—Fine Flake 


FENCE 


for 
quick turnover 


Thedealer whostocks Page Lawn 
Fence— Stocks Profit. Itsattrac- 
tive appearance and quality 
construction will win the instant 
approval of property owners 
and assure quick turnover. 


Add to the figures on the profit 
side of your ledger by ordering 
a supply today. Write for com- 
plete information, prices, and 
for the name of the Page dis- 
tributor in your vicinity. 


made in two styles to meet different price requirements PAGE STEEL and WIRE 
COMPANY 


An Associate Company of 
the American Chain Co., Inc. 
BRIDGEPORT, CONNECTICUT 


Fence Department 
a Offices: Chicago, New York, 
it 























** 


heal? 




















PAGE “PAGE 





Perfection Economy burgh, San Francisco. 
° ° In Canede: Dominion Chain Gompany. 
fabric fabric Limited, Niagara Falls, On 
———_—_————_——— 








_ >, 

TRADE MARK 
America’s 
frst wire 
Sence- 1883 
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‘‘NORWOOD” No. 600 LAWN FENCE 


Without Doubt the Most Popular Lawn Fence Made 
At TRACTIVE and very easy to UT a few rolls of No. 600 where 


erect. Appeals to the home owner your customers can see them. You'll 
for economical protection and landscape be surprised what a fine business you 
improvement. Made in a wide range of can build up, on this item. This is only 
sizes, of special copper bearing steel. Gates one of the fast sellers of the “NORWOOD” 
furnished to match. Line. 







Write for descriptive catalog of Ornamental Wire Lawn Fence, 
Gates, Trellis, Tree and Flower Bed Guards and Rubbish Consumers. 


REMEMBER! WE HAVE A PLAN FOR HELPING THE DEALER SELL OUR GOODS. 


H. L. BROWN FENCE & MFG.CO. : : : CINCINNATI, OHIO 


SS Eee 
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‘Perfect 


AON 0NULUUOERTUSAOOUPNERTOU DUAR 





(NN AMUATANAAATTNN 





The “Tomorrow” Customer 


“Really don’t expect to buy today. I saw some of that 
is ; Screen Cloth you have in your window, so I came in out 
riiMiniios ai! . ‘ . . . , 
WU LEW SAY LUN of the rain—been putting it off ’til spring.” 


a « 
hid oe | 


WIRE CO That’s something like the trend of conversation. He 
should be encouraged! Tell him something about 
“Perfect” and “Nikolite” quality and durability. 


s 


NIKO LITE 


It won’t take long to sell him. He wasn't quite ready 
to buy, but “Perfect’’ was too much of a temptation to 
“put off ‘til tomorrow” what was just as easy to do today 
-—with the assistance of “Perfect” a sale is made. 


See your Jobber. 


AN AAO A BAN sniht 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 
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Gy Hi wants a light lawnmower—yet one 
Ss that is just as efficient as the heavy one 
‘eer —and built to give long and satisfac- 
tory service. 

She wants a lawnmower that is easy to run, 
and easy for her to adjust when necessary. 

The Blair Automatic Line for 1927 is 
equipped with genume Fafnir Ball Bearings 
of automobile, quality, making these mowers 
better than ever before tor the customer who 
wants a light running but highly efficient and 
durable machine. 


Style—-11-5 Style—10-4 
11. inch Wheels 10 inch Wheels 
5 Blades 4 Blades 
Style—9--4 


9 inch Wheels 
4 Blades 


You will, of course, want these other stand- 


ard Blair lawnmowers, the well known 


UNIVERSAL PILGRIM 
HERCULES YANKEE 


Send for the latest tssue of our catalog. 


Blair Manufacturing Company 
I stablished 1879 Springfield, Mass. 
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F Mua 


S quality is always a first considera- 
tion with us we know that the metal 
used in our rivets is absolutely “right” to 
start with. This is also true of the fabri- 
cation of the metal into the finished prod- 
uct. As proof of these statements we in- 
vite a comparative test of the driving and 
setting qualities of our rivets with those 


of other make. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 


SAN FRANCISCO, CALIFORNIA 








TUBULAR RIVET & 
COMPANY 


BOSTON 
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Sell Modern Casters 





“ACMES” Double Your. - |} 
-.,. . Caster Salés*> ——_— - 
“Acme” ‘casters are ball bearing | Mei 
casters. They roll along quietly and There Is 


smoothly in any direction. No noise, | ° 

no at dg no dant Rugs and floor | No Confusion Here! 
coverings are not moved, rumpled or | 
disturbed. When a customer asks 
for casters, demonstrate “‘ACMES.” 


And there is no contusion in the minds 
of users of Warren Fixtures as to their 


; effect on sales. In fact, the additional! 
Show how easily they roll. Call at- | _ «Anal ny Soe 8 idit “4 , 
| sales volume and net profit realized 


tention to their neat appearance. | ; ; 
PP from the added volume of sales, quickly 
A Demonstration Always Sells brings liberal returns on the fixture in- 





vestment. 

a consider this fact: The thousands 
f hardware dealers who made bigger 
5: f \ | ifs coer this year will further increase 
| thei profits’ and good will in 1927. 








. , , J o 
Quick sales bring generous, liberal profits 














P * a 
and every sale makes another. Housewives i Warren Sectional Store Fixtures 
prefer “ACMES” to any other caster. Why ‘ : 
handle the old-fashioned, “hard-to-move”’ and Display Tables 
i caster when everyone prefers “ACMES”? 
: You can be one of them! Of course, there are 
‘ | various reasons for postponing or neglecting 
the installation of Warren Fixtures and Dis- 
} play Tables. Some may be good. But all are 
weak compared to the simple fact that you are 
: losing the advantages of increased sales, a well 
balanced stock and enhanced good will, such 
as Warren Equipment brings you. 
+ 
; In planning your store changes, have 
Send to us for Sample and Catalog | the Warren Catalog handy. Folder 
° featuring Warren “Economical” Dis- 
Your Jobber Will Supply You play Tables, with prices, sent upon 
st. 
THE SCHATZ MFG. CO. 7 —— 
Poughkeepsie, N. Y. 
| a J. D. WARREN MEG. CO. 
Agents: : 159 No. State Street Chicago, Illinois 








J. C. McCarty & Co., 29 Murray St. 
New York City 
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42 a Minute! 


Lowell Sprayers are made by the most highly developed 
automatic equipment in the world for the manufacture of 
sprayers. For instance—the tanks of our tin sprayers 


are made complete from blank metal to finished tanks 
all by one huge machine at the rate of 42 per minute. 
That’s the reason that we can put into them better, 


> heavier materials, double test each and every one of 
Quality them, and still sell them at the price of ordinary spray- 
ers. These features in turn make the Lowell line the 
SPR AY ERS fastest selling, most profitable line in existence to handle 
It will pay you to handle this quality line next season. 
Investigate now! See the Lowell Jobber in your town 
All Double Tested Vin 
Guaranteed saa sc eer cma 









—because Lowell Sprayers ARE greater values. 
Lowell, Michigan 


Against Defects 





and let the power of suggestion get to work selling 
paint. 

: Suggestion can be used in many ways. Good dis- 
plays suggest the need of new paint. 


Your Chamber of Commerce should be glad to push 
a “Clean Up and Paint Up” Week, which will sug- 
gest the need of painting to every person in your 


town. 
The fourth issue every month of Hardware Age 
brings you facts and ideas about paint merchan- 


aD 2 LL LL 4 LL A Lp te i i Le i i i i in an 
-_--vrvwvwwwewwwwewwe eee e eee eS. 





dising. 

A special section in this issue carries the advertis- 
ing messages of the foremost paint manufacturers. 
Read what other successful hardware dealers are 
doing to push paint sales. Learn how the paint 
manufacturers are willing to help you. 





Clean up and paint up your own store, put in some 
good selling displays, and let the power of sugges- 
tion roll up paint sales and paint profits. 


wwewrwwewwewwwewewwewewwwwewwwewwwwewwwewwwewwewewre ee ee ee eee eee er eae eS 
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“a better wire cloth” 





BUFFALO WIRE WORKS CO. 


MADE IN 
BUFFALO, U.S. A. 
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518 Terrace 





A “BUFFALO” on a Yellow Tag 


is your wire cloth guarantee 


For fifty years the “Buffalo” on a yellow tag has been 
synonymous with strength, durability and accuracy— 
the distinguishing features of “Buffalo”? QUALITY 
Wire Cloth. 


To be sure of the best, be sure of the “Buffalo.” He’s 
there to protect you against cheaper imitations. Ex- 
perienced buyers of wire cloth cannot be fooled. They 
know there can be no “Buffalo”? QUALITY without 
the “Buffalo” Tag. 


Write for Catalog No. 8-AB, mailed gratis. 


BUFFALO WIRE WORKS CO., INC. 


(Formerly Scheelers’ Sons) Est. 1869 


Buffalo, N. Y. 
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Wood — 
Screws 








BRIDGEPORT. CONN. 


Trade Mark 





THE BRIDGEPORT SCREW CoO. 


. w 
PAARL AAAAA ALAA AAAI IMI MMOH NNN HO HO HO NO I IO 





Bridgeport, Conn. 
Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 
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THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


>; RUBBER GOODS. AND-SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 


FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 


— fF x 
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Many Dealers Now 
Handle the Full Line 


Many dealers who first started sell- 

ing only Baur Tacks have found them 

so entirely satisfactory that they kept 

adding our other products from time 

to time and now they prontably scarry ae 

| theecomplete line © rey 1 
In addition to Cut -Tacks: ; ard. Carpet 
Facks the BAUR line includes: ~ 7 


‘1 Double Pointed Tacks, Wire Cloth Staples; 
Electricians’ Staples, Barbed Bed Spring Sta- 
ples, Flat Steel Spring Staples, Basket Handle 
Staples, Broom Staples, Hoop Staples, Clamp 
Staples, Blind Staples, Clinch Staples, Tube 
Staples. 

Also Basket, Clout and Trunk Nails 

all of the same dependable quality. 
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Better 
Machine Screws 
for the 


Hardware Trade 


BAUR TACK COMPANY 
Indianapolis Indiana 


[Parsee | 


; ___ The New Rite Cupboard Latch 
Announcing With Glass or Opal Knob 


Here’s a brand new member of the famous family of Rite Cupboard 
Latches. Same convenience and certainty of action as on the widely 
used brass-knob latches, but featuring the handsome octagonal- 
shaped glass or opal knob, for those who prefer this design. A 
gentle pressure on the metal push button in the center of the knob 
and door quickly opens; a slight touch and door is securely latched. 
Fits any detail. 


ORDER FROM YOUR NEAREST JOBBER 





HARVEY HUBBELL= 


MACHINE SCREWS 
BRIDGEPOR CONN. U.S.A. 


a hea 
So BAST 



































Manufactured by Rite Hardware Co., 
125 W. Washington St. Los Angeles, Calif. 
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Holds Wire Nails as Well as It Drives Them 


The Woodpecker Claw Hammer permits a car- 
penter to hold on to any support with one hand, 
reach out and set and drive 
more beyond reach of his hand. 


<—See That RED Band 


It makes identification easy for customers. 
Woodpecker Hammer is Drop Forged from finest 
has a Non-Ship Claw, 
handle and carries our Full Guarantee. 
Retails at $2.50 in the 16 oz. size and $2.60 in the 
for six or 
All Metal Display 













“Ot CKD: 








YRIA_ OHIO. VU: 


steel, 


20 oz. size. 


Send us a 
more and receive postpaid an 
Easel that makes sales soon as shown. 


“Trial Order” 


Write for Prices 


wire nails a foot or 


Every 


a beautiful hickory 
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Assortment No. 1100 








34 ice 


SOCKET WRENCH 
HEADQUARTERS 


With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a converfient 
and. attractive medium for 
the display of the stock. 


In a word> an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 
Steel Sockets foy Hex and Square 
nuts; Speeders, Offsets, Tees, 
Ratchets, Connectors, Universal 
Joints, Extensions, ete. Graded in 
proportion to demand. All parts 
interchangeable. Net price, in- 
cluding all-steel cabinet, $54. 


Write us for name of the Waiden- 
Worcester jobber and for Socket 
Wrench Catalog No. 50. 


STEVENS WALDEN-WORCESTER, INC. 
Mfrs. of Walden-Worcester Wrenches 
and Stevens ‘‘Speed-Up’’ Tools. 
Worcester, Mass. 

























New York City 





exclusive patented 


own. 


pistol-grip handle. 
blades. 


No ether — 


Easily reaches over, 
get at the difficult sawing jobs. 










saw 
frame 
has so 
many 
uses 























K-D CONVERTIBLE SAW FRAMI 


K-D 


which make “K-D 


under, 


Individually packed 





Convertible Saw Frame 


Any mechanic, carpenter, plumber, or householder appreciates the 
features 
principle and RESULTS—from any saw frame on the market. 
All he has to do is see and handle one and he wants it for his 


diff 


in heavy 


. Stock Jt and You'll Sell It! 


. 


erent—in 


Solid steel one piece frame goes clear to tip of pressed steel 
Accommodates 3, 6, 8, 10 and twelve inch 
or around obstructions to 


cardboard 


boxes to retail profitably at $1.50. complete 


with 3 inch hack saw blade 8 12° inch | 


woad saw. 


Write today for trade thinbtnde and com- 


plete information. 


K-D 


MANUFACTURING COMPANY 


Pa. 


Woolworth. 
New York Cify. 


; Lancaster, 
Export Departnrent: 


Bldg.. 








€=[ook for the tag, carrying our name, at the 


The Gilbert & Bennett Mfg. Co. a 





Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


Georgetown, Conn. 


*Ghicago 


end of every roll! 


WIRE CLOTH, NETTING and F EN CING. 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Kansas City 


OLLIE ng 
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Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "72 





No. 1111—6 imehes Wide Heel Cat Back 


Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 
































Pendant Pulls 
Knobs 
Friction Catches 


HARDWARE FOR 


RADIO CABINETS 








Continuous Hinges 
Butt Hinges 
Surface Hinges 
Cabinet Hinges 
Support Hinges 
Slide Hinges 








HARDWARE JOBBERS AND DEALERS! 
Don’t Lose Sales—How Are Your Stocks? 
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THE BRAINERD MFG. CO. 
East Rochester, N. Y. 











Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 
Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 
nufacturers’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
— Order Houses handling hardware and housefurnish- 
gs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
. is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


‘Hardware Wholesalere find Verified LAtst of great value in 
“‘checking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 
Classified Opportunities Dept. 


HARDWARE AGE, 239 W. 39th St., New York 
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Listen to This 


For seven successive seasons the 


CROWN TREE HOLDER 


has broken all previous sales records. 
In other words, sales in this period have increased over 428%, 
to say nothing of the very successful sale it already had over 
thirty-five years. 








A very attractive three-color show-card is packed in each case. Put this in your window, 
or on the counter, with a few sample holders and they’ll sell themselves. 

Will you continue to pass up these worth-while profits to your neighbor dealer in the 
best season of the year? We hope not. Better order in time—now. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 


BETTER LOCKS CARVERS 











an 
BIGGER PROFITS | | cating ies in the line of “Anchor” 
Brand cutlery. ‘ sa . 
Th f t 
INCREASED mis of Gb well kugen’ trad ts do 
SALES to the high, unvarying quality which 


all 


obtained by “ANCHOR” 


handling the 


Brand Cutlery 


always possesses. Forged crucible 
steel blades, genuine stag handles, 
nickel silver caps, pleasing design and 








No. 250B — 

Set No. 250B is a mortise set of sturdy structure and attractive beautiful finish, all combine to add to 
Hines. | The, Class Knobs are beautifully designed, ground and the attractiveness of these splendid 
po silver bac giving hig ustre. rt, a REAL : : 
Ge” aol caar te ca, Ge bade Gas ieee seule oo carvers which sell on sheer merit. 

Send for our new catalog No. 7—our line will interest you. you. 

BRANCHES 
Pts +s 2b dese 5566 6h00004ee's catgeennberentien a elp 4 DS. 
21098 Pn 6660d4bbkan 6 6.0 24000 6s 666 bdnse CER eRenn 
+3} Wen Lake St Dubieedécieehee2 4.0 066066600 Babee oaks ns oe wl LAMSON & 
406 Wall St..... pentieibeheodedsads ened ae sea Angeles. Calif. GOODNOW MFG. CO. 








qs INDEPED NDENT Ti ICK CO. TD Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 
Fitchburg, Mass., U. 8S. A. 
Boston, 7 Water St. Chicago, 1732 Republic Bldg. 


Fey acturers of Cylinder Locks, Padl i 
on Key fn Auto Switch Basa bad avdaere tetbedtins St. Louis, Victoria Bidg. San Francisco, Wells Fargo Bldg. 























Copperand Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 


ROME N. Y. 
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No. 1 Steel Bar Carpenter’s Clamp 


This clamp appeals to carpenters instantly be- 
cause the notches are cut on the lower edge of the 
bar, affording greater holding power to the sliding 
jaw than is afforded where notches are on the upper 
edge. The bar is of special quality steel and very 
rigid The “T"’ shape insures greater strength than 
flat stock. 


Write for Catalog E, showing our line of clamps, 
vises, saw sets and other carpenters’ and cement 
workers’ tools, “Lockfast” oil and molasses gates, 
lawn mowers and hardware specialties. Sold only 
fhrough regular trade channels. 


E.C. STEARNS & COMPANY 
Established 1864 
ms Ray Ge ae Oe 


Syracuse . . 
Sa'es Representatives: 


W. R. VOORHEES & CO)., 417 Market St., 
San Francisco 
THOMAS A. TROY, 150-152 Chambers St., New York 
Canadian Representative: 
GEORGE J. B. RAMSDEN, St. Thomas, Ont. 





Built to Last 


If a mechanic asks for the 
cheapest wrench possible— 
for a one-time job—sell 
him what he asks for. 


If he asks for a wrench 
that will stand up longest 
under constant service and 
prove the strongest and 
most satisfactory wrench 
he ever used—sell him a 
COES Steel- Handle 
Wrench—he won’t be dis- 
appointed. Sizes: 6” to 
ae. 

All leading Jobbers 

carry Coes Wrenches 





Coes Wrench Co. 


“In business since 1841” 


W orcester 





Selling Agents 


5. C. MeCARTET &@ CO.ccccccccces 29 Murray Street, New York 
JOHN H. GRAHAM & CO........ 113 Chambers St., New York 
si. 4 > @. ee 8 Rue de Rocroy, Paris, France 











M. S. BROOKS & SONS 


SN 
. 








Chester, Conn. 





Manufacturers of 
SCREW EYES 
AND 
All kinds of Bright Iron 
and Brass Wire Goods 





Try Us on Special Wire Work 











Tungsten Lam is shown by 20,000 re- 
tailers and 5 jobbers who sell them. 
Censolidated Electric 
Lamp Co. 

DanVers, Mass. 

‘Licensed under the General Electric 
Company's Incandescent Lamp Patents.”’ 








**Torrid”’ Tinners Fur- 
naces are only made 
by Diener. No others 
are genuine. **Tor- 
rids’”” cost no more 
than others and the 
user gets greater sat- 
isfaction. 


GEO. W. DIENER 
MFG. CO. 
CHICAGO 


Wakers of Fine Blow 
Torches and Fire Pots 








American Can Company 


NEW YORK CHICAGO SAN FRANCISCO 









Cans for all Lithographed 
metal displays 
— and signs 








| SAMSON CORDAGE WORKS 


SASH CORD, CLOTHES 
LINES, SMALL LINES 
ETC. SEND /OR LAPALOG 


MA SS. 


MANUFACTURERS OF 


BRAIDED CORDAGE 
AND COTTON TWINES 
BOSTON 























PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 
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Sell the Best 
HARDWARE 
For Hard-wear 


For more than 50 years 
Bemmer Spring Hinges have 
maintained their leadership and 
proven their superiority over all 
others. 

They have kept pace with the 
times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMEF 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 





























They are in wniversal demand—are 
quickest to sell—easiest to apply and 
the’ most satisfactory spring hinges 
made. 

Your Jobber handles them. | 


Send for New Catalog 47. It isa 
big help in ordering. 








Bommer Spring Hinge ee 
Manufacturers BROOKLYN, N. Y. 











Sanitary All Steel Refrigerators 
Cork Insulated—Side Icers 


These high grade all steel cork insulated refrigerators 
are constructed with the idea of combining the long 
wearing qualities of steel together with the efficiency of 
an all wood box. The hardware is cast brass with a 
highly polished nickel plated finish. All doors close air- 
tight on cushion gasket. 











2% for 
Prices 70 ‘2 
cas 
are all 
F.O.B: days, 
7 e * 
net 60 
Factory 
days 
Ice 
No Width Depth lleight Cap Price 
ST9E} 31% IS\ 435 65 $33.00 
SSOEE 33 le 20% 45 05 36.00 
SSLEE 34k, 201% i7 125 40.00 
Letters EE indicate white enamel exterior and interior Satin 
gray exterior furnished without additional charge 
To dealers who Viur in lots of ten we offer a trade discount of 


10%. in lots of twenty-five, a trade discount of 10-5%. 
Sanitary Refrigerator Company 
Manufacturers 


Fond du Lac, Wisconsin, U. S. A. 














DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 





4” Diam. with Eye 4 ' Inside 
54,” “6 rT) ee 


34,” 6 ¢ +e ih ee 
:" oe ee ee | ly” ee 


Quick Shipment. 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 








W. C, Heller & Co. as veceystr'New York city 








Show More, Sell More! 


Take the pictures out of the mail order catalog and 
they won’t do any business. 

You can show better than pictures by sampling the 
original article. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


Kindly have your man call. I would like to increase my knowledge 
of Merchandising Hardware 


Name ieee “ae oe ee er ee ee 


Address ..... ort ‘ey ede a ; pt ae eas. oat Rg 
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FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bits, is gui 
oe Fee a can be allel to caw aad amine 


ee | 


THE PROGRESSIVE MFG. CO. - 






bo fine -= delicate patterns, veneers, screen work, 
nec twist columns, newels, ribbon moulding and mortising, etc. 


- TORRINGTON, CONN., U. S. A, 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


~~ As its Circular Rim instead of its center, consequently it will bore any 


r knots, leaving a true polished surface. It is Pram and more 
tious than chisel, omin, scroll saw, or lathe too Qe for core- 
scalloping, famcy 











WANTED REPRESENTATIVES . 
TO 























TH€ STEWART IRON WORKS Co, 


PORATIO 


225 Stewart BLock CINCINNATI. OHIO 





DROP FORGED 
WRENCHES 


Wesigned and proportioned to give stiff 
ness and tensile strength. Made ona 
and = in machining and finish. 


Catalog 
ONG BROS. TOOL CO. 


814 N. Francisco Aveée., Chicago, Ill., U. S. A. 


© 












Robertson “Horseshoe Magnet’ Hammers 
ermanen et which holds 
Pp t magnet 7 10! — 


the tack in position for driv- cc 
ing. Awarded the Silver Medal — 


(the highest offered) at the Panama-Pacific Exposition 
Good profit. 


Name and design trade marks registered U. 8. Pat. Of. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mase. 













STRATTON ™** °c" * 
HANDLES 


For Smaji Tools, Utensils, Electrical Goods, Biéc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 





: screw “T_Fi NOX” onivers 
: rT : 


“The Toots in Lhe Pra Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


MACK SAWS ~ BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 

















Millers Falls, Mass. 


wileea eee ee 
TOOLS 






—made to main- 
tain a 58-year 
reputation. 





MILLERS FALLS COMPANY 


| 
i 








Wright’s Jennings Auger & Car Bits 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





SCYTHES and AXES 


Scythes since 1812. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 








Waste — Mops — Wicking 
Cleaning Cloths 


Caulkin ee Cotten 
tton Clotheslines 






Send for samples and prices 
MASSASOIT "sees i a 9 

Fall River, Mass. 
“er er ee ee © 350 monetary 
189 West Madison St. 











J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 











Improved Featherweight Creeper 


Size No. 3 for Men 
Size No. 2 for Ladies 
Size No. | for Cuban Heels 
Retails at 50 cents per pair 
Price to dealers $4.00 per dozen 
Order from your jobber, or we will ship 
7. 


direct, C. O 


CHURCHILL MFG. CO., 
287 Thorndike St., 





Inc. 
Lowell, Mass. 











SEYMOUR SMITH PRUNING SHEARS 


A Full and Oomplete 
Line of Pruning Shears 





anufactured by 
mE, 1i- swt & SON, nag Oakville. 
Bales Represertatives Graham ac 118 Chambers 8t 


+ | 
New York. 








NEW CATALOG OF 


STONE WORKING TOOLS 
and SUPPLIES 


Free on request—send for it today 


TROW & HOLDEN CO. 


Barre, Vermont 














BROWN @© SHARPE 
suelo) 


AY tele Best 


They Give Complete Satisfaction 


[lex 


Catalog on request 
Be ( (), Providence, R. Se [ 


TRADE MARK 


BROWN & SHARPE MF¢ 
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American Steel & Wire 


Ellwood 










Am. Glidden, Am. ecia 
Ellwood Junior, L a - 
TACKS, Hot Galv’d Nails. 
rican, Royal, Anthony, 
Prairie, Banner. Steel Gates. 





every purpose. 


Company 
Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
Ban Francisco, Los Angeles, 


Portland, Seattle 
Quick Delivery. Write us for selling plans. 





LEAD IN SALES! 


F. & N. dealers lead all 
others in sales, as sales rec- 
ords have shown for years 
past. This is because of cer- 
tain definite features and 
reasons—some of which 
can not be had im any 
eu) other mower. Let F. & 
WD — N. Mowers help you 

BN) lead. 


Ask your jobber, or write us today for full particulars. 















THE WORLD'S LARGEST LAWN MOWER MFGR.\. 


RICHMOND,” INDIANA, ~— U.S.A. 
ur \ “eo 














Every Mechanic Needs One 


The Perfection Pocket Level and Plumb 
Attachment sells readily at 60 cents to 
Mechanics everywhere. 

Steel clips are furnished for attaching 
it to a Carpenter’s Square for pulmb- 
ing or leveling. Can be used on a 
two-foot rule without clips. 


Display Carton free for Trial-order 
of one dozen. Nationally adver- 
tised. Good profit. 


Write for Discounts. 


Modern Utilities Co. 
Manufacturers 
140 So. Second St. 
Harrisburg, Pa. 































An EXPANSION SHELL 


With a Sure-Dependable Hold 

Superior advantages: 

It grips at the bottom of the hole by 

(2) a its jaws in the sides of the 
ole, 

(3) By Underwriters Laboratory test it 
holds until the bolt or the material, 
into which it is placed breaks. 

(4) When properly set it will not come 
loose. 

(5) Quickly installed. 

Overcomes these disadvantages: 

(1) It is NOT a friction hold. 

(2) No waste from broken or misfitting 


parts. 
(3) Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 
A trial order for testing will soon con- 
vince you. 
Samples on request -No charge. Send for Bulletin No. 55. 


THE PAINE COMPANY 
2951 Carroll Ave. 
33 Warren St. 





ee 
~ 





Chicago, Ill. 
New York City, N. Y. 





of QUALITY 


Manufacturers of the finest line of Garage Door Hardware. 
Recemmend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 

Representative jobbers distribute A-P 

products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Ill. 


YER 


= Insure perfect shelf service for any line of merchandise. 





TIRE 


«3dBiID 

















i 





handholds on both sides of ladder permit mounting 











Deep tread steps, properly spaced, with convenient full 
lenge 


or descending with ease. Both hands free to remove or 
replace stock without danger of falling. Cushioned Tired 
Trolley and Trick Wheels eliminate noise and prevent 
vibration. Erection as simple as A, B, C. Utilize 

small space. Make top shelves safely available ’ 
for stock purposes. style--neat of i? 

desi aiely taled-oxe a Be 


eight ceiling. Thousands 15 ¢ D, 
-_ “ASH LARo. 


a al a ne 























“‘Paid for Itself the First Week’? 


That’s what one deal- 
er said about our 
National Show Card 
Writer. The occasion 
was a “Special Sale.”’ 
The signs made with 
our outfit put the sale 
over big and would 
have cost ten to 
fifteen dollars if 
made by a sign 
painter. Any 
clerk can use 
the National. 
Write for Foider. 
NATIONAL SIGN STENCIL COMPANY 


Manufacturers of the NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 
























NORTON 


All meshes, all widths, 
painted or galvanized. 
Painstaking care makes 
W | RE our Screen Cloth wear. 
SCREEN CLOTH 


“Established 52 Years’’ 
Norton Iron Works, Ashland, Ky. 
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Classified Opportunities 


BUSINESS OPPORTUNITIES 





| City of 140,000 Wants Complete 


sporting goods, radio, year round toy and 
exclusive dishes and glassware departments. 
A hardware store of long standing, in active 
business in the eastern states, has available 
in its store building, 15,000 square feet, with 
window display space, for above purpose. 
For terms and conditions, address: Box | 


0 H-304, care of Hardware Age, New York. 

















- pow Sos 
A Clean Stock of Hardware 
For sale, good going business, good location. It will be 


worth your time to write me for particulars. Reason for 
selling too many other lines to see to. Address Box H-292, 
care of Hardware Age, New York. 








——_— ___ —__ __-__ --- _-—_ 


FOR SALE—AN OLD ESTABLISHED hardware business in a pros- 
perous Central Ohio farming community, town of 1800. Stock about 
$10,000, and an average business of over $50,000 per year. Three-story 
well equipped building and will sell or lease. If you want to get in a 
good profitable business, do not overlook this one. If interested, can give 
complete details. Address Box H-315, care of HAroware Ace, New York. 


. - oy 
_— - - — —— - 


FOR SALE—AN OLD ESTABLISHED wholesale and retail business 
in a Southern California town of 14,000 population located 20 miles from 
Los Angeles. Stock will inventory about $55,000—can easily be reduced 
if desired. If interested address Box H-306, care of Haroware Ace, 
New York. 





FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
ian the _—e west coast of Florida. Address CARL HOL MEK. Box 2%, 

iami, Fila 


FOR SAL E. -AN OLD ESTABLISHED Hardware Business in the 
beautiful Mohawk Valley of Central New York. (Good going business, 
good location, clean, well-assorted stock. Worth investigating. Address 
Box H-309, care of HlArpwAre Act, New York. 


A MANU FACTU RE. R WISHES TO CONNECT with one or two other 
manufacturers to establish New York office and warehouse on cooperative 
basis. Will sublet space in established office. Address Box H-307, care of 
HLARDWARE AGE, New York. 








HELP WANTED 


caggegs 
EXPERIENCED SALESMEN | 


We have opening for several good men who can t 
produce results—who are adepts in missionary work | 
for the jobber and who can sell the better class 
wholesale trade an exceptional line of special clean- 
ers, metal polish, waxes, insecticides, disinfectant, 
etc. Line well and favorably known to large users. 
Territory open—Western Pennsylvania, Ohio, Vir- 
ginia, North Carolina, Maryland and West Virginia. 
State experience, familiar territory, earnings for 
past two years and employers during that time. A 
good line for producers. Address “Alpha,” 32 S. 
Eutaw Street, Baltimore, Md. 














SALESMEN—PROG RESSIVE NEW YORK JORBBER requires a 








capable hardware salesman for Central or Southern New Jersey. Must 
he experienced in the line, possess initiative, gocd character and person 
ality. Write fully, giving references Address Rox H-297, care of 


HiaRDWARE AGE, New or 


. care of Harpware Ace, New York. 


ths = ARRAN 
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‘HELP WANTED 





TIRE MANUFACTURER producing quality product, national distri- 
bution and good reputation, desires general salesman for New York and 
New Ingland to visit large dealers. Should have had experience as gen- 
eral salesman in hardware or allied lines. Tire experience unnecessary. 
(nly very high-grade man need apply. Address Box H-317, care of 
llanpware Ace, New York. 





SALESMAN-—Builders’ hardware manufacturer, maker of locks and 
timishing hardware, has opening for experienced contract salesman to call 
on architects and builders in Greater New York. Address, stating age, 
previous paaenas and salary, etc., Box 216, Room 200, Times Building, 
New Yor 

SALESMEN (3) EXPERIENCED IN SELLING Steel Ptoducts to 
Contractors, Jobbers, Hardware Stores, Iron Works and Sheet Metal Shops 
in Metropolitan District. .-Give experience, age, salary in first letter. Ad- 
dress J. K. LARKIN & COMPANY, 253 Broadway, ew York City. ~~~ 


BRASS HARDWARE FOUNDRY FOREMAN—Mugt be: experienced 
in entire phase of the ‘craft. State full parti fs, references salary, . 
experience, etc., in first letter. Address Box H-283, care’ of Haapwans~ 
Ace, New York. ~° 








oe _— 








rominent manufacturer of 
Address Box H-318, 


WANTED—SALES 


stamped and enameled ware. 


MANAGER, by 
‘Re -plies confidentral. 





POSITIONS WANTED 








r : SY 
) Hardware Man, 44 Years Old, 


15 Years on the Road 


with two of the leading national hardware 
jobbers. Two years on the road with a large 
sporting goods house. Now employed as 
buyer same house. Does not like inside work ; 
would like to make connection with factory for 
South and Southwestern territory. Have good 
knowledge of hardware. Fair knowledge 
sporting goods and toys. Can furnish best of 
reference. Address Box H-280, care of Hard- ) 
ware Age, New York. 











2 





oe we —_—— 


HARDWARE M AN, 47 Y EARS OL D, 12 years’ Hardware and Imple- 
ment experience. Am manager of a hardware store now. Want to con- 
nect with a reputable concern as cree, Salesman for Hardware or 
kindred line. Visconsin territor ears’ traveling experience before 
going in the hardware oumnees, “Best of references. Address Box H-274, 
care of Haapwase Ace, New Y 

SAL ESMAN, YOUNG MAN, AGE THIRTY, wishes connection with 
jobber or manufacturer selling direct to retail stores or jobbing houses in 
Chicago. Has had practical experience managing retail business as_ well 
as in sales work. Address Box 7188-A, care of Harpware Ace, Otis 
Building, Chicago. 











MAN WITH TWENTY Y EARS? EXPERIENCE in. selling and 
merchandising wants connection with manufacturer of hardware or elec- 
trical lines looking for salesman to sell jobbing trade on Pacific Coast; 
salary or drawing account and commission. Address Box H-295, care of 
HarpwaAre Ace, New York. 





MAN, 30 YEARS OF AGE, married, desires position as manager or 
buyer for reputable store handling good line mechanics’ tools, shelf hard- 
ware and builders’ hardware. (Good hardware experience and executive 
ability. <A-l references. State salary. Address Box H-313, care of 
HARDWARE AGE, New York. 

THOROUGHL Y EXPERIE NCE ) BU ie DERS’ HARDWARE sales- 
man, able to take charge of department, can make estimates from blue 
prints, interview architects and really sell builders’ hardware, is seeking 
an opportunity. Address Be ox H 305, care of Harpware Acre, New York. 

EXPORT EXECU TIVE, - 29 YEARS OLD, speak and write Spanish 
fluently, acquainted with principal importers abroad, highest references 
Av ailable to handle and develop Export Department. Address P. O. Box 
16, WwW all Street Station, New York City. 











STOVE SALESMAN TRAVELING OHIO AND West Virginia terri 
tory past ten years selling same line, desires new connection January Ist. 
(,oo0d reference; personal interview solicited. Address Box H-312, care of 
Hanoware Ace, New York. 


WANTED—Position as salesman for reliable hardware manufacturing or 
jobbing house covering New Jersey, Fastern Pennsylvania or adjacent 
territory. Married man. A-1 references. State proposition fully. Ad 
dress Box H-314. care of Harpware Acer, New Yor 
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Classified Opportunities 





POSITIONS WANTED 





SALES ACCOUNTS WANTED 








Sales Manager with 20 Years 


Successful record with two nationally known Hardware Job- | 
bers as salesman and sales manager. Desires position as | 
sales manager with like concern, one that is permanent and 
where there is a real opportunity to grow. Experienced to 
direct the efforts of others and produce results. Age 40, 
married, now employed. Can give references by men na- 
tionally recognized in the Hardware Trade, as to ability, 
character, personality, habits and integrity. In position to 
make substantial investment and prefers to do so. An inter- 
view will convince you, if you are looking for a man to 
revive your business and sales organization. Correspondence 
‘and interviews confidential. Address Box H-2Z9], care of 
Hardware Age, New York. 








Agencies Wanted 


Manufacturers’ Agency calling on all the 
hardware and general stores in Canada 
from coast to coast with their own repre- 
sentatives wishes to secure additional 
lines of kitchenware, hardware. or hard- 
ware specialties. Best of references. 
Apply Box H-132, care of HARDWARE 
AGE, New York. 











iL - 


SALESMAN, age 33, with 10 years’ experience selling hardware spe- 
cialties to Jobbers, Retailers, and also industrial trade. Now open for 
selling position with reliable firm. Prefer the State of 
Michigan or all of the Central States. Box H-282, care of 


guage 
— ee 





A-1 references. 
Address 











Harpware Ace, New York. 
CUTLERY MAN—ALL ‘ROUND, THOROUGHLY F siden Table 
and Butcher Knives, Pocket Cutlery, Shears, Scissors, Razors. etc., as 


buyer, manager, salesman. Wholesale preferred, or retail. Able to do 
practical work. Address Box H- 301, care of HARDWARE Ace, New York. — 


EXPERIENCED HARDWARE AND 


, HOUSE FURNISHING man 
desires connection with reliable jobber or retailer. American, twenty 
years’ experience on the road. Age 42; married; can furnish satisfactory 


references. Address Box H-310, care of HARDWARE Act, New York. 





SALES ACCOUNTS WANTED 





HIGHLY SUCCESSFUL SALES REPRESENTATIVE DESIRES 
lines of hardware, machinery, tools and kindred specialties for Detroit or 
entire State of Michigan. Wide acquaintance developed in ten years of 
experience among leading jobbers and manufacturers of the United States. 
Can furnish best of references. Address Box H-278, care of Harpware 
Ace, New York. 











SALESMAN, TWENTY YEARS’ EXPERIENCE, MARRIED, Ameri- 
can, desires connection with live, reputable manvftacturer or jobber of 
hardware or house furnishings to cover New Jersey and Eastern lennsyl- 
vania. Salary and expenses desired. Address Box H1-311, care of Harp. 
ware AGe, New York. 











MANUFACTURERS’ AGENTS with established trade, hardware deat. 


- Cleveland, Ohio. 


ers and department storés in Chicago, as well as the entire State of Illinois | 


and Wisconsin. want additional line in Builders and Cabinet Hardware, 
Brass Goods, Mechanics’ Tools, Electrical Supplies, or line of Dry Bat- 
teries. Address Box H-284, care of HARDWARE AGE, New York. 


NEW YORK REPRESENTATIVE WITH 


in metropolitan district for ten years, can successfully carry one 


ESTABLISHED clientele 


additional 


line. Details of sales experience gladly furnished. Address Box [1-296, 
care of Harpware Ace, New York 

EXPERIENCED SALESMAN IN KANSAS and Nebraska calling 
on hardware, department, furniture and variety stores desires an additional 


line on commission, Want good merchandise only. Address Box H-316, 


care of IHlArpware Ace, New York. 





WANTED—Representative lines on commission basis, for Long Island, 
New Jersey and New York, Have car; will only consider first class 
roposition, Builders’ hardware preferred. Address Box H-281, care of 
ARDWARE Ace, New York. 





SALES REPRESENTATIV ES ‘WANTED 








SAL — N—EXCELLENT SIDE LINE, NATIONALLY KNOWN 
COAL burning Brooder Stoves, for salesmen covering wholesale and retail 
hardware trade, seedsmen and others handling poultry supplies; big demand. 








Liberal commissions. State your experience, territory covered, etc, with 
name and address. Write MANUFACTURER, 12 Root Building, 
meme N. Y. 

WANTED—SALESMAN CALLING REGULARLY ON MILL AND 


machinery supply dealers and jobbers to sell high grade line of grinding 
wheels as side line. Attractive proposition, fast turnover. Samples weigh 
one pound. GOODRICH GRINDING WHEEL COMPANY, 1500 West 
Madison St., Chicago. 





SALESMEN CALLING ON JOBBING AND retail trade to handle new 
design of sereen door hinge distinctly different. Commission basis only. 
Product sells at reasonable prices, and would prove a good line for aggres 
sive sglesmen. THE MASTER PRODUCTS CO., 6410 Park Ave., S E. 


-" ee 


SALESMEN CALLING ON MILL SUPPLY, Hardware Jobbers and 
Industrial Plants to sell our lines of Emery Cloth, Flint Paper, Taps, 
Hacksaw Blades, etc. We have a specially interesting proposition to offer, 
which it will pay to investigate. Only thoroughly experienced men need 





apply. Address Box H-308, care of HArpwAre Ace, New York 
imeem = —— — 
HARDWARE SALESMAN -PAINT SALESMAN-—WE are looking 


for a high type salesman who makes extensive trips calling on high class 
trade to sell an established specialty as a_side line. Big repeat orders. 
Commission basis. Phone Mr. Obstfeld, Walker 6218, or write MARK 
WELL COMPANY, 99 Hudson St., New York City. 





MANUFACTURER of the Roberts Multiple Sprinkler wants sales rep- 
resentatives calling on jobbers, large hardware and housefurnishing stores. 
State lines handled, basis of compensation, territory covered. Give com- 
plete references. Address ROBERTS BRASS MEG. CO., Detroit, Mich 











ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelphia 











BARROWS 





“ns 






Send 
t' for 
C Catalog 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 











Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
firet for real opportunities. 








LUMBER CRAYONS 


STANDARD CRAYON CO. 


Danvers, Mass. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. very care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 





A 


Allen Manufacturing Co................. 
i i. ee ce oc ers oe bbe eneene 
Aluminum Goods Mfg. Co............... 
ED SD ceccdecesocde vevesuesé 
American Hammer Corp................ 
ET Sn ce concer eeccesesosees 
American Saw & Mfg. Co............... 
I Qn oc nn cueeeeceee eete<es 
American Shearer Mfg. Co.............. 
American Steel & Wire Co............... 
i a tei cnc dveucedsencats 
Armstrong Bros. Tool Co................ 
De GE, . . cc nocceeneseséeseee 
OS ee ee 
i, Wh co oc cadetcbiuseentéauad 


ee Ge Te Wk WH svccccscvccesvese 
Badger Rubber Works................... 
is tna erence obi sheadenea 
Ee ee 
cece cane ee eseneeee 
SD CEE ED, wcoocveceocuceseeves 
Bissell Carpet Sweeper Co............... 
i eee eeneneee 
ee 
Bommer Spring Hinge Co............... 
Boston Woven Hose & Rubber Co....... 
Ny GE Pc wecc coecsncccenccevesss 
ee EE GE 6 occ cowboccccescceds 


Brown & Sharpe Mfg. Co................ 
Brown Fence & Mfg. Co., H. L.......... 


ee ee eeseneeseved 
Chicago Solder Co........... 
Churchill Mfg. Co., Inc.................. 
SD I TS. cc cccéscscceceeces 
i i ee 
re 


Connecticut Valley Mfg. Co.............. 
Consolidated Electric Lamp Co........... 
Continental Wood Screw Co............. 
Cerbin Gerew Corp..........cccccccccecs 
I i 


*oeeeeeeeeev ee eee 


a i a 
Electric Vacuum Cleaner Co............. 
ST EOE Re 





F 
The F. & N. Lawn Mower Co........... 105 
Favorite Stove & Range Co.............. 4 
Flexible Steel Lacing Co................. 24 
G 
rae 85 
Gilbert & Bennett Mfg. Co............... 99 
rr rr Ce. cee eecsebeene 63 
RS PS ne ee eee 70 
Grebe & Company, Inc., A. H........... 61 
Ec cnenccekebadéeeceieebes 88 
H 
ae 21 
Heller & Company, W. C................ 103 
rr anes eee senees 65 
ee a cc cccccccucsebege 98 
Wc haeey ete amauseeewd 19 
I 
CE 101 
Indiana Steel & Wire Co................ 7 
International Silver Co.................. 2 


I ES Ge ee ccc cb cedeceexiceecee 69 
Jennings Mfg. Co., Russell............... 87 
Johnson Arms & Cycle Works, Iver...... 86 
K 
K-D Manufacturing Co.................. 99 
Keil & Son, Imc., Francis................ 82 
Keuffel & Esser Co............ poe eecevees 77 
[ne Tn «so cc caetboacebessuces 87 
L 
Lamson & Goodnow Mfg. Co............. 101 
i a a 85 
I nn ccc ncseeeeesbewe 96 
Se? WE Ec ccccccecécdcoede 93 


EE ee a ae 

Markwell Mfg. Co., Inc., H. A........... 68 
I OL, snc eddie 0's o bbe 066. 6eN 104 
Millers Falls Company................... 104 
UL wd wesdceveuesceede 105 


Myers Bro. & Co., 


EE | OE ee 

National Enameling & Stamping Co...... 12 
National Sign Stencil Co................ 105 
ET ee er Pee 73 
See Sa Ss CI, vcccccteedsdbecunwees 101 
ee so Us cveccbbcavesed 105 





Oo 
Ohio Metal Utensil Ce...............6.- 23 
Oliver Iron & Steel Co.............eee00s 103 
Oneida Community, Ltd................. 110 
Osborne & Company, C. S.......... shee ae 
Pp 
Page Steel & Wire Co...........eeeeeees 92 
5-2. eceueueeseswe cet 6 . 105 
Peabody & Company, H. W............. 59-60 
Pratt & Lambert, Inc........... i tones . 28 


Progressive Manufacturing Company..... 104 


R 
Reed & Prince Mfg. Co.............. tees EE 
Richards-Wilcox Mfg. Co.............45- 55 
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Always Made From Open Hearth Steel 
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The long service that poultry owners get from 
WICKWIRE BROTHERS Poultry Netting is due 
largely to the materials used in making it. 


In all of our Poultry Netting, as well as all of our 
wire products, we use Open Hearth Steel Exclu- 
sively. This steel is far more rust resisting than 
Bessemer. The good galvanizing adds to this pro- 
tection. 


WICKWIRE BROTHERS 
Hexagon Poultry Netting 


The wire used in this netting is drawn right here in 
our own mills at Cortland. All processing through 
the Steel Plant, Rod Mill and Wire Mill is done 
under our personal supervision. For more than 50 
years WICKWIRE BROTHERS products have 
been known for their unvarying quality. 


All three styles of Poultry Netting, Hexagon, 
Graduated and “W. W.” are furnished either gal- 
vanized before or galvanized after weaving. 


Our Galvanized Poultry Staples are also a quality 
product. 


Your Jobber will supply you. 
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Containing the go Essential 
Pieces of Correct Service— 
12 Teaspoons, 3 Table Spoons, 
6 Butter Spreaders, 6 Dinner Forks, 
6 Salad Forks, 1 Sugar Tongs, 6 De Luxe 
Stainless Knives. CONSUMER'S PRICE $50 





















PRESENTING 


The SMART SILVER SERVICE” 


in COMMUNITY PLATE 















U, S. Patent 
No. 1,441,437 
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The Same Tray Obtainable 
with 2Q9- Piece Contents— 
12 Teaspoons, 3 Table Spoons, 
6 Dinner Forks, 6 De Luxe Stain- 
less Dinner Knives, 1 Butter Knife, 1 Sugar 
Spoon, CONSUMER'S PRICE $36.25 


0A Brand-New Note in Silverware selling 


Ultra-modern, strikingly original, and beautifully done,the new Smart Silver Service will 
inject fresh life into the most jaded silverware market. 

“The Duo-Service Tray with its velvet “lift-out” silverware rack is new. Its graceful 
oval shape is new. Its rich, colorful background is new. [he choice of forty gleaming 
pieces is new. 

And over the entire combination is an indefinable touch of sophistication which will 
entrance the woman who prides herself on the latest wrinkles in hospitality—and will 
mean new sales to you. 

Accelerating the present trend toward even larger sales units, the new Smart Silver 
Service will inevitably carry along in its sweep the other Community combinations. 

Let it swell your volume. Dealers first to push it will be first to profit. 


















Furnished in All CommuNITY PLATE Patterns 

















